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Stories of the Week 

Regularly every afternoon 10 min- 
utes after his shift left a defense 
plant, Youssuf Yoonyun appeared at 
the gates with a wheelbarrow loaded 
with sawdust. And just as regularly 
a guard emptied the sawdust and 
searched it for stuff Youssuf might 
be taking away. Never did he find 
any contraband tools or loot. 

So frustrated was this guard that 
he threw up his job and became a 
cab driver. Three weeks later he met 
Youssuf in a neighborhood bar, and 
he was oiled up enough to ask: 

“Wotinell were you stealing out of 
the factory, anyway’” 

“Wheelbarrows,” Youssuf revealed. 


4 big dealer who hails from Bad 
Axe, Michigan, knocked off for a 
couple of months last winter, and 
toured Cuba and Florida. 

Following his stay in Havana, 
which was lubricated with a cozy 
glow and a flow of native rum 
potions, he started calling himself 
“The Count of Cuba Libra.” 

Nobody seemed to mind, or ques- 
tion his fake title, until he registered 
at an obscure Florida tourist court. 

“Count of Cuba Libra. Bad Axe, 
Mich.,” he signed with a flourish. 

The proprietress glanced at the 
signature, and at our friend. 

“We don't take no phoneys and we 
don't like shenanigans,” she gri- 
maced, “This here's a respectable 
hostel. And you can’t tell me there's 
any such place as Bad Axe.” 


Art Schellenberg, the refrigeration 
industry's gift to Arizona, dotes on 
freshly ground coffee. 

Driving to a neighborhood cinema 
with his beauteous wife, “Bubbles,” 
brother Schellenberg stopped at a 
nearby grocery store and had a pack 
of coffee beans pulverized. 

Into the movie he carried this 
fragrant package. An early scene 
flashed a bride pouring coffee for her 
breakfasting-in-bed husband. From 
the row behind Art overheard: 

“Isn't it marvelous? It’s so true- 
to-life that I can smell that coffee.” 


Quotes of the Week 


“There is one thing to be said for 
ignorance—it sure causes a lot of 
interesting arguments.”-Gas Flame. 


“Our country now has a policy 
that might be called colonialism in 
reverse. We are exploiting our own 
people and our resources to benefit 
people in other lands."-CHARLES E. 
WILSON, President, General Motors. 


“Your woman customer is twins. 
There is the ‘love and kisses’ aspect 
of women and the ‘wash the dishes’ 
side. To interest women you must 
speak to either or both of those 
aspects. Your message must stress 
romance and the sentimental side of 
family life or you must be practical 
and tell her how to do things better 
or more economically.”—-MR8. JEAN 
Wabe RINDLAUB, Advertising Woman 
of the Year. 

“Keep searching for the other fel- 
low’s good points. Remember, he has 
to hunt for yours and maybe he'll be 
harder put than you are.”—-Belde- 
news. 


Abolish Price Controls? 

The United States Chamber of 
Commerce believes that price and 
wage controls should be abolished 
immediately in the public interest. 

In many cases said controls are 
making everyday business and con- 
sumer actions illegal. Thus they are 
generating a callous disregard for 
laws in general. 

Dr. Emerson P. Schmidt, the 
Chamber's director of economic re- 
search, declares: 

“Most prices are below ceilings 
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Still RHEE Like Wildfire 


70 Mfrs. Plan 


Supermarket Chain, G-E Dealers Tie In on Exhibits at Philo. 
‘Freezer-Food’ Plan; Locker Men See Mfrs. 


DETROIT ~~ General Electric Co. 
has jumped into the fast-spreading 
freezer-food plan program which con- 
tinues to pop up in practically all 
parts of the country. 

This was indicated last week when 
G-E Supply Corp. here joined with 
the 25 Big Bear Markets and the 10 
retail outlets of Ned’s to announce 
a package “G-E Food Freezer Club” 
plan 

The following day, it was an- 
nounced that the G-E plan was avail- 
able through all G-E dealers in the 
area. 

Although General Electric itself 
has issued no public statement on 
the plan, it apparently is up to each 
G-E distributor to work out its own 
deal. 

Introduction of the G-E food club 
plan followed publication a few days 
earlier of a daily newspaper adver- 
tisement on the Amana freezer-food 
plan being promoted in the Detroit 
area. This program is marked by the 
fact that one of the participating 
dealers is The Ernst Kern Co., a 
large Detroit department store. 

The G-E Food Freezer Club plan 
was announced to the public in full- 
page advertisements in The Detroit 
News. The second ad was headed: 

“A huge success in major cities 
throughout the country .. . now here 
in Detroit! General Electric dealers 
and Big Bear Markets introduce the 
sensational new food plan to save 
Detroiters money!" 

Copy said, in part: “Join the G-E 
food freezer club . . . buy quantities 
of meats, fish, fruits, vegetables, and 
desserts on easy terms, many months 
to pay! 

“Here's how it works. Your Gen- 
eral Electric dealer delivers a brand 
new ll-cu. ft. G-E home freezer to 
your home filled to the brim with 
(Concluded on Back Page, Column 1) 


Gibson To Introduce 
34-Hp. Room Cooler 
In Next Few Weeks 


GREENVILLE, Mich.—Gibson Re- 
frigerator Co., currently celebrating 
its Diamond Jubilee, has announced 
its entry into the room air condi- 
tioning field. 

After exhaustive tests in its own 
laboratories and in the field, the new 
Gibson room air conditioners will be 
placed on the market within the next 
few weeks, J. L. Johnson, vice-presi- 
dent in charge of sales, said. 

Production for 1952 will be con- 
centrated on the %-hp. window 
models, the size now accounting for 
more than two-thirds of the present 
market. The price of the unit has 
not been announced. 

The Gibson unit, housed in a 
welded steel Modern-Air cabinet, fin- 
ished in baffin beige, provides six- 
(Concluded on Page 4, Column 1) 


Copper Shortage Easing, 
Says American Brass Pres. 


CHICAGO — “The copper supply 
situation should continue to improve 
—barring work stoppages,” predicted 
John A. Coe, president of American 
Brass Co., at opening ceremonies at 
6 ee ee 
and brass warehouse here. 

(Coe’s predictions seem to be 
borne out by statements made by 
Paul B. Andrews of the NPA Copper 
es ee 
CMP second quarter copper orders 
can probably be filled in the second 
(Concluded on Page 4, Column 2) 


CHICAGO Recognizing the im- 
portance of the freezer-food plans 
which are currently sweeping the 
country, the National Frozen Food 
Locker Institute recently spon- 
sored a meeting here of institute 
home freezer manufacturers. 

NFFLI said the meeting, attend- 
ed by top sales representatives of 
Frigidaire, International Harvest- 
er, Deepfreeze, Kelvinator, and 
Crosley, was held to: 

“1. Prepare definite plans for 
the tying-in of locker plants with 
sound freezer-food plans. 

“2. Establish a set of standards 
for freezer-food plans which will 
assist members of the home 
freezer and locker industry not 
only to jointly develop basically 
sound freezer-food plans but also 
to ‘clean up’ the undesirable fea- 
tures found in many existing 
plans.” 


Restaurant Show 
For Navy Pier May 5 


CHICAGO—The annual exposition 
and convention of the National Res- 
taurant Association will be held at 
the Navy Pier here from May 5 to 
9, the association announced recently. 

Some 370 companies in and allied 
with the restaurant field are expected 
to exhibit their wares apd merchan- 
dising ideas. Included in the 720- 
booth exposition will be a special 
17-booth “Education Center” where 
there will be displays for universi- 
ties, trade schools, government agen- 
cies, and other organizations who are 
allied to the training of personnel. 

First day of the show, Monday, 
May 5, has been designated “dealer 
day.” The exposition will be open 
only to dealers and wholesalers who 
represent the exhibiting firms. 

There will be no charge for admis- 

(Concluded on Page 4, Column 3) 


Canada Repeals Excise 
Tax on 3 Appliances 


OTTAWA, Ont., Can.—Repeal of 
the 15% excise tax on washing ma- 
chines, ranges, and refrigerators was 
announced recently by the Canadian 
government in revealing its budget 
for the 1952-53 fiscal year. The repeal 
takes effect immediately. 

The 25% excise tax on a number 
of other consumer goods was reduced 
from 25% to 15%. 

These announcements came as wel- 
come news to Canadian appliance 
dealers who only a week ago had 
addressed a resolution to Finance 
Minister Abbott complaining of the 
strangling effect the excise tax was 
having on their business. 


Nema Firms Sell 44,147 
Home Freezers In January 


(See table on Page 29) 

NEW YORK CITY~—-Twenty-four 
manufacturers of home and farm 
freezers posted sales totalling 44,147 
units during the first month of 1952, 
the National Electrical Manufacturers 
Association reported recently. 

This figure is 11% higher than 
their December volume and 39% 


lower than sales reported by 25 
firms for January, 1951. 

Freezers ranging in size from 11 to 
17-cu. ft. capacity accounted for more 
than half the total, or 26,506 units. 


Conference May 2 


WASHINGTON, D. C.--Program 
arrangements have been completed 
for the Refrigeration and Air Condi- 
tioning Educational Exhibits and 
Conference to be held May 2, 3, and 
4 in Convention Hall, Philadelphia, 
and some 70 manufacturers have 
indicated their intention of taking 
space for educational exhibits. 

The educational program, covering 
many phases of the technical aspects 
of installing and servicing refrigera- 
tion equipment, will be held in the 
mornings (9 a.m. to noon) on Friday, 
Saturday, and Sunday, May 2, 3, 
and 4. 

Exhibit hours for the Philadelphia 
conference have been set as follows: 
Friday, May 2. .1 to 5 and 7 to 10 p.m. 
Saturday, May 3....10 a.m, to 5 p.m. 
Sunday, May 4....12 noon to 4 p.m. 

Entertainment highspot of the 
meeting will be a banquet and enter- 
tainment on Saturday night, May 3, 
sponsored by the Philadelphia Chap- 
ter and Keystone Association of the 
Refrigeration Service Engineers So- 
ciety. 

While nearly 70 manufacturers 
have already indicated that they will 
furnish educational displays, REMA 
headquarters points out that there is 
virtually unlimited room for exhibits, 


(Concluded on Page 29, Column 3) 


Steel Supply Continues 
But Gov't Has Order 
To Seize Supplies 


DETROIT-—With the seizure of the 
steel companies properties by the 
Federal government, and the return 
to work of the striking steelworkers, 
the possibility of a shut-off of steel 
supplies to producers of civilian goods 
has been averted for the present. 

It seems assured that steel produc- 
tion will continue for the present. 
If the steel companies’ application 
for a permanent injunction against 
the seizure of their properties should 
be granted by the courts (only the 
appeal for a temporary injunction 
was turned down) or if Congress 
should take some legislative action 
nullifying President Truman's sei- 
zure order, then the strike might be 
on again. 

What would happen in the event 
that steel production should close 
down because of a strike was indi- 
cated in some of the moves that took 
place before the plant seizure order 
was announced. The National Pro- 
duction Authority had issued an order 
which cut off all shipments of steel 
supplies to manufacturers of refrig- 
erators and other consumer durable 
goods. It reserved all steel in mills 
and warehouses for high priority 
military, atomic energy, and machine 
tool programs. 


Admiral Gives Free 
Beef for Home Trial 


Of Refrigerator 


CHICAGO—Refrigerator prospects 
have a “beef” coming with the latest 
Admiral Corp. promotion. In fact, 
they will get 10 Ibs. of it in choice 
sirloin steak cuts if they will try the 
new Admiral flash defrosting refrig- 
erator in their homes for five days. 

Admiral has prepared cooperative 
newspaper advertisements, dealer 
mailing cards, window sheets, and 
radio announcements to help their 
dealers put over this five-day free 
trial offer. 
compartment of every flash defrost- 

(Concluded on Page 4, Column 1) 


Under $100 from 


Down Payment 


FRB Sees Simpler 
Administration with 
Little Il Effect 


WASHINGTON, D. C.--The Fed- 
eral Reserve Board of Governors re- 
cently exempted appliances and fur- 
niture priced at less than $100 from 
the down payment provisions of 
Regulation W, the instalment credit 
regulation. 

Previously all items costing more 
than $50 were covered 

FRB emphasized that this relaxa- 
tion applies only to the down pay- 
ment provisions. The exempted ap- 
pliances still must be completely paid 
for in 18 months or less. 

The change was made in Amend- 
ment 8 to the regulation. The FRB 
commented: “This change will sim- 
plify administration of the regulation 
without substantially affecting the 
volume of consumer credit outstand- 
ing.” 


Automatic Controls 
Mfrs. Get 3.9% Hike 


WASHINGTON, D. C. — Manufac- 
turers of domestic and commercial 
automatic temperature controls were 
recently granted an industry-wide 
3.9% price increase by the Office of 
Price Stabilization. 

Special Regulation 25 to Ceiling 
Price Regulation 22 permits them to 
establish their ceiling prices by ap- 
plying a uniform price adjustment 
factor of 3.9% to their General Ceil- 
ing Price Regulation ceiling prices. 

This regulation, which became ef- 
fective on April 7, was issued to per- 
mit these manufacturers to maintain 
their uniform price patterns for the 
bulk of production. It was drawn up 
from a study of data from 13 firms 
representing more than 80% of dol- 
lar sales in the industry OPS said. 

Commodities covered include the 
following : 

Domestic and commercial auto- 
matic temperature controls for gov- 
erning the transfer of heat to solids, 
liquids, and gases and for air condi- 
tioning and refrigeration. 

Automatic controls directly respon- 
sive to time, temperature, pressure, 
humidity, liquid level, or other physi- 
cal condition. 

(Concluded on Page 4, Column 5) 


Fair Trade Groups Agree 
On Compromise Bill 


WASHINGTON, D. C.—A compro- 
mise “fair trade” bill has been agreed 
upon by the two large “fair trade” 
organizations that have been sup- 
porting rival bills in the House of 
Representatives, it was announced 
last week. 

With the compromise worked out, 
it is expected to take less than 30 
days to get the bill passed by the 
House and sent on to the Senate. 

The compromise settles on the Mc- 
Guire bill (HR 5767) with an added 
proviso taken from the Keogh bill 
(HR 6367). The added provision 
would make it illegal for any com- 
pany in a non-fair trade state to 
advertise or offer for sale or sell in 
a fair trade state any commodity at 
less than the fixed price in the fair 
trade state. 

The American Fair Trade Council 

(Concluded on Page 4, Column 5) 
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‘LA CROSSE REACH-INS 


‘ 


Heres Beauty ond convesionce Spacious interiors with 
eery cleaning. coved ‘erners adjustable shelving 
fniched i¢ gleemivg white beted enamel! inside 

Ore: weesand models ovaloble 


{and out 


mOOEL 7658 
(complete) 


Designed especially 
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METAL WALK-IN 


Yeors ehved in design the 
A CROSSE METAL WALEIN 
features imterian construction of 
heovy golverized steel, exterior 


of point grip, tine grip see! 
feished in gray boted enome! 
Tengve in groove construc 
hon * comprened 


Fimergios insulation 


for restovrants the 


Bivebird” is only JY high, just right 
to W conveniently under covcten oa d 
‘ bors, tp Bee Mommertoid or Stoiniess Steet—4-—6-—8 models 


LA CROSSE COOLER CO. 


) Factory anit Gen't Offices: 2801 Losey Bivd. &. 
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Ss  . 


The best way to 
sell a water cooler 
is to SAY-ee 


‘ITS A 
KELVINATOR!" 


with the 


“POLA RSPHERE” 


ra actor ies, offices, stores! Markets for easy, quick sales! 
KNOW Kelvinator, the 38-year 
tedder in electric refrigeration! 

Only Kelvinator Water Coolers have the hermet- 
iedlly sealed Podurspheye Power Unit. Millions in use! 
Aho the Pre Cooley, that almost doubles available 
colsled water... the suirtless, feather-touch dial . . . 


thy S-year warranty! 


Ay business men 


A complete line of Kelvinator 
bottye ow pressure type, hand or foot 
operated, cold storage pmpartments if desired. 


Whiter Coolers 


National mags youl 


Your best prospects road powerful Kelvinator Water 
voler adverteing in; NEWSWEEK, U. S. NEWS 
and BUSINESS WEEK, They are asked to call you! 


Tpat helps you to mage quicker sales, bigger profits! 


~ 


it's Easy To Start Selling Kelvinator! 
Jest call your local Apivinator Distributor . he's 
lited in your iclephord directory. Or write to... 
Kelvinator Water Cool-+s, 108 Lucas Street, Columbus 
& Ohio, for complete Dealer Information! 


‘TMERE 1S A BETTER WATER COOLER... 


helinatonr 


The Most Valuable Franchise in the Appliance Industry 


—— mee 


irs 


‘ Export Of'ip, 80 Broad St. Mew York City. Coble Address 


La Crosse, Wis 


Eximport 


Draw Stiff Penalties 


WASHINGTON, D. C.--The Fed- 
eral Reserve Board announced here 
that the U. 8. District Court in St 
Louls has fined an appliance dealer 
$300 and sentenced him to six 
months’ imprisonment for violating 
Regulation W 

The court suspended the prison 
sentence and placed the dealer, P. J 
Castelli, on probation for 18 months. 

The board also announced that it 
has suspended for a 30-day period 
the license of Video Meters, Inc., San 
Franciaco, to make instalment sales 
and rentals of television sets subject 
to Regulation W 

Both Castelli and Video Meters 
were charged with falling to obtain 
the down payment required by the 
regulation. Castelli pleaded guilty to 
the charge and Video Meters con- 
sented to entry of the board's order 

Castelli and his wife sell furniture, 
appliances, and TV sets under the 


trade name of L & P Sales Co 
Charges against Mrs. Castelli were 
dismissed 


New Prices Announced on 
Several Nesco Products 


CHICAGO Nesco, Inc. has boosted 
the price of its Model 118 TX elec- 
tric roaster from $39.95 to $42.95, 
cut the prices of broilers in its 
recently-acquired Fleck line from 
$44.95 to $39.95 and from $34.95 to 
$2995, and put a suggested list of 


$59.95 on the new motorized rotis- 
serie-type broiler to be introduced 
s00n 

. - - ema 4 


LA CROSSE QUALITY makes the ditterence 2 Reg. W Violators Big Ad Aansunces fanene fresuer Seed Plan 


In Detroit; Dept. Store Participating 


126* « month ~ $ 4 30% * 
«Se Bur. "> peenuse 
» 
Calling he AM worse ot sree 
TP Whetessier 
ee whe capplies 
I Desraet + fmees 


1/ HOTELS and 
\ STE CALs 
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Investigate The AMANA Wholesale Food Plan! 


SAVE: 30°ON EVERY *1°° 
YOU NOW SPEND ON FOOD 


~ 


AMANA WHOLESALE 
FOOD PLAN, [{freezer- 
food” pion), announced 


to Detroit creo newspaper 
readers in this odvertise- 
ment run recently in The 
Detroit News, is cloimed 
te cut consumer food bills 
os much os 30%. Under 
the pion, purchasers of 
Amano freezers aviomoti- 


Buy U.S. Choice Beef for Only 63 a Pound...| ‘7 ecome members of 
the Amona Freezer 

ee, Sy eer Owners Associctio 
in the he *98 asady g Fema (AFOA). This satin thee 
7» Spends Sarde MEATS." "4 to buy food in minimum 
"36® « week - ? ‘ 4 oo quvontities of $50 worth 


ot wholesale prices from 
@ long-established hotel, 
eo club, and restaurant food 
supply concern — Thomas 
J. Thompson Sons. Cus- 
tomer's first food order is 
token by the dealer upon 
delivery of the freezer. 
This order can be paid 
for in six instalments with 
no down poyment if de- 
sired. Subsequent orders 
ore placed by the cus- 
tomer directly with the 
food supply house, which 
delivers all orders to the 
customer's home and which 
will arrange time poy- 
ments on request. The 
food supplier guarantees 
to supply AFOA members 
with food at wholesale 
prices for ot least five 
yeors. Of 16 dealer out- 
lets listed in ad, one wos 
The Ernst Kern Co., large 
Detroit department store, 
which pushed the pion in 
an ad of its own the fol- 


ad 


lowing day. 


‘Drive-In’ Appliance 
Store Makes Shopping 
Easy for Customers 


CLEVELAND 
into this store!" 

That's the good word for cus- 
tomers of the Merchandise Mart, a 
unique new Cleveland appliance store 
which is located at 1308 Prospect 
Ave. 

Patrons of this firm needn't spend 
money for parking lot fees or park 
on the street and worry about getting 
a ticket. 

Neither do they have a long walk 
from their transportation to their 
destination. 

They drive right into the rear of 
the store, where an attendant takes 
charge of their automobile and 
ushers them into a large room filled 
with home needs. 

According to Carl Breitenbach, 
owner of the Merchandise Mart, 
there's parking space for 800 autos 
in the building formerly occupied by 
the B. F. Goodrich auto service cen- 
ter. In fact, there are four stories of 
“parking lot” waiting for Merchan- 
dise Mart customers. 

“We offer complete drive-in facili- 
ties,” said Breitenbach. “We're bent 
on making shopping as easy and 
pleasant as possible for our cus- 
tomers.” 


N. Y. BBB Halts ‘Storage’ 
Procedures on TV Sets 


NEW YORK CITY After protests 
by the New York Better Business 
Bureau, two local appliance chains 
agreed to stop offering via radio to 
“store TV sets in consumers’ homes 
at a ‘warehouse’ charge of $1 a 
week.” 

The concerns are Bedford Radio 
Sales & Service, Inc., and Sunset Ap- 
pliance Stores, Inc. 

The bureau condemned the offer as 
misleading and deceptive because it 
was “in no sense a bona fide storage 
offer, but a device to get a TV set 
or appliance into the prospective cus- 
tomer’s home on a trial basis for the 
purpose of inducing the sale,” it 
stated in its report. 

“If the person ‘storing’ the set or 
appliance refuses to purchase the 
item withing a few days, it is 
promptly removed and ‘stored’ else- 


-“You can drive 


Super Market Institute 
To Meet In Cleveland 
May 11 Through 15 


CLEVELAND—Planned for maxi- 
mum “customer convenience,” the 
15th annual convention of Super 
Market Institute will be held in the 
Cleveland Public Auditorium here 
May 11 through 15, it was announced 
by Ray E. Dillon, J. 8. Dillon & Sons 
Stores Co., Hutchinson, Kan., general 
convention chairman. 

After almost a decade in Chicago, 
the convention will move to Cleve- 
land in an effort to provide controlled 
traffic of the increasing crowds, 
which year after year have made the 
institute’s annual meeting the most 
exciting in the food industry, it was 
explained. 

Theme of the convention will be 
“The Key to Profitable Super Mar- 
ket Operation,” and will cover the 
broad subjects: how to increase vol- 
ume; how to cut costs; and how to 
develop people. 

Despite greatly enlarged exhibit 
facilities for food processors and 
equipment manufacturers, the insti- 
tute’s exhibit committee was forced 
to reject more applications for space 
than ever before—even though ex- 
hibits in 1952 will almost reach the 
four-hundred mark. The limitation 
of exhibits was decided upon by the 
exhibits committee in order to pro- 
vide maximum convenience for both 
operators and manufacturers in the 
exhibit hall. Wider aisles and the use 
of but a single floor for exhibits will 
permit freer movement and more 
convenience. 

The exhibits committee is made up 
of Super Market Institute president 
S. N. Goldman, Standard-Humpty 
Dumpty Super Markets, Oklahoma 
City, Okla.; Nathan W. Lurie, Wrig- 
ley Stores, Inc., Detroit; and Norris 
D. Plumb, Plumb’s Super Markets, 
Inc., Muskegon, Mich. 

The program committee, headed by 
Forrest J. T. May of Lucky Stores, 
Inc., San Leandro, Calif., is building 
a down-to-earth program based on 
members’ needs and suggestions as 
developed by institute headquarters. 
New demonstration techniques, lively 
interchange of opinion, and a high 
degree of floor participation in dis- 
cussions will be provided by the pro- 
gram. An important innovation, 
which will restore much of the in- 
timacy of smaller conventions, typi- 
cal of the days when supers were 
growing, will be introduced in the 
1952 SMI convention program. 
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Some Mfrs. Don't Need 
To Use OPS Form 128 


WASHINGTON, D. C.—The Office 
of Price Stabilization has exempted 
manufacturers of air conditioning and 
refrigeration equipment, heating 
equipment, plumbing fixtures, fittings 
and valves, and automatic tempera- 
ture controls from using Form No. 
-128 in reporting newly established 
ceiling prices for commodities not 
sold between July 1, 1949 and June 
24, 1950. 

Use of the form was heretofore 
required under section 32 of Ceiling 
Price Regulation 22 as modified by 
amendment 40 to that regulation. 
OPS said it found the form not ap- 
propriate or convenient for these 
manufacturers. The action was taken 
in amendment 43 to CPR 22 and be- 
came effective on April 5. 

Reports of these manufacturers 
should now consist of the following: 

“Name and address of your com- 
pany; a description of the commodity 
being priced; the comparison com- 
modity and an explanation why you 
have selected the comparison com- 
modity as such; a description of the 
category in which the commodity be- 
ing priced and the comparison com- 
modity fall; your ceiling price to the 
largest buying class of purchaser of 
your comparison commodity, or if 
you are not now manufacturing it 
what this ceiling price would be; a 
detailed breakdown of the current 


unit direct cost of the comparison* 


commodity, or what it would be; the 
gross margin and the percentage 
markup over current unit direct cost 
for the comparison commodity; a de- 
tailed breakdown of the current unit 
direct cost of the commodity being 
priced; the ceiling price of the com- 
modity being priced; delivery, dis- 
count, guaranty, and servicing terms 
and conditions and differentials in 
effect for sales to all classes of pur- 
chasers with respect to the compari- 
son commodity.” 

For those manufacturers under 
CPR 22 who must still report on 
Form No. 128, the reporting require- 
ments of amendment 40 have been 
lightened. 


Sunbeam To Protect 
Fair Trade Dealers 


CHICAGO — Sunbeam Corp. will 
sell only through distributors and 
dealers who sign fair trade contracts 
even though Congress may restore 
the non-signer clause of state fair 


“If a manufacturer sincerely wants 
to fair trade,” the spokesman said, 
“he should be willing to confine the 
distribution of his products in the 45 
fair trade states solely to those whole- 
salers and retailers who are willing 
to enter into a contract. 

“By doing this, Sunbeam volun- 
tarily gives up the large sales and 
easy profits which could be obtained 
by supplying discount houses and 
large retailers who wish to buy na- 
tional brand products for loss leader 
purposes, but protects the more than 
142,000 retailers who have signed 
contracts since June 18, 1951.” 

The spokesman said this policy 
answers those who complain that 
under the non-signer setup, a manu- 
facturer can impose his distribution 
methods on all retailers in a state 
even though only one retailer signs. 


Macy Enjoined from Cutting 
Fair Trade Drug Prices 


JAMAICA, N. Y.—Rejecting the 
argument of R. H. Macy & Co. that 
sales of a drug item were on an in- 
terstate basis, a Queens County 
Supreme Court justice permanently 
enjoined the department store from 
cutting the price of fair-traded drugs 
manufactured in New York. 


Justice Nicholas M. Pette ruled | _ 


that Macy’s violated the state Feld- 
Crawford Act by selling articles sold 
on an intrastate basis for less than 
established minimums. He said: 
“Parties in this action were not 
dealing with an ingredient, but with 
the end product, the laxative ‘Ex- 
Lax.’ This product is manufactured 


The 


y Market in Brighton, 


ing the winter the two-row hot woter coils provide o 


Air Conditioned Supermarket 
Cooling Makes It Easier for Customers To 
Part with Hard-Earned Cash 


NEW BRIGHTON, Pa. — Food 
prices, like all other prices, are 
higher now than a year ago, but this 
area's leading supermarket has at 
least made it easier and more pleas- 
ant for customers to part with their 
hard-earned cash. 

Economy Market, 5th Ave and 9th 
St.. has air conditioned the entire 
store. The supermarket is 90 ft. by 
130 ft. and handies an average of 
300 people per hour during the after- 
noons and on Saturdays, according 
to the firm. 

The installation contractor, Valley 


in New York, sold to defendant in | 


New York, and subject to fair trade 
contract entered into in New York.” 


FINE 
SCHOOLS 


DEMAND FINE 


REFRIGERATION 


Saddle Rock School, newest addition to the 
Great Neck, N.Y. school system, chooses 
McCall for beauty, quality, economy! 


Great Neck School Officials demanded the finest for their new 
Saddle Rock School. The gleaming, stainless steel and tile kitchen 


and cafeteria testify to that. 


For their refrigeration they chose 


McCall reach-ins and placed them for greatest convenience. 
McCall, with the world’s most complete line of reach-ins, offers 


greatest selection of sizes, types, and finishes . 


. an important 


reason for making McCall your choice. 
McCall's all-welded porcelain liners, all-welded exteriors, com- 


plete vapor seal, heavy insulation, non-sweating mullions, heavy- 
duty compressors offer more for your money than any other reach-in 


you can buy. 


Ask your McCall dealer about McCall's great, new Permasteel 


line... 
low, low 


offering all the advantages and beauty of stainless stee! at 
prices. Ask about McCall Duralucent finish, too. 


Its 


, easy-to-care-for silver grey finish is the talk of the 


shimmering. 
industry. Your McCall dealer offers most . . 


. See him first. 


Limited number of territories available to qualified firms. 
Write for information. 


Refrigeration of New Brighton, 
utilized ceiling units-—six Bush “Com- 
fort Conditioners,” model COM 136. 
Each of two 20-ton Curtis condensing 
units handles three conditioners, it 
was noted. 

The Bush units equipped with 6- 
row, direct expansion coils, take care 
of the comfort cooling requirements, 
1,800 c.f.m. of air being delivered by 
each unit. 

For the heating season the two- 
row hot water coils in each unit pro- 
vide a convenient and economical 
heating system. 


- 


FIVE DISCHARGE POSITIONS 
FAN SECTION TOP MOUNTED 


4 fi 


FIVE DISCHARGE POSITIONS 
FAN SECTION SIDE MOUNTED 
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Sears Refrigerator, 
Freezer Deal Offers 
$50 to $65 Saving 


LOS ANGELES. -Sears Roebuck & 
Co. here recently promoted six com- 
bination offers on refrigeratérs and 
home freezers at announced savings 
of $50 to $65 and “for leas than the 
price you'd expect to pay for a regu- 
lar two-door refrigerator.” 

Earlier, a similar promotion had 
been run by Flash Television & Ap- 
pliance chain. Flash offered the com- 
bination of a 1951 Deepfreeze refrig- 
erator and home freezer plus the 
concern’s food plan in a package deal. 

Announced in a full-page news- 
paper advertisement, the Sears deal 
involved these combinations 

Coldspot 9.7-cu. ft. refrigerator and 
4.1-cu. ft. freezer tor $389.90 (“You 
save $50 extra when you buy both. 
Refrigerator regular $239.95 and 
freezer regular $199.95") 

A T-cu. ft. refrigerator and 4.1-cu. 
ft. freezer for $389.90 (“You save $55 
extra”). ° 

A T-cu. ft. refrigerator and 7-cu. 
ft. freezer for $449.90 ("You save 
$65 extra”). 

A 9.7-cu, ft. refrigerator and 7-cu. 
ft. freezer for $449.00 (“You save $60 
extra”). 

A T-cu. ft. refrigerator and 9.2-cu. 
ft. freezer for $489.90 (“You save 
$65 extra”). 

A 9.7-cu. ft. refrigerator and 9.2- 
cu, ft. freezer for $459.95 (“You save 
$60 extra”). 

In Sears’ ad, storage capacity of 
the freezer of two-door refrigerators 
was compared with that of the home 
freezers offered. 


“The WESTINGHOUSE 


~-UNITAIRE CONDITIONER 


al 


THE MOST VERSATILE 
SELF-CONTAINED 
AIR CONDITIONER 


Only advanced design throughout could pack so much versatility, reli- 
ability and economy into a self-contained air conditioner. Here it is in 


VERSATILE because this handsome unit can be used inside or outside 
the space to be conditioned—with or without ducts—applied singly or 
in multiple. The fan section can be positioned for ten different dis- 
charge directions—height either 91" or 62" (see diagrams), Dual refrig- 
eration circuit can provide 50 or 100 percent capacity operation, gives 


excellent control of temperature and humidity conditions at partial 


full loads. 


and 


RELIABLE because the hermetically-sealed com w is based on the 


original, time-proven Westinghouse design, wit 


all other major com- 


ponents engineered and built by Westinghouse to work with it. 


ECONOMICAL because low-maintenance dependability is combined 
with cost-cutting factory pre-assembly in highly flexible package design 
to simplify installation and keep operating cost at a minimum. 


There's 


unity and security —as well as profit—in a Westing- 


house Air Conditioning Distributorship or oaeeanan, e have a few 


territories open for aggressive, merchandising-min 


organizations. 


Get in touch with us today. Westinghouse Electric Corp., Air Condi- 
tioning Division, Hyde Park, Boston 36, Mass. 


4-80254 


eo ae ak lla av S ae | 
Gea cee ae. eS eine ae Be igat 2. 43 aS - _ (ina Sg ea Sak * 
cas ae coe Se Le i a oe ee ee a ; 
eee i ae. . “eee ee beg. ae i: a ae ie ie : i 
a ; oe a: 2 a. ae a ie aes : 
AIR CONDITIONING & REFRIGERATION NEWS, APRIL 14, 1952 3 : 
ig = - ; > a, © ” i ‘ 
a 2 2 
a OM el eee 
| ae oe | 
pth a n e Pate: i} ” ; 
- ai a ee a 
_—- el 4 ta ; 
trade laws, a company spokesman a "ae — “a 
told distributors fi “se _ e. a ey ee 
. ‘ c — asi aogier 
_— = q : ’ = i 
7 2 t ; I “AS i = . 
; i ie ao 22k “2 
Cal - Ty ) ) 4: " nt vce 
c= VF . ae | ——s . . 
SIX Bush “Comfort Conditioners” cool Econom ; 
Po. Our Ie ; 
convenient heating system. HM store handles an overage of i 
300 people per how on Saturdays. ais 
‘or *y = 3 : Be hots, ve B ig i ' 
se a | E we - 2 oo i 
Pde See y & aa uf , 
~ t . #, ee s hel tf Tr ~ 
> “ P “eh S se - aS - ee ; y 
, — at 7 am) 
r / 5 ae my pe , gta ‘ 
as ee a 
Pe ’ Se sr : a y : 
ts ae —— 
| a eel | 2 
pi ———— 
eg 
a _ — | | 
one ££ % a a 
-. By... , Se * f ¥ 
= —s ie iS 
i : &§ . oo) —— 
_—- Be ss ] 7 > € l 4 ‘ * 7 
a . i * | . 9 + Bes ms 
Ce “ f 7 « | 
F ~~ : | 
% ; a | ) 
bi i ; 
| j 
5 | j 4 
“et we MS , 
| m4 > ‘ ‘| 4 ea 
| of o 3 ; * y" 
y 
es << <4 
ee — it 
ee ee ee ; 
.~« ‘ 
£ 4 
ee ; 
Ne | 
| , | — 
‘ i sie RR at 
| ‘ caw Be SURE...1F ie N 
y , ‘+ 
Westinghouse 
Hudson, N. Y. “ > STRATE 4 


Gibson Room Cooler-- 


Puge 1 


i 


i} Comeluded from Coinmn 2 


way « smadtiening for roomea up 
“nn aq ft ’ 
Preah air wiake c<nd Male air re 
i a) are viduetly controlled 
, ¥ vole ente wt the top of the 
mit, called Twin Fop-Airs, diffuse 
the cooling eir upward in any direc 
tien to eliminate Grniifts 
S The extra futy Gibson Filt-Air is 
gemovable with om hand, from the 
$ wer front f the pinnet 
* The anit mene with «a complete 
posta ations Kyt A thermostatic con 
fy s available aa er ac CemmorTy 
? There is « five-yea: protection plan 
d 
we the hermetion|Iy sealed system 
hind a one-year warranty on parts 
* Production will te restricted by 


ernment cegulatians (nm materials 


liatyibution through 


liane call for 
the mpanys rma} appliance dis 
tritvutores Leet ribution advertising 
smi sales promeoth activity will 
etart na selective anarket basis and 
will be geared to OU present accept 


ame of room all ody Aitionera in the 


different sections of, the country 


‘Admiral Offer. : 


Concluded trom Puge 1, Column 4 


The meat will tei in the freezer 
ing =refrigerstor prt out on trial 
ihe prospect ie invited to use the 


Sefrigerator ae hiw own for five days 


airy the #eeven minut. daily defrosting 


Jeature that operates by pushing a 
yuitton, and enjoy the steaks At the 
gm of the five deys, the prospect 
foan purchase the mfrigerator or the 
remove it 


plenier will cheerfolly 
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HERE'S WHAT A TYPHOON FRANCHISE MEANS: 
$ 


@ A SIZZ FOR EVERY JOB - full range of Typhoon packaged 
from 1% to 20 tons, multi-packaged systems up to 
60 ¥ons and Prop-R-Temp heat pumps up to 20 tons. 

@ MINIMUM MAINTENANCE 
' unity in the business... 
» and all-copper condensers. 
@ SALES COOPERATION — Typhoon District Managers back 
* you all the way, work with your sales department hand 


@ FULLSMARK-UP — Typhoon units deliver air conditioning 
at lowest cost per ton copacity — extra value that lets 
: yo) take full mark-up. 


° oveapr PROMOTION — Typhoon’s national advertising 
> an 
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2nd Provident Life Bldg. 
To Be Air Conditioned 


CHATTANOOGA, Tenn... Accord- 
ing to KR L. Macielian, president of 
Provident Life & Accident Insurance 
Co, installation of air conditioning 
Provident building waa to 
begir few days 

Authorization for necessary con- 
has been received from the 

Production Authority 


ir the 
within «a 


astructior 
National 
Maciellan said 

Since the Provident’s five-story 
west building was completed early 
this year, part of the company's home 
office staff has been moved into the 
new offices he continued. “Many 
offices in the Provident building on 
Broad St. are being remodeled and 
the air conditioning will serve the 
company’s personnel and tenants 


Copper Supply Easing - - 


Column 2) 


quarter Andrews said that the 
copper shortage is easing” because 
f “an increased flow of copper and 


brass scrap.) 


Concluded from Page 1 


The new warehouse being opened 
by American Brass Co. in Chicago 
is claimed to be the largest copper 


and brass products warehouse in the 


country. It is equipped with power 
tools for cutting-to-length, slitting, 
shearing, and sawing. Using new 
machines, a service is now available 
for the cutting of metal hose connec- 
tors and the assembly of flexible 
metal hose and fittings. Brass mill 
scrap can be expeditiously handled 


Warehouse offices are air conditioned 


ns 


=" 


, 


f. 


Are you missing the 


most ruggedly engineered 
all-copper oversize cooling coils 


. promotion feed you o steady flow of leads . . . include 
: a Senerous dealer co-op plan. 
ye f * oF “= Pe Ne. ee See 


Get oll the fects obout the most profitable deoler set-up in the business. Write todoy. 


TYPHOON air conpimiowne co. wc. 
794 UNION STREET + BROOKLYN 15, WN. Y. 
Specialists in Air Conditioning since 1909 


Restaurant Show -- 


(Concluded from Page 1, Column 3) 
sion to the show and the public will 
not be admitted 

The NRA expects some 25,000 
restaurant operators to attend the 
show and convention sessions, which 
will run from May 6 through 9. A 
general session program has been 
acheduled for each day. In addition, 
there will be meetings for special 
interest groups on Tuesday, Wednes- 
day, and Thursday May 6 to & 

Only session during which equip- 
ment is scheduled to be discussed will 
be on Tuesday morning. It will cover 
relation of employe fatigue to the 
heights of work tables, producing 
and saving hot water, barbecue work 


equipment and sauces, and useful 


gadgets. No discussion of refrigera- 
tion equipment is mentioned in the 
program 


Special interest meetings will con- 
cern such groups as small operators, 
in-flight food service, industrial feed- 


ing contractors, department store 
restaurant managers, college and 
university food service managers, 


company operated in-plant food serv- 
ice managers, service operators, din- 
ing car operators, supervisors of dis- 


tributive education, limited price 
variety store restaurant operations, 
cafeteria operators, and drive-in 


operators 


To Cool New Dallas Bldg. 


DALLAS Renard Linoleum & 
Rug. Co. of St. Louis, has begun 
construction on a 32,000-sq. ft. build- 
ing for its Dallas branch. Offices 
and display rooms will be air condi- 
tioned 


a& 


vy PHOON 


24 


boat on too many air-conditioning 


jobs? Is your service department draining away your 
air-conditioning profits? Then wise up to the Typhoon 
Dealer Plan. It keeps money rolling in steadily — and 
sees that you hold on to it. Year after year, Typhoon 
makes sure your business is profitable business! 


Pumps — 2-20 tons; Evaporative 
Condensers; Packeged Water 
Chillers. 
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Zickert Heads Ben-Hur 
Freezer Distribution 


MILWAUKEE—A. B. Bechaud, 
executive vice president of Ben-Hur 
Mfg. Co. here, has announced the 

recent appoint- 
sa ment of Ralph 
Zickert as distri- 
bution manager 
The firm manu- 
factures farm and 
home freezers. 

Zickert assumes 
his new position 
following six years 
as district man- 
ager in the mid- 
west territory. 

Working as as- 
sistant to Ben- 
Hur sales manager, R. C. Graves, 
Zickert's responsibilities will include 
closer coordination between Ben-Hur 
distributors, district sales managers, 
and the home office at Milwaukee 
the result of a greatly expanded sales 
organization and merchandising pro- 
gram 


. 
Washer-Drier Contest In 
Omaha Area Spurs Sales, 

OMAHA, Neb.--A $20,000 adver- 
tising campaign with 2,400 appliance 
dealers in the Omaha area partici- 
pating, has helped materially in 
building up new prospect lists for 
dealers as well as spurring sales 
during February and March, it was 
reported by the Nebraska-Iowa Elec- 
tric Council. 

The council appropriated the $20,- 
000 to promote the sales of automatic 
electric washers and driers 

Backbone of the promotion was 
centered upon a contest in which five 
automatic washers and an equal 
number of automatic driers were 
given as prizes. The contest closed 
March 8. 

Brands of washers earmarked as 
prizes were ABC, Apex, General 


Ralph Zickert 


Controls Prices-- 


(Concluded from Page 1, Column 5) 

Automatic controls for all house- 
hold, farm, ranch, restaurant, and 
commercial appliances 

Automatic controls for automobile 
heating, home heating, and cooling. 

Automatic safety devices or auto- 
matic valves that are part of or used 
with a control. 

Related devices designed primarily 
for use with the foregoing, but if 
electrical, not capable of controlling 
directly motors in excess of 1', hp. 
single phase, or 2 hp. polyphase. 

Specially excluded from the regu- 


lation are refrigerator expansion 
vaives and all manually operated 
valves. 


Manufacturers were told that they 
could round off their ceiling prices 
to the nearest five cents. 

They were also told that, if they 
so desired, they could adjust their 
prices under SR 17 or 18 to CPR 22. 
But if they did so, they could not 
make use of the provisions of this 
regulation. 


Fair Trade Bill-- 


(Concluded from Page 1, Column 5) 
and the National Association of Re- 
tail Druggists have agreed to this 
compromise in the interests of get- 
ting corrective fair trade legislation 
on the books and will try to get 
members of the House of Representa- 
‘tives to adopt it. 

Purpose of the legislation is to 
overcome court decisions made last 
year declaring fair trade pacts not 
binding on non-signers and on sup- 
pliers selling to customers in other 
states. 


Mitchell Adds 2 Distributors 


CHICAGO.-Mitchell Mfg. Co. has 
recently announced the appointment 
of two more distributors to handle 
its line of window-type room air con- 
ditioners. 

They are United Electrical Supply 
Co. of Parkersburg, W. Va. and 
Walden Heating Co. of Denver. 


Electric, Norge, and Whirlpool, while © 


the driers 
Kenmore, 
house 


included two Bendix, a 
Hamilton, and Westing- 
Incomplete returns from deal- 
ers in Nebraska and Iowa indicate 
that more than 125,000 prospective 
customers entered the contest. 


CONTEST RULES 


Contestants were required to com- 
plete in 25 words or less, the state- 
ment: “I want an automatic washer 
in my home because... .” or “I 
want an automatic electric drier in 
my home because... .” 


Contestants were permitted to en- 


ter either or both contests as many 
times as they wished, but each entry 
had to be on an official entry blank 
secured from a dealer, or a reason- 
able facsimile thereof. Council offi- 
cials said that apparently very few 
if any contestants failed to get their 
entry blanks from a dealer. 

All entries were mailed to the Neb- 
raska-lowa Electrical Council head- 
quarters in Omaha, with the con- 
testants’ names and addresses on the 
reverse sides, along with the names 
of the dealers from whom the blanks 
were obtained. 

Prizes were awarded on the basis 
of originality, sincerity, and aptness 
of thought. All entries became the 
property of the council and will be 
used as ideas for future advertising. 

The council is sending the com- 
pleted entries to the dealers from 
whom the blanks were obtained. Don 
E. Rosenthal, managing director of 
the council, pointed out that the 
entries provide each dealer with an 
active prospect list of customers in 
his territory who want automatic 
washers and driers. 


AIM WAS TO SPUR INTEREST 


Rosenthal also pointed out that the 
contest was intended to make women 
think about automatic home laundry 
equipment and to want the featured 
appliances. Along these lines, the ad 
copy pointed out the convenience, 
speed, thrift, and results entailed in 
using the new home laundry equip- 
ment. 


The seven-column kick-off ad ap- | 


peared in the Omaha and Lincoln 
newspapers, with a smaller insertion 
in the Council Bluffs, 


ning into March, and four-column 


by 12-in. ads in eight outstate dailies, | 


while three-column by 10-in. inser- 
| tions were used in 153 weeklies in the 
| two states. 


Ia., paper. | 
These. were followed by three six- | 
column by 18-in. illustrated ads run- | 


CHROME FURNITURE © 
at LOW... LOW PRICES 


Booth Iilustrated 


single $39.50 list 

double $59.50 list 

wali panel $22.00 list 
BIANCO manufactures quality 
chrome furniture at prices that 
command fast sales action. A 
complete line from deluxe to 
economy. Booths . . . settees 
. tables . . . wall panels. 


Upholstered in rugged Duran 
for long life. 


write for 


"ACE CABINET CORP: 
(NEW BEDFORD, MASS. - 
re Executive Office 

|S 1457 Broadway New York 18, N. Y. 


Specialists in 
im LOW TEMPERATURE EQUIPMENT 


j 
} 


CASE COILS AND 
FINNED TUBE PRODUCTS 
| ® Unit Coolers * Unit Heaters 
WRITE FOR CATALOG 


MERCHANT & EVANS CO. 
\ PHILADELPHIA 46, PA. y, 
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KELVINATOR ° 


ite AIR CONDITIONING & REFRIGERATION NEWS, APRIL 14, 1952 


The Best Things Come In Pairs This Year... 
Two Kelvinator Two-Door Refrigerators! 


HEN KELVINATOR introduced Model MT, the “Twin Control” 
We caseete tenes with the “Humidiplate”, Kelvinator retailers 
had the finest in foodkeeping ever achieved. Here, for the first time, was 
separate control of the cold in the freezer, plus complete control of both 
cold and moisture in the refrigerator. 

Now Kelvinator follows this suecess with the brand-new two-door 
Model KT. This new model is identical with the 12 cu. ft. MT, except 
that it has 9.4 cu. ft. capacity . . . and is priced in the popular-price 
bracket to give sensational new sales power to Kelvinator retailers! 


With this brilliant new addition to the Kelvinator family, the retail 
salesman has a line to meet every customer request. He has three de luxe 
models in the 11-12 cu. ft. bracket, including a two-door model and one 
“Magic Cycle” self-defrosting model. Four models in the popular-price 
bracket, with one two-door model and one * Magic Cycle” self-defrosting 
model. And two cold-clear-to-the-floor models for the low-price market. 

Here is double fulfillment of Kelvinator’s pledge of “retail-minded- 
ness”. And proof, again, that the Kelvinator franchise is the most 
valuable in the appliance industry. 


*Patent applied for. 


THERE IS A BETTER REFRIGERATOR ... 


rs Keclsaveatovr 


THE MOST VALUABLE FRANCHISE IN THE APPLIANCE INDUSTRY 


ELECTRIC REFRIGERATORS.. 


DIVISION OF 


NASH-KELVINATOR CORPORATION ° 


~-RANGES...FREEZERS...WATER HEATERS...AIR ORIERS 


DETROIT 32, 


MICHIGAN 
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Concluded tram Page 1, Column 1) 


orn 
the cetling 
duwnward 


perl pushers are pulling 


down, as prices slide 


Price controle have never worked 
in the face of etrong inflationary 
Voday the pressures are 


off and there certeiniy te ne need 
for them A} balanesd Federal budget 


‘ pressures 


and tight «redit ejntrois can keep 
prices in line, vet if prices should 
start to riee agasn, & courageous 
Sadmir istratidn coukt use the powers 
it now has So atop inflation by cut- 


; ting jens erential spending, taxing 
enough to .over necessary expendi- 
tures, and tightening credit policies 

The Chamber's report prods these 
points . 

1 Attempts to’ make regulations 
ton a national level for commodities 
, bought daily by mellions of persons 
cand produced by thousands of indi 
7 vidual busitcsses result in rules and 
, regulations which applar unreason- 
able in many Cases 


2 Attempts to correct price regu 
lations in such eases result in still 
more involwed and technical relations 
which continually eccmplicate the 
$ situation 


$ 3 Price controls never have worked 
3 for any length of lime because they 


Oe OR Cre 


{work against traditional market 
» forees of demand and supply, oper- 
. ,) g << 


FROM’ THE SERVICEMAN’S VIEWPOINT: 


QUICK and EASY HOOK-UP...NO COSTLY CALL-BACKS 


2 
WHEN YOU get together with your prospect to talk 


pred talk Temprite 


Remember, it’s the final cost of « complete installe 
The cost of the cooler itself repre- 


from thal COecnts 
sent, but a single factor! 


iad wp the hawres and watch your customer pick 


Teagorite every cane! 


Temprice, highly accurate pressure control valve 


is sepplied with each cooler! 


Leja ans suction line shut-off valves are supplied be cool 
smplifying installauon! 


The liquat control float valve is supplied with 


with emh ¢y-oler, 


each wooler 


Al. YOU HAVE TO DO IS HOOK-UP THE REFRIGER- 


emprt 
BIRMINGHAM. MICHIGAN 


= aes be 
Lad 
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ating through «a free competitive 
price mechaniam Price controls 
broke down at the end of World War 
Il Many persons «till believe OPA 
wee abolished too soon. But actually 
production in many critical lines not 
only wae failing to rise in response 
to heavy demand, but was decreas- 
ing 

World War Il price controls cre- 
ated unbelievable distortions in the 
production and marketing mechan- 
iam. Enforcement of price regula- 
tions became impossible, then, as 
we all should remember. If con- 
trols hadn't been removed when they 
were, we might never have been able 
to return to our traditional free com- 
petitive productive system 


In every case during the last 5,000 
years of recorded history where con- 
trols over market prices have been 
resorted to, they have failed to ac- 
compliah the purposes for which they 
were intended 


Price controls are costly; they 
cause tremendous diversions of man- 
power and resources away from es- 
sential tasks at a time when these 
resources are in short supply 


Rising prices, resulting from re- 
armament and other government 
spending programs, do not indicate 
that the traditional free market price 
mechanism is breaking down. Rather, 
rising prices show that the price 
mechaniam is performing one of its 
essential functions, namely, acting as 
a sensitive themometer for market 
forces of supply and demand. It 
flashes danger signals that if we are 
going to allocate 15% to 20% of our 
national output to military needs, at 
a time when our economy is already 
running at boom levels, we must pull 
in our belts 


Wage controls set aside individual 
negotiations and collective bargain- 
ing built up over past decades 

Labor matters have become the 
province of bureaucratic action, the 
Chamber reports 

Summarizing the total cost of price 
controls 

1 Price controls never have worked 
for any length of time. They broke 
down in World War U 

2. Price controls exact a heavy toll 
on our resources and exact costs both 
measurable and non-measurable. 


3. Price control machinery necessi- 
tates an organization that drains 
manpower from productive channels 

4. Price controls put heavy burdens 
on business and industry through 
regulations, often confusing and con- 
flicting, that add to the work load. 

5. Price controls delude the con- 
sumer, guaranteeing no adequate 
amounts of material and in fact cre- 
ating supply shortages. 

6 Price controls curtail produc- 
tion and otherwise disrupt legitimate 
functions of distribution. 

7. Price controls lead to lowering 
of moral standards. Many businesses 
ignore regulations to remain in busi- 
ness, and consumers resort to illegal 
black markets 


& Price controls are largely inef- 
fectual in fighting inflation. They 
deal only with symptoms, not causes 


9 After-effects of price controls 
are a potential danger to the national 
economy. They tend to create an 
after-the-war boom-bust situation. 


10. Price controls do far more harm 
than good, especially during a long 
defense or mobilization period when 
patriotic appeal is lacking. 


ANT LINES AND 


— ” - wi 
~~ =f vad 


BEVERAGE LINES .. . AND YOUR 


TEMPRITE 1S READY TO GO! 


formance reco 


shipment. 


It’s just as simple as that, and service call-backs 
are virtually eliminated. Temprite’s outstanding per- 
is the result of extra fine workman- 
ship and the careful testing of each cooler before 


CAPACITY 1S EXCEEDINGLY HIGH because the refrig- 


erant coils are directly submerged in the liquid to 


ed, assuring instantaneous heat transfer! 


COMPARE TEMPRITE on an overall cost basis! Com- 
pare Temprite on performance rating! You'll stop 


worrying when you bid on a liquid cooling job. 


ies r 
TEMPRITE PRODUCTS CORP. sc tome 


You'll sop worrying when you install Temprite! 


P.O. Box 72-A, East Maple Rd. 


. 


COLUMBUS, Ohio — “Oasis” air 
drier national advertising and pro- 
motion for 1952 centers around a 
new character called the “Moisture 
Monster,” according to A. R. Benua, 
president of Ebco Mfg. Co. 

The “Monster,” Benua explained, is 
a thoroughly wet and dripping char- 
acter who makes basements damp 
and unusable during humid summer 
weather. Its nemesis is the Oasis air 
drier which stops moisture damage 
and makes basements comfortably 
dry for work, play, or storage, Benua 
added. 

The “Monster” and the air drier 
will be featured in half-page adver- 
tisements throughout the spring and 
summer months in leading national 
magazines. These include Better 
Homes & Gardens, House Beautiful, 
House & Garden, and magazines 
reaching special groups, such as 
Model Railroader. The same theme is 
earried into trade advertising in 
AIR CONDITIONING & REFRIGERATION 
News and Electrical Merchandising. 

The “Monster” also dominates all 
Oasis promotion. In addition to a 
two-color dealer floor display printed 
in “Day-Glo,” it also features direct 
mail literature: self-mailers, stuffers, 
postcards; and newspaper mats. 


Appliance Group Uses 
Cooperative Ads To 
Sell Service Depts. 


MADISON, Wis The Madison 
Appliance Association, composed of 
12 firms which sell appliances in the 
Madison area, is advertising once a 
week——usually on Sundays—promot- 
ing the services provided by mem- 
bers. 

Copy of a recent ad stated: “Your 
MAA dealer gives you appliance 
service by experts trained in the fac- 


tory. 

“For completely dependable repairs 
on your appliances, radio and tele- 
vision sets, rely on your MAA dealer 
listed below. For he employs factory 
trained servicemen, men who have 
an intimate knowledge of structure 
and working mechanisms ... and 
uses only factory-approved parts to 
give you the very best in service 
available. 

“Always call your MAA dealer for 
your appliance needs, and know that 
you buy the best in quality ... and 
will get the utmost in satisfaction.” 

Dealers listed in the ad were Al 
Meinke Refrigerator & Appliance 
Co., Otto E. Braun Electric Co., 
Bricker’s Appliance & Radio Co., C. 
Cc. Collins & Son, Inc, Casey & 
O’Brien, Inc., Forbes-Meagher Music 
Co., Homemaker’s Hardware & Ap- 
pliance Co., Madison Gas & Electric 
Co., Main Appliance Co. Maytag 
Sales & Service Co., Wolff, Kubly & 
Hirsig, and W. O. Zimmerman 
Plumbing. 


Kelvinator Boosts Production 
Schedules for Next 6 Months 


DETROIT —Nash-Kelvinator Corp. 
is scheduling production in the final 
six months of the fiscal year ending 
Sept. 30, 1952 at substantially higher 
levels than the company was able to 
maintain during the six months end- 
ing March 31, George W. Mason, 
president, said in a letter to stock- 
holders. 

Sales and earnings for the six 
months ending March 31 will not 
equal the showing made a year ago, 
he said, but operating results for this 
period are not representative of what 
may be expected for the remainder 
of the fiscal year. 


says MR. ALEXANDER ORR, JR. 


CONDITIONED AIR CORP., MIAMI, FLA. ' 


“Service-Master has practically eliminated return 
trips to our shop. With a cargo area for bulky items, and 
well organized compartments for tools and parts, we can 
now carry a complete shop to every job. In a year’s time, 
we’ve saved an average of more than one-half hour 
per day. In dollars, that amounts to almost enough to buy 
another Service-Master Body.” 


if your present truck equipment isn't adequate for your 
work, why not get the full story on the efficient Service-Master 
Body? Just clip the coupon below . . . paste it on a post card 
. and mail it. You're under no obligation, of course. 


AUTO BODY COMPANY 
5900 NM. BROADWAY + ST. LOUIS 15, MO. 
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Verti-Coll Milk Coolers 
Capacities: 2 to 14 cans 


ic: 


| Two-Door Upright Freezers Ice Cream Storage Cabinet Commercial Refrigerator 
! Remote Compressor -Unit) (Remote Compressor-Unit) (Remote Compressor-Unit) o 3" 
ities: 30, 60, 90.cu. ft. Capacities: 30, 60, 90 cu. ft. Capacities: 21, 43, 82 cu. ft. pacity: 34 cu. ft. 
, ca | = 
| lea | 
| Z i bits. a 
Upright Home Freezer Upright Home Freezer Sectional Home Freezers : Sectional Walk-In 
(Self-Contained) (Self-Contained) Remote Compressor-Unit) Bakery Freezers Retrigerators 
Capacity : 30 cu. ft. Capacity : 18 cu. ft. pacities: 30, 60, 90 cu. ft. Remote Compressor -Unit) Normal and Low 
pacities: 29, 58, 87 pans Temperature 
Sizes 6’ x 6’ to 24’ x 20’ 
- ‘ 
prremiead Self-Contained and 
Chest Freezer Chest Freezer (Self-Contained and 
Capacity: 8 cu. ft Capacity: 231% cu. tt. Remote Compressor-Units) 


Four popular sizes 


NO MISSING PIECES IN THE 


WILSON PICTURE 


Possibly the biggest advantage of the Wilson line is its completeness. It 
gives the Wilson distributor—the Wilson dealer—a full line of quality 
products . . . farm and home freezers, both chest type and upright, farm 
milk coolers, commercial coolers and refrigerators . . . Beverage coolers 
in a complete range of sizes and a variety of styles to fill every need. No 
wonder dealers and distributors call their Wilson franchises the most 
valuable thing they own. 

There may be a Wilson Wholesale Distributor Franchise available 
for you. A few valuable territories are still open. Write, wire, or phone 
for complete information today. 


WI LS 0 N REFRIGERATION, INC. 


Smyrna, Delaware 
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HOME FREEZERS e FARM MILK COOLERS e COMMERCIAL REFRIGERATION 
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7 
shut bag: 
Norge: Spearheads 
With $2.5 Million 


* CHICAGO s 


> 


Embharking on the readers to “Murry, come in today’ successful, Willie Mae Rogers, direc- order to be successful to catch women customers, Miss 
Largest coyentrated promotional Plenty of dealer aids, plus intro- tor of home economics for the Ad- The appliance dealer has three Rogers declared, is also very impor- 
farmpaign in ythe companys 25-year duction of the new AW-401 washer, miral Corp., declared at the recent main interests in women. He must tant to a successful operation. Serv- 
fiatory, Norge Driv Korg Warner featuring finger-tip control at $220.95, -onvention of the Canadian Associa- know how to get them into his store, ice starts with the telephone call to 
Corp. will ereploy a total of 2.5 mil are expected to provide sales ammu- = tion of Radio and Appliance Dealers. know how to treat them after he the store for help. The customer is 
yon dollars in’ the three-month period nition for dealers who go “all-out” The woman on your side of the gets them there, and know how to naturally upset and nervous. The 
April through June } on the contest counter, Miss Rogers said, may work maintain good relations with them person who answers the call should 
% Most of this will ‘be concentrated Newspaper ads will also feature «ither directly for you, for the power after the sale is made. assure her that she will receive 
Rt the local, ‘or denjer level, and is the two “Silver Jubilee Specials” company, the distributor, or the man- Expressed in another way, this prompt, efficient, and courteous at- 
fenigned to jell more Norge appli model CW-220 standard washer &t facturer She is the sales-minded means that the dealer must use three tention. 
noes in the wpring gelling season $90.48 and model N-3A gas range jpome economist “hooks” to catch his female cus- The personality of the serviceman 
$ Details of *the pyometion, called at $90.54 tomers: Sagacity or know-how, sales, who answers the call can do much 
tne Silver Jubilee Viking Contest For the AW-422, Time-Line auto- Get a Woman's View point and service to create good relations for the firm. 
fave heen revealed «to several hun matic, newspaper ads will tell the “If you are to get women into your If the customer is met by a smiling 
dred w holesals semen, whe in turn will public that for a limited time a gen- She can give you the woman's store,” Miss Rogers declared, “you serviceman, she will respond to his 
Zold local meetings A series of four erous supply of “All,” a well viewpoint on your products and your must know how they think. mood, relax, and begin feeling better 
egienal distisibuter’ meetings, at known detergent, plus a clothes car- store, which is, in the main, your right away. : 
ended by sbiveral hundred whole rier will be given as free gifts with customer's viewpoint. As such she 4esigudes Are Strictly Personal The smart serviceman, she added, | 
laleamen fron the 7, Norge distribu purchase of the unit. The washers can help you make profits. Her main will let the woman talk freely and i 
gorshipa has just been completed will be sold on a complete money- functions are to promote and sell the “Women,” she said, “are never ob- appear sympathetic. The very act of : 
In the desler cintest. sales of back, unconditional guarantee if appliances in the store and to pro- jective. Their thinking is strictly telling him her troubles—getting it 
Fualified Norge priducts by the within 30 days after installation the mote good public relations for you. personal. When a woman looks at @ of her chest—will soothe her feel- 
aler to & consumer during the April customer is dissatisfied She can also help you build a good refrigerator in a store, she is not ings and she will feel much better 
‘une period, will eyrn prize points sales promotion program. thinking what a wonderful piece of  ¢op it 


sotitiing tim to @ wide assortment 
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All State Distributes . & H 


ifm 
Spring Promotion 
In Ads, Contest 


HOUSEHOLD REFRIGERATION 4 ‘Hooks’ To Catch Women Customers 


Dealer Must Have Neat, Attractive Store; Courteous Salesmen 
Who Know Their Products; Good, Reliable Service Department 


TORONTO, Ont., Can Women, 
either behind the counter or in front 
of it, are extremely important to the 
appliance dealer who wants to be 


If you haven't got a woman work- 


By George M. Hanning 
Women, she insisted, are the de- 
ciding factors in the buying of ap- 
pliances. You must know what they 
want and treat them accordingly, in 


equipment it is. She is considering 


with her appliance and knows how to 

use it properly and at the same time 

to get leads on new prospects. 
Service, the third hook on which 


“Women are reasonable creatures 


of nationally known merchandise ing for you, Miss Rogers advised the how it ee in = kitchen = no matter what you men may 
the denier Geteat 4 a Norge-Dis dealers, you should look around and how it would suit r particular think—and they do respond to the 
Sributer actibity, with distributors Line In North, West Florida find one needs 


right kind of treatment,” Miss 


onducting the canjpaign and pre Women on the other side of the “A woman buys appliances for Rogers asserted. 

venting it to dealers! JACKSONVILLE, Fila Appoint- counter, she stated, are your pros- only one basic reason: convenience. 

$ National advertising will be spear ment of the All State Supply Co pective customers. They are the chief She wants to know how it will make Make Service Appointments 
faded by ads in auch media as Life here as distributer of L & H home buyers of what you have to sell and her work easier and how it will get 


ol Good Hiomackécping 


Newspaper 


Magazines 
aavertisang will 


Mirect 


al 
as ee ee ae 


ane’ sorte 4 


appliances in northern and western 
Florida, was announced recently 


if they are satisfied-.your best ad- 
vertising medium. 


—® 
| make 


FIRST OF A SERIES OF ADVERTISEMENTS THAT 
TELL ABOUT PRODUCTS THAT MEAN MUCH TO 


THE REFRIGERATION ENGINEER 


her out of her kitchen quicker.” 

Miss Rogers noted that the suc- 
ceasful dealer is going to have to 
his store attractive to women 
and gear his advertising to the same 
idea 

The woman customer, she asserted, 
has changed over the past year or 
two. Today, she is not going to be 
so easy to handle. She knows that 
there are no shortages and that she 
can take her own sweet time about 


shopping around. 


“She is going to get sweet revenge 


| for the way she has been treated in 


past years,” Miss Rogers warned. 


She also pointed out that if the 
serviceman cannot come right away, 
he should make an appointment that 
will be convenient for the customer. 
Then, if by chance, he cannot keep 
the appointment, he should call her 
up and tell her so, and not make her 
wait until he shows up. 

Another point that will endear the 
serviceman to the heart of the woman 
customer is to leave the kitchen at 
least as clean as when he came. 
That means wiping up all finger 
marks and foot prints, and disposing 
of all scraps and trash, she said. 

Miss Rogers urged the dealers to 
take a good look at their service de- 


Good Reputation Vital partments. 
. sh - 
Today's woman customer is look- wt i. a pany - o Me: one 
ing for a dealer with a good reputa- then teli the servicemen how much 


tion for reliability. She is looking for 
a clean, neat store-—not one where 
she will get her hands all dusty 
from handling appliances or snag 
her stockings on loose crates or wire. 
She is also looking for a place where 
she will get courteous treatment. 

The energetic dealer will provide 
all of these things, Miss Rogers said. 
But if you can’t provide them all, 
don't settle for anything less than 
good, courteous salesmen. 


you appreciate him.” 

What does the dealer get out of 
all this? More sales to women--the 
bulk of prospective customers, she 
declared. 


Toastmaster Issues Brief 
On Fair Trade Practices 


CHICAGO—As evidence that it is 


Ps What is a good salesman, she “unreservedly in favor of the fair 
g asked’? “He is one so skilled that he trade method of resale price mainte- 
“ay is able to persuade the customer to nance,” Toastmaster Products Div. of 
©) | buy what he has to sell and at a McGraw Electric Co. has issued a 
va profit.” 42-page brief covering various phases 
Pointing out that it is the dealer’s of fair trade laws. The brief has been 
mM responsibility to see that the sales- presented to members of Congress. 
- ' : man is well-trained, Miss Rogers said 


Ss 


cr 


are you striving for in your next refrigeration 
EBesign? Increased efficiency? More compactness? 


T supplies the answer to both. 


that the dealer could ease his burden 
considerably by giving distributor 
salesmen cooperation in passing out 
information about his products. ‘The 
more product knowledge you have 
the better you can sell,” she insisted. 


Woeful Lack of 


Greame Named Charleston 
Mer. for Westinghouse 


CHARLESTON, W. Va.--R. H. 
Greame has been appointed manager 
of the Charleston office of the West- 
inghouse Electric Corp. 


Becouse the ide surface of Trufin in relation to the inside is Product Knowledge Greame joined the weeegione 
. . : P organization in 1941, through the 
} multiplied times through its unique finned construction, a my out hye ery hee Wammamaan Electric Supply Co. in 
much less of tube is required to meet the same require- 0° |S BO’ Snough product know’ Williamsport, Pa. 
' edge on the part of calsamen atom He has been serving most recently 
i ments than 1 Blain tube were used. Obviously this means that = Recon: Fe ogy bar Bn on as an application engineer in Middles- 
{ . . 
S : the wall you Beild con be accommodated in much less space. 1.5 been around a long time ond ts PR Ky., and Charleston. 
rs { Resulh G more compoct unit. well accepted by the public, there 


have been a number of improvements 
made in the past few years that are 
leaving women in the dark. 


~- 


Again: by substituting on equal length of Trufin for plain tube of 
the LD. you hove already specified, you can obtain greatly 


= ee ee ee ee ee 


> They do not understand the differ- 
4 increased efficiency from the some space. ence between two-door refrigerators 
' and two-temperature refrigerators, 
} ; 
1 i? rufin available in o variety of alloys inch sding bi-metal, in about moist cold compartments, 
Pi > \ 5 . freezer compartments, and self-de- 
; various sizes, fin spacings, and heights. oe. var. ove, | frosting methods. 

: ; — "| “Often,” she said, “the salesman 

| H | doesn’t know any more about these 

' } WOLVERINE TUBE DIVISION differences and what they mean to | 
5 H Cotumet & Heclo Consolidated Copper Company the consumer than the prospect does 

‘ ‘ ‘ : imCOMPORATED | herself. But he should take the 

f Manufacturers of seamless, nonferrous tubing trouble to inform himself on them 

“ te 1413 Central Ave. © Detroit 9, Mich. so he can explain them to his cus 

*y ee ine 


tomers. In this way he can keep his 
customers from making a ‘bad buy’ 
by purchasing a refrigerator that | 
will not perform the way they are 
led to believe that it will.” 

Good salesmen, she said, will also | 
make post sale calls on their cus- | 
tomers to see if the customer is happy | 


IDEAL cooite <onvineial 


2OSI EASTON AVE + ST LOUISE mo. 
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‘Dutch Auction’ Ads 
Move Used Refrigerators 
At Good Profit Level 


OKLAHOMA CITY—A_ modifica- 
tion of the old “Dutch Auction” idea 
is moving reconditioned refrigerators 
in the better-than-average price class 
for appliance dealer Al Robertson 
here and doing it at a good profit. 

The “Dutch Auction” is the promo- 
tion idea whereby an item is set in 
the front display window with the 
price prominently marked. An adja- 
cent sign tells passersby that the 
price will be reduced by a certain 
amount each day until the item is 
sold. Persons interested in the item 
try. to hold out until the price drops 
to where they consider it a good bar- 
gain but are plagued with the 
thought that someone else might buy 
it first. 

Robertson has modified the stunt 
to the extent that he operates it 
through the classified advertising sec- 
tion of a local newspaper. Whenever 
he has a “better priced trade-in" that 
must be sold at a tag considerably © 
higher than the usual used merchan- 
dise, Robertson resorts to the “Dutch 
Auction.” 

He inserts a classified advertise- 
ment in the same spot in the paper 
daily so that it will be easy to find 
by persons interested in following 
the progress of the auction. The price 
of the appliance is given along with 
the line “Will Drop $2 Each Day 
Until Sold” or “$5 Less Each Day 
Until Sold.” The advertisements con- 
tinue to appear until the appliance is 
sold. 


If Robertson figures that he must 
sell a deluxe used refrigerator, for 
example, at $110 to make a profit, he 
may tag it initially at $150, or even 
up to $180. The price is then dropped 
$5 a day until purchased. Very sel- 
dom does the refrigerator stay unsold 
until the $110 level is reached, 
Robertson finds. 


In many instances, Robertson said, 
he has realized a better profit from 
an appliance offered via the “Dutch 
Auction" method than by merely tag- 
ging it and placing it on the sales 
floor. 

Another advantage of the plan is 
that people reading the advertise- 
ment often come into the store for 
“a look at the Dutch Auction refrig- 
erator.” Many times they remain to 
become purchasers of new appliances 


Artkraft Merges with 


‘Baltimore Porcelain 


LIMA, Ohio—Merger of Artkraft 
Mfg. Corp. and Baltimore Porcelain 
Steel Corp. under the name of Uni- 
versal Major Elec. Appliances, Inc., 
has been approved by stockholders of 
both companies. 

The line to be manufactured by 
the new concern and marketed under 
the Universal name will include re- 
frigerators, freezers, room air con- 
ditioners, dehumidifiers, automatic 
and conventional washers, driers, 
ironers, electric ranges, water heat- 
ers, kitchen cabinets, dishwashers, 
a disposers, and television 


ae the new Delaware corpo- 
ration are R. R. Trubey, chairman 
of the board, and Morton L. Clark, 
president and treasurer. Other officers 
include A. R. Grierson, vice president 
in charge of manufacturing; R. H 
Money, vice president in charge of 
engineering; George J. Madill, vice 
president and works manager of the 
Lima Div.; and Leo T. Norvall, sec- 
retary and omeel counsel. 


and always get their names added to | 


Robertson's prospect list. 


Dealers Want Price, Wage 
Law End, Split on Reg. W. 


CHICAGO — Appliance 
favor the termination of price and 
wage controls but are pretty equally 
divided on whether or not Regula- 
tion W should be continued after 
June 30, it was learned in a survey 
of the membership of the National 
Appliance & Radio-TV Dealers Asso- 
ciation. 

A distinct majority, 61.3%, felt 
that price-wage controls were no 
longer necessary. Only 11.3% held 
that price-wage controls should be 
continued, and 27.4% favored keep- 
ing price-wage controls on a standby 
basis. 

On the question of whether Regu- 
lation W should be retained or is no 
longer necessary, an even 45% took 
each position, with 10% requesting 
that Regulation W be kept on a 
standby basis. 


Motel Business Perks Up 


retailers — 


With Window Conditioners | 


SAN ANTONIO, Texas—Business — 
has been greatly stimulated at Park | 
Mo-tel here by the installation of | 


4g-ton window-type room air condi- 
tioners, according to R. F. Haner, 
manager. 


Built in 1935, the motel contains | 
50 accommodations ranging in size — 


from a single room with bath to 
three-room suites. Installed 
buildings’ double-hung windows, the 
United States Air Conditioning 
Corp. units provide each guest with 


in the | 


individual control of temperature, and | 


can be used for simple ventilation in 
moderate weather. 

The units were installed by Jerry 
Prasifka, a UsAirco dealer in San 
Antonio. Operator of the motel is 
Col. Jack Lapham, a retired Army 
flier and well-known polo player 
and sportsman pilot. 


*Less Depreciation’ 


Nick Delgato Slips Clutch—Refunds 
Purchase Price of Old Box— Almost! 


BUFFALO Nick Delgato, local 
appliance dealer, recently offered to 
allow customers the full purchase 
price of their present refrigerator 
less 50 cents per month depreciation 

on the purchase of a 12-cu. ft. 
Kelvinator refrigerator-freezer com- 
bination at $499.95. 


In a large newspaper advertise- 
ment, he called the promotion “the 
greatest trade-in offer Buffalo has 
ever seen.” Copy admitted, “Nick has 
really slipped his clutch on this one! 
He's offering this sensational 12-cu. 
ft. Kelvinator at a net price far less 
than you would dream possible.” 

Delgato made only two restrictions 
to the offer. One was a maximum al- 
lowance of $250 and the other was 
the stipulation that the trade-in be 
in good condition. 

Here is how the allowance worked 
as stated in the advertisement: “Sup- 


pose you bought a Norge model SR-8 
in 1940. You paid $279.95 for it. Nick 
will allow you the full purchase 
price toward this new Kelvinator 
less 50 cents a month for every 
month you had it. That figures to 
$279.95 less $72 (50 cents a month 
for 12 years) or $202.95 trade-in al- 
lowance on this particular model.” 

The ad also pictured five other 
models of different makes and ages, 
showing how the trade-in allowance 
would be figured. Copy continued: 

“Do it now! Trade in that small, 
antiquated, overstuffed refrigerator 
with the midget sized freezer. Nick 
will give you almost the full purchase 
price in trade-in .. . and you'll have 
this brand new giant size Kelvinator 
at a record low price. Be here first 
thing tomorrow. Nick gives you 78 
weeks to pay! There'll never again 
be an offer like this!” 


Temp. Controls Featured 
In Metals Warehouse 


ST. LOUTS.-Hubbell 
refrigeration and air conditioning 
parts wholesaler here, recently 
opened a new warehouse and plant 
on Buclid Ave. providing 54,000 sq 
ft. of space under one roof and on 
one level 

The warehouse sugments the facil- 
ities and offices at 2817 Laclede Ave., 
tife company said. A feature is close 
temperature control to prevent mois- 
ture condensation, thereby eliminat- 
ing the possibiity of corrosion to 
metal stocks 

Another special feature is a 
“weatherproof” receiving dock and 
shipping dock. The receiving dock is 
large enough to accommodate three 
railroad cars and four tractor trailer 
trucks at one time. The shipping 
dock, located at the opposite end of 
the building, will handle 15 tractor 
trailer trucks. Ample maneuver room 
has been provided to reduce loading 
and unloading time 

The warehouse is constructed at 
one end of an eight acre site 


Metals, Inc. 


Fedders New “Demonstration Center” 


oes everythin 


fedders 


A GREAT NAME 


ROOM AIR CONDITIONER 


IN COMFORT 


g but talk! 


posal units. 


is unattended. 


Six beautiful illuminated color transparencies show applications 
and installations. All the strong selling benefits of owning a 
Fedders are dramatized. Models and features are spelled 
out to cue your salesmen when making a pitch. 


IN COMFORT 


Double your profits on 


ROOM AIR CONDITIONERS 
by giving customers 
a complete demonstration! 


EDDERS Room Air Conditioners are rapidly be- 
coming one of the most important lines you as 
an appliance dealer can handle! Though marketed in 
volume only 3 years, room air conditioners racked 
up a volume of almost $100,000,000 in 1951... 
more than ironers, dishwashers and food waste dis- 


And Fedders sets the pace again this year by giving you 
one of the most powerful selling tools ever devised. 
Fedders brand-new compact 
ter” will enable your salesmen to close more sales 
faster with the minimum of time and effort. Though 
occupying floor space only 57” wide and 30” deep 
this compact unit employs the most modern display 
and visual selling techniques. The selling story, 
copy and illustrations, plus the revolving sales chart, 
function as cues to help salesmen make the product 
pitch or act as automatic salesmen when the prospect 


“Demonstration Cen- 


This amazing new selling concept is available to you now! 
Don't wait for hot weather to hit. . . call your Fedders 
distributor and find out how you can get this potent 
new sales weapon that provides an organized place 
to sell... and organized story to tell. Get your share 
of the profitable comfort-appliance business. 


SEND COUPON FOR NEW PROFIT-PRODUCING IDEAS! 


Name... 


FEDDERS-QUIGAN CORPORATION, 

Refrigeration Appliances Division 

Dept. AC-4, Buffalo 7, N. Y. 

Sirs: Please send me complete information on your new 
Fedders “Demonstration Center’’. 
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Specialization—Key to Sales 


Depebncnteleed Set-up of Phila. Firm Makes Each Salesman an Expert 
In One Line of Equipment and Broadens Selling Opportunities for All 


Kah saleeman 
Lewis 


PHILADELPHIA 
“nployed by, the George C 
miltioning and retrig 
wv & apr taliet in & ape 


auee all functions of the 
le partmentalized 
miceman selling only one 
Thus, says William 


o bem « 


jine of equipment 


Kane, president, whe has developed 
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In the PENN Series 246 Water Valve... 


Functions of the firm were depart- 
mentalized in order to maintain better 
control over both sales and servicing 
policies. Individual sales departments 
handle air conditioning equipment, 
beer dispensing equipment, ice cube 
makers, and soft drink dispensers 

With ite sales force of about 23 
men divided #o that each salesman 
is handling just one kind of equip- 
ment, the salesmen become experts 
in their particular product, Kane 
pointed out. This means better. sell- 
ing opportunities for all, he said 

If a salesman obtains « lead on a 
product other than the one he is sell- 
ing, it is passed on to the proper de- 
partment 


Meetings Held Bi-Monthly 


To keep saleamen's selling talents 
sharp, bi-monthly sales meetings are 
held. At each meeting, Kane reports 
on new products and selling ideas 
and then has a guest speaker address 
the group. The latter is usually 4 
representative of one of the manu- 
facturers whose products the firm 
handles 

Also, Kane has an expert tear 
down « piece of equipment to show 
the salesmen how it is constructed 
and how it operates. 

During another portion of the 
meeting, a selected salesman tries to 
sell” the product he handles to an- 
other salesman, About 15 minutes is 
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bellows, water hammer . 
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MUCH LONGER 


. sticking of seats... 


devoted to the presentation and then 
a general discussion is held 

By seeing our men ‘in action’ and 
then having them throw criticism at 
one another, we have been able to 
detect many flaws in their selling 
techniques and correct them,” said 
Kane. “This makes the men better 
saleamen and helps them close more 
sales.” 

Lewis salesmen work on a draw 
against commission. They earn a 
minimum of $100 a week. Any who 
fall below this figure are checked by 
Kane to see where the fault lies. If 
such a salesman cannot show im- 
provement in a certain time, he is 
replaced, for the company is inter- 
ested in “live-wire” salesmen. 

Under the long-range merchandis- 
ing program developed ty Kane, the 
salesmen are backed up with a va- 
riety of sales promotion activities and 
tools. Among these are newspaper 
advertising, radio spots, direct mail, 
telephone canvassing, and special 
sales literature and material. 

In the latter category are easel- 
type selling pieces worked out by 
Kane. The easel is placed on a 
counter or table in front of the pros- 
pect and while the salesman talks, 
he flips the pages to take the pros- 
pect step by step through the prod- 
uct story 

For many years, Kane was con- 
sulted by General Electric on most of 


#% 


ay © 


. need for lu- 


| ale | 


ee 


range spring and sliding parts never come in con- 
tact with Two naylon-reinforced synthetic 
rubber diaphragms (see cut-away view) effectively 
keep water out of these important “working parts”. 


water 


the destructive effects of sedimentation 
and abrasive deposits which cause premature wear 


Thus 


and watér valve failure, sewer have a chance to at- 
tack the PENN valve. Result... more dependable 
operatiog aod much longer life! 


In addition, PENN’s better design eliminates 


brication. And the water valve is bighly sensitive 
to changes in refrigerant head pressures to assure 
highest efficiency. 


Built in sizes from ¥4” to 214,” and in flanged 
or threaded styles, PENN Series 246 Water Valves 
are your best buy. Ask your wholesaler or write 
Penn Controls, Inc., Goshen, Indiana. Export Di- 
vision: 13 E. 40th Sereet, New York 16, N. Y., 
U.S. A. In Canada: Penn Controls Limited, To- 
ronto, Ontario. 


AUTOMATIC CONTROLS 


AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES | 5400-A EADOM Sr. 


FLIP-TYPE CHART is one of the selling tools developed by George 
C. lewis Co., Philadeliphic, to help solesmen clinch soles. Here, 


William Kone, president, shows salesmen how to use chart, which 


tokes prospect through product story step by step. 


their direct mail and newspaper ad- 
vertising. Being a former advertising 
man, he knows this field well and 
makes full use of this knowledge in 
promoting his company's products 


Arm-Length List Effective 


Among other selling tools con- 
ceived by Kane is a list “as long as 
your arm” of purchasers of the firm's 
air conditioning equipment. This is a 
folder which the salesman unfolds 
along his arm so he can show the 
prospect that “our list of customers is 
as long as your arm.” Looking over 


——@ the list, prospects usually spot names 
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with which they are 
this can be another 


familiar, and 
“persuader” in 


| obtaining an order 


User lists are also employed by 
salesmen in promoting ice cube 
equipment. Salesmen are armed with 
a large two-color sheet similar to a 
handbill to attract prospect inter- 
est. At the bottom of the sheet is the 
slogan: “Customer's talk is better 
than salesman’s talk.” 

Every salesman is equipped with 
| a brief case in which he carries al!) 
| the current literature and data on 
the product line he is selling. He is 
| required to check his case daily to 
see that he has all the necessary ma- 
| terials and that it is up to date. 
| Every month, direct mailings are 

made to prospects for every type of 
equipment handled A variety of ma- 
it terial is sent out, from simple letters 
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Al—A COMPLETE LINE. 


and postals to catchy letters and 
folders. 

Typica) of some direct mail pieces | 
are those letters with a small mirror ' 
attached, telling the prospect to look / 
at a smart man who is buying a new 
beer cooler dispenser. Another has 
a penny attached, saying this is the 
change the reader will get if he calls 
George C. Lewis and has a free case 
of club soda delivered. This promotes 
the concern's “Sodamatic” equip- 
ment 


Ads Mailed to Prospects 


The firm also takes extra advan- / 
tage of its ads. All newspaper and 
trade journal advertising is dupli- : 
cated and mailed out to prospects for ’ 
the particular product being pro- 
moted. 

During the summer, the firm has 
180 spot announcements per month 
broadcast over the radio promoting 
air conditioning. From these are 
derived many leads. 

A use-the-user telephone campaign 
is always in progress. Office girls call 
up customers to ask if they are in- 
terested in any additional equipment 
or if they know of any prospects for 
the firm's products. This continuous 
contact promotes related items 
handled by the firm and also turns 
up new prospects. 

Line product demonstrations are 
conducted in the showrooms. 

“Prospects can see an assortment 

(Concluded on next page) 


You con meet every need—+sell every prospect 
without hop-scotching from one line to another. 


naborhood 
petitive models can't fit. Eliminates “cut-throot™ 
competition. Fastest profit-making food mer- 
chandisers on the market. 


REFRIGERATOR 
COMPANY 


Manufacturers of Quality Commercial Refrigeration Since 1899 


Cable Address 


“FOREFCO’ PHILADELPHIA 37, PA. 
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AIR CONDITIONING & REFRIGERATION NEWS, APRIL 14, 1952 


PRODUCT DEMONSTRATIONS in the George C. Lewis showrooms 
show prospects just how equipment operctes. Above, President 


Williom Kone ¢ 


quip for interested 


couple. 


Showrooms Feature Products In Action 


(Concluded from preceding page) 


of air conditioners in action, can 
draw their own beer from our beer 
dispenser, see how beer is cooled in 
a reguiar beer cooling box, and see 
the equipment in operation,” Kane 
noted. “They can also examine our 
ice cube machines and dump the 
cubes, and operate our Sodamatic 
equipment. All this helps us close 
sales.” 


Parties for Tavern Owners 


During election days, when tap- 
rooms are closed by law, Kane stages 
a day-long party for tavern owners 
in his showroom. A door prize is 
awarded, entertainment provided, 
and refreshments served. To promote 
these open houses, he advertises in 
local taproom publications and then 
makes duplicates of his ads and 


mails them out to tavern proprietors. 

One such party attracted more 
than 400 taproom owners to’ the 
Lewis showrooms throughout the day, 
with many sales prospects being lined 
up as well as immediate sales made. 
These open houses have always paid 
off. 

Indirectly, the firm has sold many 
air conditioning units to purchasers 
of new homes. With a tremendous 
amount of new home construction 
going on, Kane has developed a 
picture-type, loose-leaf book pertain- 
ing to air conditioning units for 
builders to show home purchasers. 
Photos show units installed in other 
homes. 

The builder profits by the sale of 
an air conditioning unit and in 
several instances, many builders in 
the Philadelphia area have put air 
conditioning in the homes they were 


-54° Cold Room Tests Navy Clothing 


BROOKLYN-—The temperature in 
the room was -54° F. and the clothes 
of the man in it were caked with ice. 
But he insisted he was perspiring. 

The room was the “cold room” of 
the Navy supply office here. The man 
was Norman Eisdorfer, a Navy tex- 
tile technician, who was testing the 
Navy's new gear designed to protect 
the wearer from snow, sleet, ice, rain, 
and cold. 

The gear consists of waterproof 
outer garments and anti-frostbite 
boots. Their effectiveness is due to 
dead-air space between the wearer 
and the outside cold. 


Preparing for the test, Eisdorfer 
donned winter underwear made of 
cotton, an inner jacket of nylon fleece 
and cotton-nylon, an outer jacket and 
pants of acetate batting, nylon pile 


under a waterproof neoprene covered | 
nylon material, a waterproof hood, | 
and the new boots. Then he stood 


under a shower just before entering 
the cold room. 

Eisdorfer stayed in the room for 
two and a half minutes while ob- 
servers watched from an adjoining 
room where the temperature was only 
-20° F. He came out covered with ice 
but complaining, “I'm warm.” 


REMCO loss eliminators 355 


PROST-TITE FLARE NUTS 
with forged frost-relief 


TORS, E. 
No more loses from new “FLO-INDICATOR” to 
loosened “creeping” nvts. 


Now 100% improved and 100% foolproof! The New FIBERGLAS DEPTH FILTER 
provides vastly increased filtering capacity to take care of the dirtiest jobs—improved 


efficiency for even the smallest capillary jobs. 


The MOLDED REMCAL DRYING ELEMENT provides increased moisture-absorb- 
ing capacity and improved efficiency even at liquid line temperatures as high as 150° F. 
and dew point temperatures as low as—60° F. Improved design also provides increased 
flow arca—pressure drop and premature clogging or plugging are entirely climinated. 


or Silica Gel. % thru 1% HP. 


efaciency. Spun ends, with cither Molded Remcal 


Carried in stock by 
Leading Wholesalers 
Send for Literature ond Prices 
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building. These homes received sub- 
stantial publicity in local newspapers 
and made hundreds of prospective 
home buyers interested in air condi- 
tioning. If a builder has an air con- 
ditioning prospect he can’t close him- 
self, the firm will put a salesman on 
the job. 

In an effort to induce salesmen to 
put forth greater effort, the firm 
promotes contests between the men 
from time to time. These contests 
may be based on over-all sales 
volume or the number of units sold, 
and salesmen made up into teams 
as a variation. 


How Contests Work 


As an example, the firm will pay 
each salesman an extra 1% commis- 
sion on all business over $25,000 that 
is done in a specified time. This is in 
addition to the regular commissions. 
As the salesmen's volume increases, 
so does the percentage bonus. 

At other periods, the firm may pay 
an extra $10 for every air condition- 
ing unit sold within a certain period. 
Teams of one man from each depart- 
ment may be formed, with the 
winners getting merchandise or cash 
awards. 

The servicing and maintenance de- 
partment is divided into three 
branches for better control of these 
duties. These are the air condition- 
ing department, ice machine servic- 
ing, and refrigeration equipment con- 
sisting of the beer cooling units, 
boxes, and Sodamatic equipment. 

The entire servicing and mainte- 
nance staff is supervised by a service 
manager and there is a department 
manager at the head of each divi- 
sion. 

Servicemen get from 2% to 5% of 
the gross sale of any lead that be- 
comes a customer. This is an induce- 
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DAY-LONG OPEN HOUSES for tovern owners ore held on elec 
tion days, when tap rooms are closed. Advertisements like this 
promote showroom porties, which include entertoinment, refresh 
ments, and door prizes. Dvuplicotes of ods are mailed to tevern 
proprietors. 


ment for them to make more calls 
per day and to get their work done 
rapidly. 

The firm has two salesmen who 
follow up all customers to try to in- 
terest them in service contracts. The 
firm offers an over-all service con- 


Oppnreniniteeniientinesiastgone 


is so in all fields of endeavor. 


@ Given time, cream always rises to the top . . . it 


Through the years since the first Mills Refrig- 


ae 


’ 


tract that covers parts and labor 
Another covers just service but not 
labor, and a third covers periodic 
calls with minor cieaning and adjuat- 
ment included. For regular joba, parts 
and labor are charged at a prescribed 
rate. 


been conservatively rated and ruggedly constructed 


to run on and on with little or no attention. 


With shortage of man-power for servicing—it 


eration Units were made 17 years ago, they have 
been awarded first place by men who looked for 
lasting results, long range economy, and reliability. 

Time has proved that Mills Refrigeration Units 
made to give superior performance, have always 


has never been so important or practical to insist 
on Mills for satisfactory refrigerating and air con- 
ditioning service. 

Like the cream in the bottle, Mills Units remain 
at the top. 


IUustrated Literature Mailed on Request. 
MILLS INDUSTRIES, INCORPORATED - 4100 Fullerton Avenue, Chicago 39, Iilinois 
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Friendly, Outspoken Small Town Salesman Sells over 300 


Actually, however, successful sell- 
ing is the result of not just two or 
three factors, but the combination of 
a lot of things, according to Shoff. 
To begin with, Shoff is not the self- 
effacing type of salesman 

I'm a very outspoken man,” the 
Pennsylvania Dutchman affirms. “I 
tell people right out what I think 
and I believe they like it. If they 
don't, they must be gluttons for 
punishment because, by god, they 
keep coming back for more.” 

As an example, Shoff recalled a 
conversation with a crotchety old 
character in a local tavern 

“I walked into the bar the other 
evening,” Shoff related, “and this 
fellow said to me: ‘Frank, I'm going 
to buy me a freezer, but I'll be 
damned if T'll buy it from you!’ 

‘Il came right back and said, ‘By 
god, I wouldn't sell you a freezer if 
you were the last prospect on earth. 
You never have a good word to say 
about anything anyway and if you 
had one of my freezers you would 
just knock it all the time. Go buy 
your freezer somewhere else. I don't 
want anything to do with you.’ 

“And do you know,” Shoff added, 
“the very next day he was down at 
the store trying to buy a Victor 
freezer. My wife was in the store at 
the time and I was out. But she had 
heard about what happened. She 
wouldn't sell him a freezer. She told 
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remarkable 
The store in 


thie case ie MceNaugh 


tacts, and 
action.” 


back your product with 


him to wait for me if he wanted to 
buy one so badly. He waited. 
“When I got back to the store he 


to stay!” 


"A Servel Supermetic 


really goes in 


Small wonder Serve! gets the nod of approval from 
keenest judge, of candensing unit quality. They will tell 


free service 


you that for easier installation — and for longer care- 


the simple, compact Supermetic gets top 
rating. They will tcl yeu that its smooth, all-but- 


noiseless operation i, for “keeps.” They will also tell 
you that years of steady service rest lightly on the 


Supermetic. in fact, thousands can point to Servel in- 
stollations made moay years ago . . 


. and still going 


strong. Any way you weigh condensing unit value, you'll 
find Servel scores higher on every count. And there's a 
mode! for every conmercial refrigeration and air con- 
ditioning use -— Ys to 5 HP: 


WRITE FOR COMPLETE SPECIFICATIONS 


AND CAPACITY DASA TO THE ADDRESS BELOW 


Proved...and Approved 
BY EVERY TYPE OF 
COMMERCIAL REFRIGERATION 


USER ... EVERYWHERE! 


Typical Trouble-Savers: 


@ no belts or pulleys to wear out or reduce 


power 


@ force-feed lubrication protects every vital 
point — no manual oiling 


©@ oil-free refrigerant rules out damage by oil 


... and there's always 
Servel’s Factory- 
Extended Warranty 


was still there. But I wouldn't sell 
him a freezer. No sir! Made him go 
to some other dealer!” 

Although a good share of Shoff's 
freezer sales are the result of per- 
sonal contact, he also secures many 
leads through a network of “key 
people” in neighboring communities 
and a 15-minute program broadcast 
over a small-town radio station 
which blankets the area. 


‘Bird Dogs’ Get 3% 


Shoff selects as “bird-dogs" people 
who have wide contacts in their com- 
munities. They usually send or bring 
prospects to the store, and they are 
paid 3% lead commissions on sales 
closed. 

At one time Shoff advertised in the 
local weekly newspaper. But he 
found that the paper's circulation 
was too small to do him much good. 
So he switched to radio advertising 
exclusively. 

He sponsors the Vic Damone show 
which is broadcast locally by WTVB 
in nearby Coldwater, Mich. each 
Monday, Wednesday, and Friday at 
9:45 a.m. Shoff picked out this show 
as ideal because it is aired between a 
woman's program and the stock re- 
ports. Farmers go to the house after 
morning chores to hear the stock 
reports and their wives usually have 
their early morning work done by 
the time the Damone show comes on, 
Shoff figures. Thus the chances are 
good that both husband and wife will 
listen in. 

Commercials used on the program 


| are prepared by Shoff and the con- 
| tinuity staff of the station. The same 


theme is emphasized in all freezer 
copy: that the freezer saves time, 
money, and labor, and retains the 
freshness of foods. 

“It's welcome news to all home- 
makers who'd like to save money 
year-in ard year-out,” one typical 
commercial said. “It's news from 
McNaughton's of Fremont. 


Sells Money-Saving Angle 


“And the good news is that, with 
a Victor food freezer, you'll save 
money by purchasing foods at in- 
season prices and storing for future 
use. In that way, you beat the high 
prices that arrive with off-season 
purchases of fruits and vegetables. 
And not only will you save money, 
but you'll always have those favorite 
foods at your fingertips. 

“And the Victor food freezer, re- 
gardiess of the size you choose for 
your particular needs, will retain 
over 98% of the freshness of foods 
stored. It's an enviable achievement, 
one that means foods are tasty, nu- 
tritious, and fresh when taken from 
the Victor freezer. 

“Get all the facts about the great 
new Victor food freezers at McNaugh- 
tou's of Fremont—-or phone Fremont 
6 for a representative to call at your 
home.” 

Another declared, in part: “Here's 
something every woman wants—the 
chance to escape from the burden of 
canning, the chance to store foods 
for future use without tedious, hot 
hours over a stove. That's why hun- 
dreds of women are going to Mc- 
Naughton’s of Fremont to see, and 


to buy, 
freezers.” 

The Vic Damone show is not the 
first radio program sponsored by 
Shoff. Earlier, he used a program 
featuring a local organist playing 
request numbers for birthdays, an- 
niversaries, etc. Names and addresses 
of those making requests went into 
& prospect file 

But this program was actually too 
good, Shoff said. So many requests 
were received that they couldn't all 
be filled. So rather than disappoint a 
lot of people, this program was 
dropped in favor of the Damone 
show, he explained. 


Radio Proves Effective 
Advertising Medium 


The latter program has been very 
effective in developing prospects, 
Shoff is convinced, and he plans to 
continue using radio indefinitely. He's 
also planning to use spot commer- 
cials on television in the near future. 
He thinks television advertising 
would pay dividends in his area even 
though the nearest TV station is in 
Kalamazoo, Mich., 55 miles away. 

When Shoff lines up freezer pros- 
pects, his sales approach varies with 
the prospect. But in all cases he 
stresses what the freezer can do for 
them rather than its mechanical 
features. 

“I size up the prospect first and 
talk about his or her family. In this 
way I get an idea of what size freez- 
er they should have. I don’t rush 
them because farm families are in 
no hurry to buy. And I find that you 
have to vary your techniques accord- 
ing to the personality of the pros- 
pect. You can’t sell Mrs. Jones the 
same way you sell Mrs. Smith. 


the beautiful Victor food 


Uses the User 


“I always try to find out where 
the prospect lives so I can refer her 
to a Victor freezer owner in her 
area. This is effective particularly if 
she say’s she is not familiar with the 
Victor name and wants to know who 
has one. 

“In telling the freezer story, I 
emphasize the economy angle and 
the health angle. I tell prospects I 
can prove that a family of five can 
save up to $8 per week on their 
grocery bill by buying in quantity 
when the price is low. 

“I point out that they can buy 
meat in quantity from the local lock- 
er plant at wholesale prices—-I ar- 
range that for them. I tell them they 
can get a 300-Ib. side of beef for 
$105-——or about 35 cents a Ib. If they 
don't believe it, by god, I show them 
my own bills to prove it. 

“They can also go to the grocery 
store at night or late Saturdays 
when the grocer is trying to get rid 
of his fresh vegetables. He cuts the 
price on them and the customer can 
buy large quantities and put them in 
her freezer. They will be just as good 
weeks later as the day she bought 
them. 

“If the prospect has children, I 
point out that a home freezer will 
put bloom into the little ones’ cheeks. 
When eating from a home freezer, 
they are getting fresh vegetables and 

(Concluded on next page) 


SUB-CONTRACT 


ON DEFENSE OR CIVILIAN WORK 


We Pamgaahitoaped py mekr 


GREENE Manulactiring Company, Inc 


SERVICE 


STAMPINGS - oow O0 reves 2p = 128g peg 
drow presses included. We furnish dies on request. 


Racine, Wis 


i 2 ioe | Mt “aa i ee i 4 > [a ro Es m ae a ZT GAlw, i te i: > ee eM eee Og eee Oe a 
Siti: Tne Ui i. Swe ee ee eevee a nen ae Cll ge . & Cee) a = is Se ae 
Neh “e's PR? aes . oe FS Pe, La ven * at w % if EM an a! ae Meee. en es 
ee j bs cs ; M ! ae ce Ki ; Pa £ Re ty, ae i in ae ae Be ra ce . : si oe : a zs i: ap a 
: 712 AIR CONDITIONING & REFRIGERATION NEWS, APRIL 14, 1952 Reeereicds a ee 
ee me BY Poa 
| mye. t | 
21 a & FARM | 
S3\\0 FREEZERS 
Hl ae 5! ; 
_ 
» 
2 } 
ee : 
> 
ie CC 
‘- a : | 
— } 
. i aime |) *. SS 
S| ; bl OL ge 
y The. P ie ‘ * cs - . a « hg 
‘ 4 a rie pied $ ; : 4 —— , mh ne By e; a e ; ye: « : 
if £ soratern g s . % ei: ae p : o. + 3 
is q hg , : pe “itt rh we elas, ‘ 
! 7 iS ‘aa ae oe OF oe —_— 
F { \ ; aie! fae \ 2 Ss d 
; “ey 7 NE ~ _ eit he’ P 
; | Fae : a 
| ~ 4 < % a 
é (\ \A\ ] a ‘ 4 
| /) oa. ) 
: / 
- es. 2 ps 
DO a —_Si 
ee syea montings prove en 
e way ¥ [ROLLED SHAPES - 10° setting mochines Sef simple er tnmtcans 
‘oa rolled shapes. Greene rolled forms are used the world over, 
\ > PLATING - Nickel, chrome. wo ok ae 
Y iS ¥y ee Cerne: Rend ond ene Se ae 
ad - PAINTING - Spray and dip—air dry or baked. ee 
aS ‘ tsstunts ogre so tent eS mechi 
| ee . 8 ee eee 
; 1 Tr Tile 9 poe at ot peal 
i = SERVEL, inc., Electric Refrigeration Division, EVANSVILLE 20, INDIANA Pg WY Greene of Racine 
+ iY roe 44 «auf f = ; “a Bre Y 4 ¥. a. iy : ae ee" ss . re ee E ei oe a = ‘ = + See V2. See ee ; -” DE *. Beers 
Ce See Le” Bi es Oe fe ee :. Sea gp ea ee ae jc, UR I se 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 14, 1952 


13 


(Concluded from preceding page) 
fruits——full of vitamins—all the time. 
They will get fewer colds in winter 
and grow up to be stronger than 
their folks ever had a chance to do. 
This is a very telling argument. 

“The health angle can be used just 
as effectively with older people, too. 
A while ago an elderly couple came 
into the store and I suggested they 
should buy a freezer. 

“They said, ‘Why, Frank, we've 
only got a few years left to live. 
Why should we buy a freezer”’ 

“So I told them, ‘Well, why not 
make those last years as pleasant as 
you possibly can?’ I pointed out how 
easy it is to fix foods for freezing 
and wound up the conversation with 
a sale. 


Most Sales Are 16 Cu. Ft. Up 


“Another thing. I never sell a cus- 
tomer a freezer that is too small. 
Nearly all my sales are in the 16-cu. 
ft. size and larger. If a customer 
thinks the freezer will be too large, 
I tell him to try it for six months. If 
at the end of that time, he still 
thinks he wants a smaller freezer, I 
will give him the smaller freezer and 
refund the difference. 

“I have never had to exchange a 
freezer yet!” 

As additional sales clinchers, Shoff 
offers prospects $8 or $9 worth of 
packaging materidis and a free wir- 
ing service. The former consists of 
a 400-ft. roll of wrapping paper and 
a carton of freezer boxes. 

The latter means having an elec- 
trician run a line from the custo- 
mer’s lead-in box directly to where 
he wants the freezer located. And, 
Shoff noted, “we always put the 
plug directly behind the freezer so 
that children can't tamper with it.” 

Shoff performs this service, he 
said, primarily so that the home elec- 
trical circuit will not be overloaded 
and cause faulty operation of the 
freezer. Trouble often develops from 
just plugging a freezer in anywhere, 
he noted. This service eliminates dis- 
satisfaction on the part of the cus- 
tomer and avoids unnecessary call- 
backs, he stated. 

All this is excellent ammunition to 
use against the discount hunter. To 
such people, Shoff points out that his 
large sales volume permits him to 
buy in carload lots, thus enabling 
him to offer customers the lowest 
possible prices. And in addition they 
are getting the packaging materials 
and the wiring service. 


Discounting Is Vicious Circle 


On this subject, the dealer em- 
phasized that “once you start giving 
cash discounts, everybody will want 
them. And the word will spread fast 
at bridge parties and other gather- 
ings.” 

Once the prospect has agreed to 
buy, Shoff always gets the contract 
signed on the spot. 

“Many sales are lost,” he said, “be- 
cause a deal is agreed on but the 
actual contract signing is delayed a 
day or two. In the meantime, the 
customer may get to thinking about 
it and change her mind If you 
haven't got a signed contract, you're 
out of luck.” 

After a sale is closed, Shoff follows 
up by delivering the freezer promptly 
-—the same day if possible. Also, a 
freezer found to be _ scratched, 
marred, or defective in any way upon 
delivery to the home, is replaced at 
once with another unit. 

When a freezer is put into a cus- 
tomer’s home, a card is attached to 
it listing the store’s name, address, 
telephone number, and Shoff's home 
phone number. Customers are told 
they can call anytime—day or night 
—if service is 

“I've been called in the middle of 
the night and on Sundays for freezer 
service,” Shoff said, “and I always 
answer such calls. Such service helps 
a great deal in your busi- 
ness. You can sell like the devil but 
if you want to be successful you've 


Make Friends and You'll Make Money 


He took a freezer service training 
course at the Victor factory when he 
first started selling Victor freezers. 
He employed a serviceman and at- 
tempted to pass on to him the fac- 
tory methods he had learned. But, 
Shoff commented, “I learned more 
from the serviceman than he did 
from me. So I do all the service work 
myself now.” 

Fremont being located only two 
miles south of the Michigan line and 
seven miles west of the Ohio line, 
Shoff enjoys one advantage many 
other dealers do not have. Residents 
in both these states can buy freezers 
from Shoff without having to pay 
state sales taxes, inasmuch as In- 
diana has no such tax. 

Awhile back Michigan tax agents 
made an effort to collect use taxes 
from residents who purchased goods 
in Indiana. So Shoff told the agents 
he would pay this tax for his Mich- 
igan customers provided the tax was 
collected from all other Indiana busi- 
nesses along the border. The agents 
agreed to the idea but apparently 
never succeeded in collecting from 
other concerns because Shoff has not 
been bothered since. 


Counts on Personal Contacts 


Direct mail promotions are seldom 
used by Shoff, but one post-card 
mailing proved very worthwhile. This 
was to notify customers of a change 
in telephone numbers. It read: 

“Dear friend and customer: You 
are one of our many Victor freezer 
owners and we feel it only fair, since 
we have had new telephones in- 
stalled, to give you our new numbers 
so we may give you the same service 
on your Victor home freezer as in 
the past. In case of trouble of serious 
nature please call Fremont 4115 or 
Fremont 2245 (nights and Sundays). 
McNaughton Appliances, Frank 
Shoff. 

“P. S. Don’t forget us for your 
other appliance needs!” 

This card led to the sale of at 
least 50 freezers, Shoff claimed. 

Freezer schools and window dis- 
plays are promotional methods that 
Shoff lets pass by the wayside. 

“We held a freezer school here 
last August,” he said, “when the 
International Harvester home econo- 
mist came to town—we also handle 
the I-H freezer. We pulled a full 
house with many people standing in 
the back. 

“The school was a success from 
that standpoint and because it taught 
customers how to use their freezers 
better. But almost everybody there 
already owned a freezer. I recognized 
every person that came, so we didn’t 
get any new prospects. 

“Freezer schools may be all right, 
but we didn’t get any business out of 
had 


Few Window Shoppers 
In Small Towns 


As for window displays, Shoff 
thinks they have no place in small 
towns. “When people come to a town 
of this size, they don’t come in to 
window shop,” he explained. “They 
don't walk along the street looking 
in store windows. 

“We put a bright yellow range in 
the window once and it drew quite 
a bit of attention and brought some 
people into the store. But it didn’t 
help us to sell one range. I figure 
anything that will attract attention 
will be all right for the window. But 
a window display in itself won't sell 


said, “is take the customer's old ap- 
pliance and fix it up for him—charg- 
ing him for the reconditioning—and 
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let him sell it himself. Or, if he 
wants, we will sell it for him and 
even arrange the financing of time 
payments. 

make it clear to the purchaser that 
we are selling it for our customer 
and do not guarantee it. So far this 
plan has worked well.” 

“We feel that we are in business 
to make money. And you can't make 
money if you are going to give it 
away in discounts or tie it up in 
used merchandise. 

“I do all the buying for the store 
and I make it a practice to buy in 
quantity where I get the best dis- 
count on products that are most 
profitable to handle and offer the 
least service troubles. 


Freesers Account for 
45% of Volume 


“Trade-ins are one reason why we 
do not push refrigerators. We sell 
very few. Instead we concentrate on 
home freezers, which account for 
more than 45% of our volume.” 

Shoff stated that building up to 
a volume that averages more than 
300 freezers a year was no easy job. 
When he first came to town in 1948 
from Fort Wayne where he had sold 
Firestone freezers and tires through- 
out this area, he was greeted with 
hostility as an intruder. 

As the new manager of McNaugh- 
ton’s hardware store, which also 
handled appliances, he decided 
against trying to battle this hostility 
directly. So he began beating the 
bushes in territory outside the im- 
mediate vicinity of Fremont. He was 
quite successful. 

“As the local people watched the 
parade of freezers and other appli- 
ances moving out of the store, they 


began to think they were missing out 

“Gradually more and more of them 
came in to buy things and get ac- 
quainted. It wasn't long before we 
were fast friends and I became 
known simply as ‘Frank.’ Just ask 
anyone around here now about 
‘Frank, and they will know who 
you mean.” 

When he first took over, appliance 
store volume amounted to $26,000 a 
year. By the end of 1949, he had 
built volume up to $175,000. Last 
year he did more than $200,000 worth 
of business. 


Pushes Freesers Hard 
While They're ‘Hot 


Shoff said that he gradually de- 
veloped the freezer business to where 
he sold 350 units in 1950 and some 
300 in 1951. He sold 50 last June and 
almost the same number in July. He 
believes in pushing them while they 
are hot, and letting them ride during 
the off-season. 

Saies dropped off last year because 
people became more interested in 
television than in home freezers, 
Shoff reported. 

“That was all right with me,” he 
said, “I sold them television last year 
and will sell them freezers next year. 
I handle both. I don't believe in try- 
ing to switch them from something 
they don’t want at the moment when 
I can sell them what they do want.” 

Shoff commented that McNaugh- 
ton's was the first store in the coun- 
ty to have a television set even to 
demonstrate. At that time he could 
only get a picture a few evenings a 
week. Programs had to come in from 
55 or more miles away. 

But, having the first set not only 
gave Shoff a beat on competitors, it 


enabled him to experiment in de- 
veloping ways to get good reception 
This knowledge stood him in good 
stead later on. 

Working closely’ with Shoff in the 
appliance store is a “handy man” 
who buys and repairs TV equipment, 
oversees delivery of all freezers, and 
even chalks up a freezer sale now 
and then. Other store personne! in- 
cludes a television technician, two 
men who install TV aerials, two de- 
livery men, a plumber, and an office 
girl who also sells appliances 

The store is one of several local 
concerns owned by E. B. McNaugh- 
ton, president of the Fremont bank 
Other McNaughton enterprises are 
the hardware store, an automobile 
agency, and an implement firm 

Shoff has great respect for “the 
old man,” commenting: “My success 
would not have been possible without 
his help.” 

Another source of inspiration to 
Shoff is his wife, who is an enthus- 
iastic freezer saleswoman herself 
She related that she spent so much 
time telling others about the benefits 
of a freezer that she had to buy one 
herself 

And now, after having used a 
freezer extensively in her own kitch- 
en, Mrs. Shoff is more convinced than 
ever of this product's merits. She 
observed: “Tf I had to make a choice 
of giving up my refrigerator or my 
freezer, I'd give up the refrigerator.” 

In line with his policy of making 
friends, Shoff advises: “Don't forget 
the barbers. They cut an awful lot 
of hair!" 
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“| have always felt that whatever the Divine Providence permitted 
to occur | was not too proud to report. The people are not served 
by pussyfooting, or by that sort of journalism in which nobody will 
ask who is the editor of a paper or the writer of an article, and 
nobody will care.""—Charles A. Dana. 


Ceilings? What We 
Need Is Walls 


There perhaps may be some arguments in favor of price con- 
trol that will hold water, but if these arguments have been holding 
anything in a liquid form lately we'd guess it was Prohibition 
moonshine. 


Even the theory of putting ceiling prices on virtually every 


_ commodity has many fallacies, and some of the ceilings we've 


gazed upon recently certainly left much to be desired, we are 
prone to say. Matter of fact, we were prone at the time. 


(Some purist in semantics, of course, will call our attention 
to the fact that “prone” means “lying face down,” and, therefore, 
in that position we wouldn’t be able to inspect the ceiling. My 


| friends, if you ever get yourself thoroughly entangled in red tape 


and gobbledygook of price control regulations, you'll be lying 


| prone on the ceiling, too.) 


How many people in this great nation, we wonder, realize 
what a manufacturer has to do if he wants to raise prices. In 
many instances, a producer of a package air conditioner, for 
example, has to give OPS a complete list of every part that goes 
into a conditioner as well as every labor operation. 


And for each item and operation he has to show what it 


formerly cost and what it now costs him before his application 
for an increased ceiling price will be considered. 


As many as 1,000 or so individual parts, if we count the nuts, 


| bolts, and screws (and OPS does, or rather insists that the manu- 
facturer do it), and an equal number of separate labor operations 


can be involved in the production of an air conditioner. 
Besides that, this list must be gotten up in just the right 


form, or OPS can't be bothered. 


There oughta be a better way. 


But one of the most ironic things about the whole situation, 
as we view it, is that ceiling prices under the OPS have little or 


| no relation to reality, at least for many factors of our industry. 


In fact, all too many people in the appliance, refrigeration, 


_ and air conditioning industries would be overjoyed if they could 


get anywhere near ceiling prices for their wares. The old and 


| frequently ignored law of Supply of Demand is still actively at 
_ work in spite of ceiling prices though influenced by government 
| controls on credit. 


With ceilings being what they are, and many prices falling 


| far short of the artificial maximum, it somehow suggests putting 
| up the roof of a house without any walls. 


Get darned good ventilation that way but it sure draws a lot 
of birds and bats. And bats we've already got plenty of, espe- 


_ cially in Washington. 


What this industry has to do now is build up those walls. 
The consumer will give a quick sign when they're high enough 
for the roof without the misguidance of bureaucrats. 
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High Head Pressure Causes 
Most Oil Decomposition 


“There seems to be no question 
that in at least 90% of the cases 
decomposition of oil is caused by 
excessive discharge temperatures,” 
declares John Bopp, chief chemist, 
Ansu!l refrigeration research. 

“If service engineers carefully con- 
trol the head pressures of the unit 
for which they are responsible and 
keep the discharge temperature with- 
in reasonable ranges, a majority of 
the cases of oil decomposition can 
be eliminated,” he says. 

“Decomposition of an oil of the pale 
type (the most commonly used type 
today) is not necessarily a reflection 
on the oil, since these oils are stable 
under norma! conditions of operation. 

“Excessive discharge temperature 
over long periods of time certainly 
cannot be construed in any way as 
normal operating conditions and an 
oil cannot be expected to maintain 
stability when exposed to these condi- 
tions,” comments Bopp. 

“When a unit is operating at exces- 
sive discharge temperatures a reac- 
tion between ‘Freon-12' and the oil 
occurs with the liberation of large 
quantities of hydrochloric acid and 
possibly hydrofluoric acid,” he ex- 
plains, “which in turn reacts on the 
metal parts of the unit producing the 
corresponding iron and copper chlior- 
ides and fluorides. 

“Together with this production of 


Complete stock of Refrigeration-Air Con- 
ditioning parts and supplies. 
Speedy, dependable service 
when you need it wherever in 
the world you want it 


New! Sectional Cotgemnyes 
time. Write for your F’ copy. 
today! 


AIRO SUPPLY CO. 


2732 N. Ashlond Ave 
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chloride and fluoride, severe decom- 
position due both to heat and the 
action of the acid occurs in the oil 
with the attendant formation of large 
quantities of sludge which in time 
will render the unit inoperative.” 


Small Belt Sander Speeds 
Valve Plate Resurfacing 


You can easily reface a valve plate 
on a small belt sander, such as used 
in a cabinet shop. You can get an 
emery belt that will reface the valve 
plate in no time or remove a stub- 
born paper gasket. A thing like this 
is very handy to have in the shop be- 
cause it will save a lot of time. 


8 Educational Talks To 
Feature Michigan Rses 
Meeting In Grand Rapids 


GRAND RAPIDS, Mich.—Eight 
educational talks covering various 
phases of refrigeration and air condi- 
tioning will feature the third annual 
convention of the Michigan Associa- 
tion of RSES to be held at the Pant- 
lind hotel here April 18 to 20. 

The convention will open Friday 
night, April 18, with a movie pre- 
sented by Wolverine Tube Division 
followed by a _ get-together party. 
Educational sessions will be held all 


| day Saturday and Sunday morning 


| to a cocktail party, banquet, 


with Saturday evening being devoted 
and 
dance. 


Special events for the ladies in- | 
clude a trip to the Furniture Museum | 


Saturday morning and a hat show 
Saturday afternoon where a specially 
designed hat will be awarded to some 
individual. 


lows: 
FRIDAY, APRIL 18 

8 p. m.-Registration. 

8:30 p. m.—-Film by Wolverine 
Tube Division and get-together party. 
SATURDAY, APRIL 19 

9 a. m.—“Servicing Hermetics,” by 
E. Williams of Airserco Mfg. Co. 

10 a. m.—“Hints on Electrical 
Servicing 
Industry,” Harold Jenks of Westing- 
house Electric Corp. 

11 a. m.—‘Safety,” Dick Hollings- 
worth, safety director. 

1:30 p. m.—“Controls,” by K. W. 
Cash, Penn Controls, Inc. 

3 p. m.—“Solder and Alloy Braz- 
ing,” by Ed. Smith, Handy & Harmon 
Co. 
4 p. m—*“Are Oil Specifications 
Important ?”, by John Bopp of Ansul 
Chemical Co. 

5 p. m.—Business meeting. 

6:30 p. m.—Cocktail party. 

7:15 p. m.—Banquet and installa- 
tion of new officers. 

9:30 p. m.—Dance. 

SUNDAY, APRIL 2 

10 a. m.—“Soldering Technique and 

Refrigeration Products,” by Guy 


| Frizzell of Mueller Brass Co. 


11 a.m.—‘“Water Saving Devices,” 
T. K. Campbell of Bush Mfg. Co. and 
Heat-X-Changer Co. 

12 noon—Dun & Bradstreet film on 
credit. 

12:30 p. m.-Adjournment, 


ATLANTA, Ga.—After many 
months of extensive laboratory and 
field testing, The Warren Company 
announces a new 8-ft. frozen-food 
display case, Model LO-8. Even 
fruits and juices with high sugar 
content are kept firm and in finest 
quality by the sub-zero tempera- 


tures of the LO-8. Its capacity of 612 
packages is, indeed, exceptional, 
and practically this entire display is 
visible through the extra-wide four- 
glass Thermopane display front. 

For further information, write to 
Tue Warren Company, Inc., P.O. 
Box 1436, Atlanta 1, Georgia. 


The complete program is as fol- | 


in the Air Conditioning 


Wholesalers’ February Sales Down from Last Year 


with a year ago, sales of refrigera- . 
tion equipment and parts wholesalers pe o—_ 4 my, Do February 1952 Pane! 
in February declined 22% and those 1982 1962 1958 «Ne. of Reported 
-of appliance and specialty wholesal- from from trom = Firms Dellar 
ers fell off even more sharply—33%, Sind ef Business Feb. Jan. & Mes. Repert- Values 
rding to the Bureau of the Geographic Divisies test teat ing ‘add G8) 
Came Apple and specialti holesal 3 +12 “0 123 24.125 
, New England 41 3 43 13 1.583 
Compared with the preceding Middle Atlantic 43 +3 48 ry 8.276 
month, February sales of refrigera- East North Central 9 +15 - 46 » amy 
tion equipment and parts wholesalers West North Central 22 + w» 16 2.478 
dropped 8% but those of appliance South Atlantic P| +8 27 2 3.570 
and specialty wholesalers were up Seuth Central 13 +33 wz 10 1.608 
12% Mountain 0 +43 19 8 1.267 
vaee Pacific - 22 +32 ar) 10 2.436 
For the first two months of 1952, petrig ‘ qvipment, parts (com’l) 22 8 2 ™ 1.678 
equipment wholeselers’ sales tumbled Middle Atlantic 2 1 i? 15 510 
21% below the like 1951 period, East North Central 19 +u ~~ 22 rad) 
while sales of appliance wholesalers South Atlantic a = 2 » 4 
skidded 40%. South Central +1 +21 +3 ‘ 176 
Pacific ; 3 mM —17 1 10 182 
Inventories of refrigeration equip- 
ment wholesalers at the end of Feb- 
susie Guateed 00° Sestemned: walt Inventory, End-Of-Month (At Cost) 

a year ago and 3% compared with Per Coat Change February 1962 Panel 
Jan. 31, 1952. ‘tees tea2 Reported 
Those of appliance wholesalers = — _— = of — 

ct Kind Business . an. rms alees 
han ae Bev = grees oe nm Geographic Division 1951 1962 —- Reporting (add 000) 
level 8 Appli and = specialti whelesalers — § ) 6 27.790 
2 New England : +33 1 10 1am 
Reports submitted to the bureau by Middle Atlantic 18 5 M 6.218 
4,308 wholesale establishments in East North Central +5 0 16 3.904 
various lines of business showed that Weat North Central —37 3 “ 4.1 
February sales remained at practi- South Atlantic 1 +10 » 4,425 
cally the same level as a month South Central 8 : 7 2.178 
earlier but dropped 8% below sales a gy 7 7 . : — 
year ago. Cumulative sales for the |... ee oe ’ ae - ane 
first two months of 1952 were 12% pera + Pe alana eR aE .3 ‘ 12 1,381 
under the corresponding period of East North Central 2 ‘ 17 773 
1951. South Atlantic +20 4 20 Law 
Inventories at the end of Feb- South Central . . . . . 
ruary showed no change from the Pacific + 8 ‘ 9 637 


January level, but rose 3% above 


stocks on hand a year *Inaufficient data to show separately. 
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J HIGH STABILITY 


V PROTECTED UNIFORMITY 
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THE NEW ... IMPROVED... ANSUL REFRI 
SEARCH BY ANSUL CHEMISTS AND REFRI 
ITY REFRIGERATION OIL... AT ANY PR 
Since Ansul Refrigeration Oil was introduced i 
tinued to ex . In only two short years Ansul 
through rigeration Wholesalers. 

The New ... Improved Ansul Refrigeration Oil 
where. It meets, or surpas 
high quality refrigeration 


NOTE THESE 
© *Lower flee point. 
@ *50% lower wex content, 
@ Moisture — ANSUL CON- 

TROLLED minimum. 
@ *Lower pour point. 
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BIHE ALL-TEMPERATURE 


ZION OIL 


maeN OIL... 1S A RESULT OF THE PERSISTENT 
DN TECHNICIANS FOR THE FINEST QUAL- 


. its acceptance by refrigeration men has con- 
the leading refrigeration oils sold exclusively 


ilable at leadin 


refrigeration wholesalers every- 
cification esta tished 


by Ansul Research for a 


DING ANSUL OIL FEATURES 

y checked for high § © Availabie in quart, 1-gal- 
lon and 2-gallon cans; also 
in 5-gallon and 55-gallon 
steel containers. 


*improved features 
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ow price. 


BUY IT AT THE NEW 
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CHEMICAL COMPANY 
REFRIGERATION DIVISION 
ANSUL SULFUR DIOXIDE - ANSUL METHYL CHLORIDE MARINETTE, WISCONSIN 
ANSUL GIL + KINETIC “FREON” REFRIGERANTS - ALSO CHEMICALS - ORY CHEMICAL FIRE EXTINGUISHERS 
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PLYMOUTH, Fla 


the world's 


Claimed to be 
sub-cero refrig 
the Central Flori 
geration Warehouse here pro 
ou. ft. of storage space 
feaigned to handle 
of froven citrus juice 


argeat 
erated warety om 
da Met 
wivw 2 vO) Ot 
particularly 
eyoo 000 gale 
comoentrate 
The $1,200,000 warehouse has been 


baned for 10 yeare to the Minute 
Maid Corp which has firat call on 
ite storage capacity for ite own prod 
veten Any itjoused apace is made 


available to qther firma in the citrus 
industry whi have products requir 
ing the proter tion of sub-sgero refrig 
eration 

Lying 


any 


within «a 
trucking 
Iiymouth's eitrua 
plants, the id 

sa low slong 
with loading ramps 


aol 


yuarter-mile of 
distance from 

concentrating 
warehoune 
#ingie story 
cirehing three of 
walle Ite flat decked 
bears the full 
brunt of the aun in an area where 
aaid to 


storage 
affair 


ta four 
100 O00. my fm roof 
ambient temperatures are 
hover around 66° F 

To insulate the warehotse from the 
hot sun, the wee covered with 
« 1-year bply felt, piteh 
end slag root This was applied over 
an aluminum foil vapor seal laid on 
© 240m. gyp deck placed on joists 
16 in. deep. These joists support wire 
meeh and fiber glass mates from their 


root 


bonded 


undersides, forming deep interstices 
headed with « blown fiber glass fill 
; Further protection was provided 


Cy insulating the concrete walla with 
fin. thiek cork curtain walls run 
ving from the ceiling to a point 1 ft 
Yelow the building grade It was 
found practical to lay a conventional 
oonerete floor atop the usual sand fill 
st « level approximately 4 ft. above 
the building grade 

A constant .10° F. is maintained in 
Frank Penn, Minute 
Maid engineer, considers this tem- 
perature ideal for storing concen 
trates and maintaining high quality 
rontrel standards 

Three high «peed York v/w am- 
“ona compressors are used to pro- 
vide the refrigeration while « fourth 
te held in Two large diese! 
mandby duty 


the cold roots 


rearrve 
‘enerators are on 
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Sporlan Valve Shifts 
2 Field Men, Adds 1 
In New Sales Territory 


ST LOUIS 
here has 


Sporlan Vaive Co 
announced territory § re- 
Jack EF. Dannels 
and Will Reichen- 
bach and appoint- 
ment of Robert L 
Vandiver as field 
sales engineers for 
the newly estab- 
hahed territory 
with headquarters 


aanignments for 


4. BE. Dannels 


Will Reichenbach 


in Syracuse, N. Y 

Vandiver's terri- 
tory comprises 
western New York 
and western Penn- 
sylvania sections 
of which 
formerly in Cleveland and New York 
City territories 

Vandiver attended Ohio State uni- 
versity and was formerly associated 
with Wright Air Development Center 
Equipment Laboratory of the 
US.A.F. and Chrysler Corp., Air- 
temp Div. During World War II he 
served with the Army Engineers in 
the CBI theater 

Dannels, until recently, maintained 
headquarters in Cleveland. He has 
established his new office and center 
of operation at 8705 Monsanto Dr., 
Cincinnati. This change will afford 
Dannels a more expedient location 
for his operations, the company fur- 
ther said 

Reichenbach, who formerly covered 
portions of upper New York state 
territory, will concentrate his activi- 
tices in metropolitan New Jersey. He 
will continue to operate from Spor- 
lan's eastern office, 22 W. First St., 
Mt. Vernon, N. Y¥ 


n. LL. 


Vandiver 


~) 


Acceptance in the field is rap- 
idly changing to “Demand” for 
these efficient, more economical 
Cleanable water-cooled Conden- 
sers 


Owners and service men 
preter the “new unit” efficiency 
that can always be maintained 
by a simple cleaning process. 
Brass headers are machined 
and brazed 
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EVANSVILLE, Ind.—-Appointment 
of eight new wholesale refrigeration 
supply outlets for Servel “Superme- 
tic’ commercial condensing units and 
parts was announced by O. J. Dail, 
assistant vice president in charge of 
the Electric Refrigeration Div. of 
Servel, Inc 

The firms and their territory head- 
quarters are as follows 

Acar Supply Co., Philadelphia; Jor- 
dan Supply Co., Buffalo; Henry M. 
Sweeny Co., Inc., Washington, D. C.; 
Enochs Sales Co., New Orleans and 
Mobile; Orlando Refrigeration Sup- 
ply, Orlando, Fla; Savannah Refrig- 
eration Supply, Savannah, Ga.; Capi- 
tal Refrigeration, Tallahassee, Fia.; 
W. He Kiefaber Co., Dayton 

Dail also announced that the Auto- 
matic Heating & Cooling Supply Co., 
Chicago territory, has opened a 
branch at Hammond, Ind., and the 
Wisconsin Refrigeration Supply Co 
Milwaukee territory, has established 
a new branch at Green Bay, Wis 

Several hermetic condensing units 
and parts are now being sold through 
101 wholesale outiets whose terri- 
tories cover the principal trading 
areas of every state 


| -60° F. Not Cool Enough? | 


ANCHORAGE, Alaska-~Despite the 
fact that the temperature sometimes 
dips to -60° F. in these parts, H. A 
Faroe, owner of the Northern Supply 
Co. here, recently sold six ll-cu. ft. 
freezers. The customers wanted them 
for storing moose meat 


DANVERS, Mass.--What is said to 
be the only complete hermetic-re- 
building shop in the northeast has 
been opened here by Stewart & 
Prince, Inc 

The new plant is devoted exclu- 
sively to the rebuilding and repair 
of hermetic units, according to J. B. 
Prince, general manager. He said the 
factory is equipped with the latest 
test and repair equipment, along with 
a motor repair shop 

All test and repair areas are air 
conditioned to control temperature 
and humidity. 

The concern offers pick-up and de- 
livery service covering most of New 
England. Units repaired and rebuilt 
by the firm will be unconditionally 
guaranteed for one year. 


Betz Appoints Yates 
Northwest District Mgr. 


HAMMOND, Ind.--Betz Corp. here 
has announced the appointment of 
Oo. C. Yates, 2932 First Ave., Seattle, 
Wash., as north- 
west district man- 
ager for the sale 
of all Betz coils 
and units in the 
states of Oregon, 
Washington, Ida- 
ho, Montana, and 
Wyoming. 

Yates will have 
a stock of units 
available for han- 


dling emergency 

— shipments to the 

©. C. Yates wholesale trade 
from Seattle, according to J. W. 


Bostwick, who is vice president and 
general manager of the Betz organi- 
zation. 


How ANACONDA copper 


‘HEAT PUMP 


HOW IT WORKS 


Heat pump system in sausage plant removes heat from sausage with 
forced-air refrigerating convectors (a). Compressors (b) use Freon-12 refrigerant 
S0-gallon heat exchanger tank (c) warms domestic water running through 300 feet of 
copper tubing. Surge tank (d) takes care of vapor or liquid refrigerant. 500 feet of 
copper tubing in office floors (e) provides radiant heat, and 1800 feet in basement 
floor ({) dissipates heat in summer, stores it for radiant heating on nights, weekends. 


ANACONDA Products for the Refrigeration Industry j 


Copper Tubing 


Hoard Copper Tube 


Formed Tube Ports 


Restrictor Tube cut to length Fittings 
Bourdon Tube Copper Weoter Tube Vibration Eliminctors 
Thermo! Expansion Bulbs in coils Flexible Meta! Conduit 


of straight lengths 


HEAT PUMP HEART 


assembled os o packaged unit. Two }hp 


heat exchonger (ieft) and surge tonk (right) 
Cheriton, Hartiord, Conn., Designer 


All mechanico!l equipment is 
compres- 
sors, plus ovtomotic controls, are locoted between 
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Nema Freezer Group Continues Program 
Of ‘Freezer Education’ In Public Schools 


CHICAGO—The 1952 Distinguished 
Merit Award of the National Whole- 
sale Frozen Food Distributors Asso- 
ciation was presented to the “home 
freezer manufacturers of America” 
at the recent National Frozen Foods 
convention here. 

L. C. Blunt, chairman of the farm 
and home freezer section of the Na- 
tional Electrical Manufacturers As- 
sociation, accepted the award on be- 
half of the home freezer manufac- 
turers. 

In his response he said, in part: 

“We appliance manufacturers are 
pleased to have this evidence of in- 
dustry-wide recognition for the hard 
work, promotional and educational 
effort which we have placed behind 
the sale of frozen food cabinets. 

“Let me tell you what we appli- 
ance manufacturers have accom- 
plished by pulling together. 

“Our joint promotional and educa- 
tional program through the NEMA 
farm and home freezer section was 
begun in 1947 to help speed the pub- 
lic acceptance of this new method of 


BOOKLETS MADE AVAILABLE 


“The campaign has been directed 
to the consumer in two ways. First, 
through the production of booklets 
for consumer use. More than 570,000 
copies of two especially prepared 
brochures, ‘How to Get the Most Out 
of Your Home Freezer’ and ‘How to 
Enjoy Better Meals at Lower Cost 
with an Electric Farm and Home 
Freezer’ have been distributed through 
local dealers and electric light and 
power companies. 

“Second, the campaign was aimed 
to assist people in the field of public 
instruction—-school management offi- 
cials, teachers of home economics, 
county home demonstration agents, 
and the home services directors of 
electric light and power companies 
so they would be better prepared to 
explain the use of a freezer and froz- 
en foods. 


THE TEACHER'S MANUAL 


“In connection with this phase of 
the program a teacher’s manual was 


food preservation. 


“An increase in annual sales of 
500% has occurred since 1946, when 
sales for the year totaled 210,000 
home freezers. In 1951, a total of 


1,050,000 were sold. 


“This joint long range promotional 
and educational program was de- 
signed to supplement the programs 
of individual manufacturers of home 
freezers and other groups interested 
in promoting the use of home freez- 


ers and frozen foods. 


developed and was published in 1950. 
More than 35,000 copies have been 
placed in the hands of teachers, and 
there is strong evidence that it is 
being used by them. 

“A recent survey of the nation’s 
high schools having home economics 
departments brings out the fact that 
while 65.59% of them have an organ- 
ized plan of instruction on frozen 
foods and the home freezer, only 
12.2% of these same schools actually 
have home freezers installed in their 


homemaking departments for teach- 
ing purposes. 

“The NEMA farm and home freez- 
er section now is proceeding with the 
development of a second long range 
program 
PURPOSE OF NEW PLAN BOOK 

“This includes a new plan book 
which shows local dealers and elec- 
tric light and power companies how 
to increase the number of freezers 
installed in schools having instruc- 
tional programs on the use of the 
freezer and frozen foods. 

“More teaching aids such as wall 
charts and lessons for classroom use 
will be provided 

“It is reasonable to conclude that 
a continued growth in the rate of 
sale of freezers and their use in more 
school home economics departments 
will further improve the public ac- 
ceptance for the purchase and use of 
frozen foods. . 


CITED IN AWARD 


The award, said Harry K. Schauff- 
ler, executive director of the associa- 
jon, “spotlights the vital part played 
in frozen food progress by the re- 
search and promotion activities of 
the companies in the electrical indus- 
try who comprise in effect the home 
freezer manufacturers of the nation.” 


The award reads: “Presented to 
the Home Freezer Manufacturers of 
America for helping reduce food 
waste in times of defense emergency 
and inflationary pressure, and for 
encouraging modern kitchen prac- 
tices and household labor-saving 
through the use of frozen foods—-all 
stimulated by aggressive competi- 
tion, plus joint cooperation, that has 
produced record-breaking increases 
of freezers in the nation’s kitchens.” 


Entire ‘Good Housekeeping Section 
Tells Why Home Freezer Is a Good Buy 


NEW YORK CITY--“A home 
freezer is a good buy.” That's the 
headline on the special home freezer 
section in the April issue of Good 
Housekeeping magazine, which sec- 
tion should prove a valuable sales 
tool to all who are active in the mer- 
chandising of home freezers. 

Heralded on the cover of the April 
issue as “First Complete Section on 
How to Use the Home Freezer” more 
than 20 pages are devoted to a dis- 
cussion of why the freezer is a most 
desirable appliance, how it is best 
used and cared for, and the type of 
meals that can most readily be pre- 
pared from the various freezer-stored 
foods. 

(The material on home freezers is 
actually split into two sections, one 
in the fore part and the other in 
the latter part of the April issue.) 

“If there’s a good buy to be found 
anywhere today,” the article begins, 
“it's in a food freezer. It can cut 
your food costs, save you time, 
trouble, and transportation; provide 
delicious meals on short order; and 
add infinite variety to your menus 


tubes contribute to 


SUCCESS STO! 


When both heating and cooling sides of a refrigeration system are put to 
work, it’s a true heat pump with important operating economies. Here's 
an interesting example of such double duty. In the Hartford, Con- 
necticut sausage plant of Mucke & Sons, process heat warms offices. 
AnaconpA Copper Tubing plays an essential part. Its excellent heat- 
transfer properties, corrosion resistance, and consistent uniformity make 


for high efficiency. 


Primarily this system was designed to cool cooked sausage. However, it 
was apparent that three jobs could be done by the “heat” side. Designer 
Charles Charlton used heat removed from the sausage (1) to heat 


offices, (2) to provide washroom hot water, 


(3) as a reserve, stored 


underground, for use when sausage processing is not in operation. 


Nothing succeeds like success. Results have been so encouraging that 
Mucke & Sons are thinking of expanding the system to make further 


use of the heat. 


If this installation interests you, we will gladly forward a complete 


description on request. 


On your jobs—AnaconnA Copper Tubes and AnaconpA Refrigeration 
Products mean lower labor costs and high quality. The American Brass 
Company, Waterbury 20, Connecticut. In Canada: Anaconda American 


Brass Ltd., New Toronto, Ontario. 


HEAT REMOVED - Corner of the sousoge 
cooling room shows two of the circular con- 
vectors in the ceiling. Temperature is kept ot 
40° F. Cooler is 25 {t. x 35 ft. with o cooling 
oad of 60,000 Bru per hour. 


WEAT USED - Shown here is port of the 500 
feet of copper coil embedded in concrete 
slabs in the floor of adjacent piont offices 
ond other oreos. This tubing circulates the 
refrigerant gos to furnish rodicnt heot. 
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tor consistent vnlfermity—esk for AANACON pA ciiisneten products 


“You'll find that you have to plan 
shopping, and even cooking, weeks 
| in advance. You'll need to keep a 
constant and knowing eye on price 
tags if you're looking for real sav- 
ings. 

“But the advantages more than 
| outweigh the obligations. Freezing is 
| fun, often for the whole family 


best grade or variety for freezing, 
and they may be able to give you 
quantity discounts on commercially 
frozen foods solid in dozen or half- 
dozen lots 
“Don't underestimate the small 

economies of a freezer. You need 
never waste a scrap of food, You can 
cook at your leisure, and so spend 
time concocting those less expensive 
dishes that are complicated to make 
There are fewer leftovers, because 
you can package in amounts to suit 
your family. Taken altogether, these 
small savings add up to a tidy sum.” 

The article says that savings can 
be made in buying a “side of beef or 
veal or a whole lamb” but warns 
that “the wholesale price of meat 
can be misleading if you don't know 
the percentage of waste fat and bone 
to expect.” The article says that 
from a 210-Ib. side of beef, the con- 
sumer can expect 170 Ibs. or leas of 
trimmed meat 

The article has beautiful color tl- 
lustrations of packaging materials; 
whole meals to freezer; and specific 
instructions for preparing all kinds 
of foodstuffs, including bakery goods, 
for freezing 

One part of the article discusses 
the “tools” that the homemaker 
should have for the freezing job, 
and these suggest some possible 
premiums for use in promoting 
freezer sales. 


| You'll be an executive instead of a 
drudge, completely independent of 
the weather, crowded stores, the 
day's high prices, and the time of 
year.” 

Good Housekeeping states flatly 
| that “the economy story is not a 
myth.” 

“It is possible to save money with 
a freezer, but this saving doesn't 
come automatically. Making a year- 
round profit takes canny buying, a 
watchful eye for specials and quan- 
tity discounts, and a plan for freez- 

ing in season. 
| “A freezer has saving ways for 
you even if you can't grow your own 
food. You can take advantage of every 
| special buy that comes along, 
| whether it’s a basket of peaches or 
a leg of lamb. Talk to the grocer, 
butcher, and nearby farmers about 
your needs. They can work with you 
to sce that you get fresh foods of the 


MERIC 


BARKOW! 


Maharajah's Rolls-Reyces 
lndude Low Temp. Units 
LONDON, Eng.-~The Maharajah 


of Mysore apparently likes a spot 
of tea now and then while riding 


about in one of his fleet of auto- 
mobiles 

And he may like an occasional 
“tall one,” too. If he does, the ice 


cubes will be ready in the freezer. 
For each of six Rolls-Royces he pur- 
chased here recently for $168,000 is 
equipped with a lew temperature 
unit. 

In addition to freezers, the custom- 
built cars have special) tiffin seta and 
antique Dresden china tea sets. They 
also have silver door handles, ivory 
and gold fittings, solid silver door 
hinges, and blue silk embroidered up- 
hetstery over vomte. 


\teaeeae 


A NEW 20 CU. FT. 


AL! 


Eye-Level Access ‘ 
No Fumbling or Bending ; 
No Basket Juggling c 
No Sorting , 
No Cold Air Lost While Baskets 
are Exposed 
Uses 4 the Space of Horizontals 
Coss less wt operate 
Well for Large lems 
No Heavy Cover to Lift 
5 Fast Freezing Shelves 
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FILTRINE 


What's New 


When requesting further information on new 
products, please use “Information Center” form 


“Taste - Master” 
 Deminoralizer 
in the water cee'd 


Crystal ice with 
out sludge forming 
rust, sediment, min 
residue 
chiorine taste 
“milkiness."" Ends 
major source of serv 
ioe calle, Write for 
new literature 
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FILTRINE MANUF AS TURING ¢ 
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BROOKLYN 5. N.Y 
‘| MicroMorors 
-| Promnl shipment! 
74 different models in stock 
FACTORY Oty TRIeUTORS 
CYCLO-FREEZ CORP. 
i MARVIN Lo “FERGIE” FEReESTAD 
* ; | 2920 S. Lyndale, Dogs, A, Mpls. 5, Minn. 
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: HERE'S IMPORTANT NEWS FOR YOU! 
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Steel Kitchen Cabinet Has Maple Cutting Board 


——KEV NO. 8-420—_ 


NEW YORK CITY..A new steel 
kitchen cabinet that features a lami- 
nated maple cutting board beneath 
a tilt-up gray plastic top has been 
introduced by Hollywood Kitchens 
Sales & Mfg. Co. here 

Called the “Kitchen Chef,” the 
cabinet is offered in two styles. The 
No. 300 has two shelves and a vege- 
table tilt-out bin. The No. 400 has 
two shelves, two drawers, and a 
breadbox. Both shelves are fronted 
by two vertical doors opening from 
the center 

Both style cabinets measure 16 by 
20 by 36 in. They are equipped with 
chrome handles and concealed hinges 
The electrically welded cabinet is 
finished with white hi-gloss, hi-bake 
synthetic enamel 

Packed in an air-cushioned carton, 
the cabinets have a shipping weight 
of 40 lbs. They were priced in New 
York City at $24.98. 


Refinements Added to 
Stanley Knight Bobtail 


KEY NO. B-421 


CHICAGO. Stanley Knight Corp. 
here has announced a new model 
5652 bobtail which is said to incor- 
porate several added refinements 

The new bobtail has a redesigned 
lift-out refuse container with a spe- 
cially designed grip for more con- 
venient operation. Improved stainless 
steel syrup pumps are included to 
supply accurate measure for pre- 
paring fountain drinks, according to 
the company. They are fully adjust- 
able with large, label knobs 

Stanley Knight offers a complete 
warranty on self contained conden- 
sing units at a charge of $5. This 
warranty extends for five years. 

The model's corrugated drain areas 
are recessed to prevent drainage 
from spreading over the working 
area or into the wash sinks. All 
sinks are deep drawn stainless steel 
without cracks or crevices 


CONDENSERS 


Fan or gravity types.. 

and tube brazed . . . plate type 
crimped ... clean ... tight .. 
standard or special to fit your 
needs exactly. 


WRITE FOR DETANS 
RUDY Manufacturing Co. 


DOWAGIAC. MICHIGAN 


10-Ton Air Conditioner Has 2 Refrigeration Circuits 


——KEY NO. B-422 


MINNEAPOLIS—A 10-ton upright 
self-contained air conditioner featur- 
ing two complete separate refrigera- 
tion circuits, has been added to the 
packaged equipment line of the 
United States Air Conditioning Corp. 

The dual circuit innovation pro- 
vides economy of operation when the 
full cooling capacity of the unit is 
not required and enables the equip- 
ment to meet the usual local code 
requirements. 

The new conditioners contain a 
number of other special design 
features including a manual by-pass 
damper in the blower section, which 
permits increased dehumidification 
without excessive cooling; semi-her- 
metic compressor sections to mini- 
mize space requirements and mainte- 
nance problems; pressure relief 
valves on condenser-receivers; charg- 
ing valve on liquid line to facilitate 
charging of the unit; and separate 
magnetic starter for fan motor, pro- 
viding full overload protection. 

Both 5-ton circuits are set up on 
“pump-down” cycle, eliminating 
“slugging” of compressors at start- 
up. Line solenoid valves and low 
pressure control are utilized to pro- 
vide satisfactory operation of the 
“pump-down” cycle. 

A two-stage remote bulb thermo- 
stat is included as standard equip- 
ment, but a two-stage remote room 
thermostat may be used if desired. 

All internal water connections are 
made for operation either with city 


water or cooling tower installation. 

The new unit retains a number of 
the regular features of the UsAirco 
store conditioner line, including the 
streamlined, Bonderized cabinet. fin- 
ished to harmonize with any interior; 
easy conversion for winter use 
through installation of a heating 
coil; and operation without compres- 
sors for simple ventilation. 

The equipment, which is approved 
by Underwriters’ Laboratories, car- 
ries a five-year warranty on its com- 
pressor section. 


Gilbert Slide-On Plugs 
Need No Tools To Install 


KEY NO. 8-423——— 


LONG ISLAND CITY--A new 
“slide-on” type of electric plug or 
outlet that can be attached in five 
seconds to any standard No. 18 lamp 
or appliance parallel cord is being 
manufactured by the Gilbert Mfg. 
Co., Inc. here. 

The parallel wire is simply laid 
into the channel on the top of the 
moulded plug or outlet base and a 
cap slides over the channel. This 
forces internal contact points to 
pierce the insulation, making safe, 
positive contact. 

Outlets can be removed and at- 
tached elsewhere without exposing 
bare wire or damaging electrical 
cords. No tool, screws, or assembly 
are required for attaching the device. 

Retail price is 10 cents each. 


® 


BETTER 
ENGINEERING 


S 


Keep the see-saw balanced in your favor .. . let 
Heat-X equipment help to keep your costs 
down, your profits up. Heavy duty refrigera- 
tion and air conditioning equipment generally 


The Heat-X water 
cooled condensers 
and combination 
air-and-water cooled 
units provide a high 
level efficiency inde- 
pendent of summer 
weather peaks. 


Shell-and-coil condenser- 
receivers are constructed 
of seamless steel tubing 
with ample cooling coils 
generously sized for effi- 
cient performance. 
Investigate these Heat-X 
products — you'll LU. glad 
you did. 


means heavy installation and operating costs. 
Smart refrigeration engineers (and salesmen) 
know these points are important in comparing 
the economies of one system to another. 


MODEL AWC 


THE HEAT-X-CHANGER CO., INC. 


BREWSTER, NEW 


YORK 
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What's New (Cont) 


Soft Drink Dispenser 
Introduced By Perlick 


MILWAUKEE--A new packaged, 
pressurized, self-contained carbon- 
ated soft drink dispenser for the- 
aters, restaurants, drugstores, and 
allied trades, has been introduced by 
Perlick Brass Co. here under the 
trade name “Carbo-Mix Dispenser.” 

By incorporating a large, mechani- 
cally-refrigerated water bath within 
its specifications, Perlick claims a 
uniform carbonated drink at all 
times. A small, heavy duty water 
pump submerged in the water bath 
circulates cold water throughout the 
dispenser, and is used to refrigerate 
not only the faucets and faucet stand- 
ards, but pre-cools the syrup mix 
tanks which are located in this bath. 

Three syrups can be dispensed 
from the Carbo-Mix at one time from 
three 2-gallon syrup tanks. A gravity 
type syrup dispenser and plain water 
attachments may be added when de- 
sired. 

The Carbo-Mix is designed to 
operate on conventional 110-volt, 60- 
cycle a.c. and measures 39 in. high 
by 33 in. wide by 25 in. deep. It is 
offered in two styles, either an all- 
stainless-steel model or high-baked, 
black-enamel finish cabinet with a 
stainless steel top. 


Duo-Test Charging Line 
Shipped In New Package 


——KEY NO. 8-425———_ 


CHICAGO A duo-test charging 
line featuring a forged brass quick- 
coupler nut with finger grip design 
and long ferrule and barb has been 
introduced by the Madden Brass 
Products Co. here. 

Other features include an easily 
removable gasket, neoprene exterior 
with high tensile reinforcing braid, 
and a special inner core which is im- 
pervious to common refrigerants 

The duo-test charging line is 
shipped in a transparent package 
which serves as counter display 


Dustproof Tissue Bag Fits 
All Tank Type Vacuums 


KEY NO. B-426——— 


Waring Products Bows 
New Blendor, Mixor Units 


———-KEY NO. 8-427———_ 


NEW YORK CITY-—-A new duo- 
speed “Blendor” and a new three- 
speed hand operated “Mixor” have 
been introduced re- 
cently by Waring 
Products Corp. for 
household use. 

The Blendor is 
called the “Celeb- 
rity” model PB-5. 
Designed in white 
and grey plastic it 
has smooth con- 
tours for quick 
cleaning and a 
new fingertip con- 
trol switch. 

It is equipped 
with a 1, -hp. 
motor that is air 
cooled and lifetime 
lubricated The 
motor operates off 
115 volts, 25-60 cycles, a.c. or d.c. It 
is also available in 230 volts. It car- 
ries Underwriters’ Laboratories ap- 
proval and is warranted for one 
year. 

The Pyrex container stands 14% 
in. tall. Shipping weight is 11 Ibs. 

The hand-operated Mixor features 
exclusive “propeller pitch” beaters 
that create complete top to bottom 
mixing. The three-speed switch is 
directly under the thumb for either 
right or left hand operation. Convex 
beater blades prevent the edge from 
striking the bowl. 

The Mixor operates on 115 volts, 
25-60 cycles, a.c. or dic. Underwrit- 
ers’ Laboratories approved, it is war- 
ranted for one year. It weighs 3 Ibs. 


, == 


‘Jet’ Cooling Features ' as Dally Beverage ‘Cooler | 


———KEY NO. 8-428—__ 


BALLY, Pa..-Bally Case & Cooler 
Co. here has introduced a new bev- 
erage cooler featuring a “Jet” re- 


frigeration system which provides 
“extremely fast cooling.” 

“This cooling method,” the com- 
pany explained, “employs special 


19 


blowers that force air at a high speed 
over a large refrigeration coil.” Thus, 
it was stated, “the user always has 


cold products to sell, even during 
busy hours.” 

Construction of features of the 
“Jet” cooler include a full interior 


lining of stainiess steel installed in 
a welded tank-like manner. The en- 
tire exterior, except the floor, is 
covered with Bally genuine vitreous 
porcelain. It introduces a new color 
and texture in what the company 
calls “Burgundy Ripple” finish. 

A sealed-type condensing unit is 
used, providing “all the capacity 
needed for heavy use in the hottest 
climates.” 

The cooler is avaiiable in two 
sizes: a 6-ft. model holding 25 cases 
of 12-02. bottles, and an §-ft. model 
holding 36 cases. 


Welded Steel Construction 
Marks Low Temp. Cabinet 


KEY NO. B-429-———— 


SMYRNA, Del.Featuring welded 
steel construction, a new “Zero” 
Vault" walk-in low temperature 
storage cabinet has been introduced 
by Wilson Refrigeration, Inc. here 

The company said welded steel 
construction eliminates wood frame- 
work, increases capacity without in- 
creasing outside dimensions, and pro- 
vides a more substantial cabinet at 
a considerable savings in prices. 

Basic unit is 6 ft. by 6 ft. by 7 ft. 
6 in. high. Unitized construction al- 
lows the unit to be enlarged 

Hermetic unit is remotely installed, 
and may be placed up to 50 ft. from 


MIAMI, Fia.--A specially designed | 
dustproof tissue bag made to fit all | 
makes of tank type vacuum cleaners © 
is being manufactured by the Vac- | 


Sac Tissue Co., Inc. here. 

The bag is disposable and is claim- 
ed to increase vacuum ciency and 
to prolong the life of the vacuum. 

Vac-Sac is sold nationally with a 
money-back guarantee. Packaged in 


Taking the Country 


4 . 3 a ee 
| : 
“ : 
“t “ eee 
~~ 
the cabinet, even on another floor, 
if desired 


Another feature of the cabinet is 
automatic red and green signal 
lights, which burn continuously un- 
leas there is a current failure. 


— 


by Storm... Pinnacle 


units of 10, it retails for $1.00; in | 


units of five for 54 cents. 


450 W. FORT ST. 


For more information. on What's New products, 
current literature and catalogs available, equipment 
advertised in Arm Conpiriontnc & Rerriceration News 
use Key Numbers where designated or specify products 
advertised and we'll see that you receive this information 
promptly. 


What's New or Current Literature Available 


Products Advertised 
(list name, page, and issue date) 
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MAIL THIS FORM TO 


Am Conprrioninc & Rerriceration News 
Reader Service Dept., 


Key No. 
Key No. 


DETROIT 26, MICHIGAN 
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Department 
for every Store 


«+. regardless of 
size! 


SELF-CONTAINED 
Ready to plug in 


@ PORCELAIN inside and out! 
| @ One Piece PORCELAIN ends! 


DOES A BIG JOB WHERE A 
SMALL CASE IS REQUIRED! 


| T 
| NOBODY ELSE BU 
PINNACLE HAS iT! 


| Available in 6-8-10 foot sizes 


A Few 


Franchises are 


still 


exclusive Pinnacle 
available. 
Write or wire immediately for full 
information! FREE FOLDERS OF LINE! 


territory 


SPECIFICATIONS — MODEL D-54 
LENGTH —54” HEIGHT 54” DEPTH 


EQUIPMENT CORPORATION 
FLEETWOOD, 


32” 


PENNSYLVANIA 
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Selling Ice Makers 
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Chain Store Age. Hotel Managemen 


Economy of ‘On-Premise Equipment’ Is Strong Point Which Must 
Be Emphusized by Salesman, Who Should Alo Know Weaknesses 


f, all the potentialities are not as yet 


Nomthern Fisherman Restaurant known 
Management Food Hervice News Calling the business “a new indus- 
Amerwan Restaurant Magacne. In try within an industry,” Breitling 
atifutions Mayacine and Modern pointed out that prospective cus- 
Hoapital tomers have changed their attitude 
. toward automatic ice machines 
Testimonials Make Selling Three years ago,” he said, “many 
Joh Easier bought these machines because of 
their novelty or because they wanted 
Breitling also showed samples of to be the first in town to own one 
dire mail pieces and noted that the Now they know what the equipment 
use of testimoniala from owners of is 
Ajax equipment will make your Repeated reference was made to 
selling job easier the fact that the ice industry is still 
Additional assistance distributor selling as much or more ice than it 
sleamen will be in the form of & did several years ago. This shows, it 
ompetitive-data chart, a treatise in was stated, that the market for ice is 
non-technical language on the Ajax still there 
ae se ne CE 8S It's a wonder,” Stewart observed, 
search informatior , 
Opening the meeting, Hank Stella that ice manufacturers didn't go out 
of business with the advent of elec- 
emphasized that the main thing in 
tric refrigeration. But they survived 
eg Newegg sap SS s, developing new markets, selling 
know your product” thoroughly. He . . 
new uses for ice 
said the saleamen would be required 
to take an examination on points Breitling warned salesmen not to 
covered during the meeting “to underestimate the ice industry in the 
check our weak points” on the ma battle for sales. He said the ice in- 
chine because “we've got to be ex dustry realizes that the automatic 
pertsa on the equipment when we're ice maker is a threat, and is fighting 
talking to customers back, not so much by running down 
Ajax representatives who followed the automatic ice maker but by im- 
Stella predicted a bright future for proving service, courtesy, and public 
on-premise ice-making equipment relations. In this connection, he 
They said this business, now in its called attention to a bulletin by the 


relative infancy 
ket available 


has a great mar 
nationally so big that 


National Association of Ice Industries 
on this subject 


| war ne different than other desiers |. too hed 
retrigeration units on hand thet hed te be sold 
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considered to be the 


ON THE OTHER HAND- 


Prospects told ws “We 
need 


new refrigeration 
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A | hed te confess | did it, and here's how | 
found out about the Meter-Matic Sales Plan and 
Pockets. He realized 


a” . | 

; 
There are se lene tem mgnthly payments § All 
* te Ree te de © Gree @ Mel querters « dey inte 


5 the meter ood | oo od of getting my 
* meney cock month 


7 . finally bought the explained it to Mr. MT ‘ 
ten py. - & 9 on eee a ~J que needed al! ever town ested wet he sould afterg te buy on this simple plen 
Whe sold MT. Poctets — and HOW 
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instelletion of the Meter-Matic coin 


very simple 
the meter 


| METER. MATIC (METERS ARE — 
* @ Accurate and Dependable. 

- @ Low in Prick. 

3 @ Fully Guarartesd. 


tt toot just o few minutes to hook-up 


AND NOW... ° 


why 


Mr M T Pockets and | ere good 
wants to buy another unit next month. All ili 
heave te do is make « quick change of meter 

tim gears, increasing the daily Camnadh t 
incl the new unit 


The moral of 
story is: 


SALES PLAN 


-——— 


2626 Wee W 


if you want to sell more 
refrigeration, sell on the 


ETER-['TATIC 


he doesn't . . . the meter will stop 
the flow of current to his refrigera- 


Now Mr. Mete R. Matic hits the 
every month. 


INTERNATIONAL REGISTER COMPANY 


‘anh . 


copy of the * 


DETAILS 


TODAY jee 
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4, Chicage 12, Illinois 


Send me Meter-Matic Seles Kit No. 42-2, Be sure to include « 


"1952 Survey” giving vitel statistics on the use of 


the mete: plan by other dealers. 
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Iceman Sells Ice, 
Ajax Sells Cheaper Ice 


And Peggs declared: “We sell ‘ice 
because our competition is the ice- 
man. He sells ice to places where we 
want to bring it in cheaper.” 

In his talk, Stewart traced the 
history of Ajax from early 1949 when 
an arrangement was completed 
under which Servel, Inc, would 
manufacture ice makers for Ajax 

In setting up distributors, Stewart 
recalled, the company required them 
to use the Ajax name in their firm 
names 

(Later Stewart explained that 
new distributors are no longer re- 
quired to use the Ajax name. He said 
this requirement was dropped in the 
interest of additional national cover- 
age.) 


Varket for Automatic Equipment 


To give an indication of the mar- 
ket nationally for automatic ice- 
making equipment, Stewart presented 
these figures: 195,000 restaurants; 
11,000 hospitals; 3,000 major hotels; 
681 drug chains operating 5,581 
stores; 1,000 industrial cafeterias; 
200,000 liquor, wine, and beer 
licenses. Also listed were industry, 
delicatessens, and laboratories. 

Among prospects for the Ajax Ice 
Flaker, he said, are supermarkets, 
poultry processors, florists, sausage 
makers, and bakeries. 

In talking to prospects, Stewart 
went on, salesmen should stress that 
Ajax equipment provides ice “when 
you want it and where you want it,” 
eliminating the uncertainty of ice 
deliveries; is sanitary and clean; and 
produces ice for far less than the 
cost of delivered ice. 

If a prospect says he is using 400 
Ibs. of ice a day, for example, 
Stewart commented, point out that 
he’s paying for that much but he 
isn’t getting the use of that much 
because of meltage. 

Elaborating on the economy story, 
which was stressed by all speakers, 
Stewart presented these figures on 


| operating costs of the current Elec- 


tric Iceman model A5A-4 for produc- 
ing 300 Ibs. of ice in a 24-hour period 
of continuous operation: 

Average wattage consumption 700 
watts; 700 watts x 24 hours = 16,800 
watt-hours or 16.8 kwh.; 16.8 kwh. 
~ $0.02 (kwh. rate) = 33.6¢ per day 
or 11.2¢ per 100 Ibs. of ice. 

Water consumption (5 qts. per 


| eycle), considering maximum 2 cycles 


per hour 10 qts. or 2% gals. per 
hour, or 60 gals. per day; based on 
$0.25 per 1,000 gals., 

60 


x 25¢ 
1000 
Total cost (33.6¢ electric and 1.5¢ 
water ) 35.1¢ per day, or 11.7¢ per 
100 Ibs. of ice. 


1.5¢ per day. 


This cost was contrasted with the 
much greater cost of delivered ice 
Stewart also stressed the “tremen- 
dous” savings possible on crushed ice 
through use of the Ajax Ice Flaker 

After explaining how the Ajax 
machines operate, Stewart concluded 
by cautioning salesmen against mis- 
representing the capacity of the 
equipment. This practice will result 
only in endless trouble and expense, 
he said, because misinformed cus- 
tomers will keep calling for service 
when there is actually nothing wrong. 


How To Approach Different 
Types of Prospects 


Among other things, Breitling 
touched on the subject of how to ap- 
proach the different classes of pros- 
pects. Regarding cafeterias, which he 
said offered a big market, Breitling 
noted that the question arises as to 
whom to contaci—-the purchasing 
agent or the manager. Studies have 
shown, he said, that 89° of equip- 
ment is bought by the managers of 
such concerns 

As for the hotel and hospital mar- 
ket, he said research has found that 
one ice cuber can be used for every 
45 to 50 beds. He added that it’s 
tough to get distributors to realize 
the large potential represented by 
hotels, hospitals, and institutions. 

Breitling also stressed the “strong 
story on savings” of this equipment. 

“It's hard to prove,” he observed, 
“that one chair, for example, is better 
than another chair. But you can 
definitely prove that the use of on- 
premise ice-making equipment is the 
modern way of doing business.” 

Peggs took a look at the possibili- 
ties of sales to motels—“‘a terrific 
market"—and to saloons. Regarding 
the latter, he advised: 

“There is one thing you should 
find out first: how much ice is the 
owner using now and how much is 
it costing him. Then you'll know 
just how much he can save by 
using on-premise equipment. And 
then you can predicate your whole 
sales story on that information.” 


Operating Economy Figures 
Cited 


Rentschler outlined the role of the 
service department in building sales 
volume. He also pointed out that the 
salesman must help the customer 
choose the most convenient location 
for his new machine, making sure it 
is near water inlet, drain, and elec- 
trical supply since all figure import- 
antly in the cost of installation. 

The sales meeting wound up with 
a question-and-answer period. One of 
the points discussed was the meter 
plan. Consensus was that this plan 
is satisfactory as an alternate method 
of payment provided the purchaser's 
credit is good. 


This model is available as a flat top 


counter as shown or with the SALESMAKER 
super structure, complete with brilliont 
fluorescent lights, display signs, and plate 


glass mirrors. Either model can bring 


additional profits to you and your customers. 
They have that smooth “come hither” 
look that boosts sales. 


Available in 7 to 10 ft. lengths. 
Designed as a single unit or for 
continuous display. 
Porcelain and stainless steel exterior. 
Displays at proper height for 
impulse buying. 


WRITE FOR THE PROFITABLE KOCH DEALER PROPOSITION 


SINCE 1883 


refrigerators, inc. 
NORTH KANSAS CITY 16, MO. 
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SPOILAGE DROPPED when 


‘The Green Room’ 


Crippin's Grocery instoll- 
ed this oir conditioned 
produce room. it also 
gives the 
retreshing 
high summer temperotures 

found 


customers a 


relief from 


in Texos. 


Air Conditioned Produce Dept. Keeps Fruit, 
Vegetables at Peak, Refreshes Shoppers 


ACO, Texas—-An unusual air 
conditioning application which has 
paid excellent dividends in the form 
of increased profits, is “The Green 
Room"’—completely enclosed produce 
department at Crippin’s Grocery, at 
llth and Dutton Aves. here. 

Ben Crippin, owner of the super- 
market, spent $1,800 to provide the 
refrigerated display room back in 
1946. At that time, he felt that he 
had a choice between installing the 
usual self-service refrigerated type of 
display case, or “getting by” with 
the time-honored water-spray system 
for produce protection. 

Neither choice seemed to com- 
pletely answer the grocer’s needs, 
with the result that he went to a 
local air conditioning contractor, with 


i 


o 


WAGNER Brushes” 


Replace brushes in Wagner 
Motors with genuine Wagner 
brushes because Wagner 
correct grade brushes give 
maximum performance, 
commutator and brush 
life. Identify them by 
the name WAGNER 

on the brushes. 


Wadner Electric Grporation 


647! PLYMOUTH AVENUE, SAINT LOUIS (4,40. U 5. & 


ia Regents 


MAXIMUM eat TRANSFER 
a 
COPPER ppeazee a 
FULL SIZE Bens + No JOINTS 


COMPLETE nance o: sizes. 


the idea of “refrigerating both the 
customer and the produce.” 

The result was the “Green Room,” 
18 ft. long by 12 ft. wide, which is 
refrigerated by means of two over- 
head Filterpure dome coolers, each ¢—— ~~ 
connected independently to a 1-hp. 
condensing unit, mounted in a stain- 
less aluminum housing outside the 
wall of the Green Room. 

During ordinary weather, either 
one of the coolers is separately able 
to keep the Green Room cooled to 
55° F., best temperature for over-all 
quality maintenance with most vege- 
table items. 

When the outdoor temperature in- 
creases to above 90°--which is no 
rarity in the hot parched central 
Texas area, the second condensing 
unit cuts in automatically. The two 
together keep up an exact tempera- 
ture balance even though the outside 
| reading may be 110°. 

The exterior of the Green Room is 
done in apple green, with the name 
silhouetted above a swinging door, 
and color cut-outs of popular fruits 
and vegetables on either side 

The interior, on the other hand, i 
done in spotless white, with 60 stain- 
less steel bins, in which every pro- 
duce item is shown under refrigera- 
tion. Even potatoes, sweet potatoes, 
oranges, lemons and limes, cocoanuts, 
and similar produce items which are 
seldom refrigerated, are given the 
benefit of the 55° F. temperature. 

Two direct results have been 
achieved from installation of the 
Green Room. First, Crippin reports 

| that spoilage, which formerly lopped 

off from 10% to 15% of anticipated 
profit per season, has been completely 
eliminated. 

Second, the chill atmosphere of the 
room, which keeps all vegetables 
crisp and at maximum eye-appeal, 
likewise offers a pleasant “breather” 
for shopping housewives during hot 

| weather. 


Sneltjes Heads Sales 
Planning for G-E’s 
Home Heating, Cooling 


-BLOOMFIELD, N. J.— Appoint- 
ment of W. L. Sneltjes as manager 
of sales planning of Genera! Electric 
Co.'s Home Heating and Cooling 
Dept. was announced here by S. J. 
| Levine, general manager of the de- 
| partment. 

In his new assignment, Sneltjes 
| will be responsible for all programs 
| concerned with selling G-E home 
heating and cooling equipment in- 
cluding the development of advertis- 


ing and sales promotion programs, | 


| sales training programs, and special 
customer sales plans. 

Sneltjes was formerly supervisor 
of advertising and sales promotion 
for automatic heating and residential 
year-round air conditioning equip- 
ment for the G-E Air Conditioning 
Div. He came to G-E in Septemwer, 
1950, from the Williams Oil-O-Matic 

| Heating Div. of Eureka-Williams 


Corp. where he was advertising and 
| sales promotion manager. 


Pierce of Servel Heads 
ACRMA Engineering Unit 


NEW YORK CITY--H. Charles 
Pierce, assistant sales manager of 
Servel's air conditioning division, 
was elected chairman of the newly 
organized engineering committee of 
the residential air conditioning sec- 
tion of the Air Conditioning & Re- 
frigerating Machinery Association at 


a recent association meeting held 
here 
Pierce said the objective of his 


committee would be to establish ap- 
plication engineering standards on 
residential air conditioning for the 
entire industry 

Pierce attended Michigan State 
college and the University of Michi- 
gan. He joined Servel as an air con- 
ditioning sales engineer in 1940. He 
has served on important committees 
of the American Society of Refrig- 
erating Engineers, the American 
Society of Heating & Ventilating En- 
gineers, and the American Gas As- 
sociation. 


Woody’ Faison Appointed To 
Represent Viking In 4 States 


CLEVELAND Sales Manager 
Frank Gibbons of Viking Air Con- 
ditioning Corp. has announced the 


appointment of “Woody” Faison as 
factory representative in southern 
Ohio, Kentucky, West Virginia, and 


southern Indiana. 

Faison joins Viking after serving 
as division sales manager of major 
appliances for Western Auto Supply 
Co. for two years, according to the 
announcement. 


Lotin Americen Potential 
Looks Better Than Ever, 


Typhoon President Says 


BROOKLYN James F. Dailey, 
president of the Typhoon Air Condi- 
tioning Co. Inc., has just returned 
from a month's tour of various Cen- 
tral and South American countries 


where Typhoon representatives are 
operating 
Traveling entirely by plane, 


Dailey stopped in Havana, then went 
on to San Salvador, Guatamala, Hon- 
duras, and Managua, Nicaragua. In 


Colombia, his stops included Cali, 
Medellin, Cartegena, Bogota, and 
Barranquilla. He was accompanied 


on his trip by Douglas Fraser, who 
heads Typhoon Export Corp 

The potential sales picture in the 
countries he visited is better than 
ever, Dailey said on his return 
“Down there they are only just be- 
ginning to realize the tremendous 
possibilities of air conditioning,” he 
says, “and due to the generally warm 
weather, the reaction of the general 
public is highly enthusiastic.” 

The trip was undertaken as a gen- 
eral tour of dealers and Typhoon in- 
stallations in Latin America. In Bar- 
ranquilla, for example, they checked, 
tested, and delivered the equipment 
for the Banco de la Republica, where 
a 190-ton Typhoon system has been 


Glenwood Dehumidifier 
Dries Compressed Air 


MINNEAPOLIS — The Glenwood- 
Inglewood Co., has announced a new 
dehumidifier for compressed = air, 
claimed to be the first, fully auto- 
matic, mechanical drier for com- 
pressed air offered in American in- 
dustry 

Model CA-12 inciudes a Tecumaech, 
hermetically sealed, ‘\-hp. ‘“Freon- 
12” condensing unit in a new circuit 
including a sealed time-delay relay 
and Spencer disc thermal overload 
protection 

Dual heat exchangers are arranged 
in a unique system with means for 
reheating the dry leaving air, re- 
sulting in high over-all efficiency, the 
company says 


installed. Cali's Banco de Bogota was 
also visited to observe performance 
of a Typhoon system that has been 
operating there for the past year, 


The Glenwood 
compressed air is 
20 in. 
unit 


Dehumidifier for 
only 12 x 17 x 
high and weighs 85 libs. The 
carries Underwriters Label for 


and a similar check of an existing 125 p.s.i. It is said to cost leas than 
installation was made in Managua, one fourth the cost of its “solid-des- 
where the Teatro Salazar is cooled iccant" counterpart, of equal ca- 


by 100 tons of ‘Typhoon equipment pacity 


' This house sells air conditioning 


This is a Carrier Weathermaker Home. It is built to take advantage of 


air conditioning. It gives the buyer better living. It can sell for you. 


better value 


When you sell the new Carrier Weathermaker Air 
Conditioner, you can give your buyer the advan- 
tages of a Weathermaker Home. You can give him 
more usable space per building dollar because 
in a Weathermaker Home rooms need only one ex- 
posure, 
Movable sash isn’t required. 
a simple rectangle. 


Windows aren't needed on every wall. 


The floor plan can be 


lower price 


When you sell the new Carrier Weathermaker Air 
Conditioner for a Weathermaker Home, you can 
give the buyer a better price... and you can assure 
him of lower operating costs. The 


Q 
buyer won't 


need as much air conditioning capacity — because 
he can set and forget his air conditioning. And 
the Weathermaker Home is designed to reduce the 


heat load — and operating costs, 


more profits 


When you sell the new Carrier Weathermaker Air 


The architects 


Building 


Carroll, 
Van Alen is a well-known Philadel- 
phia firm whose recent work includes 
the Youth Study Center on Benjamin 
Franklin Parkway and the Terminal! 
Philadelphia Internationa! 
i pert tnow in progress) 


Conditioner for a Weathermaker Home, you're sell- 
ing an exclusive. And you're selling an exclusive 
that gives the buyer extra benefits. You can demon- 
strate that he can have a better home. You can 
demonstrate his money savings. Isn't that the kind of 


deal that you'd like to be in on? Then write today! 


arrier 


AIR CONDITIONING « REFRIGERATION 
For 50 years—the people who know air conditioning best 


Grisdale & 


The Carrier Weathermaker 


is designed for a duct system like that used for 
forced warm air heating. The Weathermaker cools 
It burns gas for heating .. 


and heats. 


sealed electric refrigerating unit for cooling. It is 
only a little larger than an ordinary furnace. 


CARRIER CORPORATION 

310 South Geddes Street, Syracuse, N. Y. 

Please send me the profit story on the Weathermaker Air 
Conditioner and the Weathermaker Home 
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DETROIT  Berwirls 
femprite lituid 


problema on 
axing equipment 
hel suggestions an,te how the 
be molived 


y can 
were cutluted recently be 
sore the Gresier Dettolt RSE chap 
i Willian Pollok service man 
wer for Tew prite Pyodurts Corp 
In additiw N. K, Porter 


er by 


salen 


promotion manager ceatnited out fea 
yur f the’ Onipe ny s line of self 
t ntained equipmer ; ime luding car 
gonators and water :coolers 

* th vgn of: the Teempriie inatan 
anenus conglet wun? firet reviewed 
9” Pollock 4asing tite cross-section 
giew in Pig tl 


becign of ‘Instantencous’ 
Cooler Nene ribes 


° -Thie is fle xnte at lew side float 
xyeten he explained The outer 
yhell ie epu over mod soldered to 
he top plate and ne &ttempt should 
f made to take these apart in the 
a There is gener Thy no need te do 


opening 


mn the 


Vv for all the 
a conmible fro 


parts are 
yitaide 


The «hell itaelf niuses the float 
alive and the coile 7Temprite beer 
~“oleres are 4vailabl with one, two 


: 
a three seta of colle go that as many 
eS: three different trands of draft 
> can be cooled with the same 
The coile are inderwoven to in 
wre even confact with the liquid re- 
Friern whigh surrdunds them in 
e shell The flow of refrigerant into 
e cooler ia vontrajicd by the float 
oe 
“ Stainless steel crite are used for 
wr cooling, but fur.straight water 
qeoling applications wodels with cop 
er coils are available Pollock ex- 
Yor wit that the 
ross-aection of Uhege toils ie oval in 
srape There are thy ” main reasons 
ir using this dem! 
+" Pirst, sheild’ the: liquid in the 
Soils freeze for some geason or other, 
e design of the oval-eshaped coil 
fermits the flat qurfage to round out 
without rupturing the coil. In fact, 
Be oval stait-leas stent coll can stand 
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Servicing Liquid Cooling Equipment 
Pollock Outlines Common Problems and Offers Solutions 
In Dealing with Temprite Products 


oe many an 40 freezings without 
damage, while the copper coil in this 
shape will take up to 2 freezings 

No bartender, however, would let 
the beer or water line freeze more 
than once or twice before calling a 
serviceman, so we have a more than 
adequate safety factor with this de 


ogn Pollock declared 
Becond advantage of the oval 
shape is ite greater heat transfer 


surface as compared with a perfectly 
round coil, which thus gives us more 
cooling for the aame length Third 
advantage is the increased resistance 
to the flow of beer through the coil 
This ‘built in’ resistance is a de- 
sirable feature in beer dispensing 
since we have to control the rate of 
flow of the beer from the faucet.” 


Constant Pressure Valve 
Controls Refrigerant Temp. 


To control the temperature of the 
refrigerant in the Temprite 
employs a constant pressure valve, it 
was explained. This is pre-set at the 
factory to maintain a 36° F. temper- 
ature in the cooler. The valve is pro- 
vided with a temperature adjusting 
screw on top, but the design is such 
the temperature setting can't be 
lowered more than 1° F. even though 
the adjusting screw is moved through 
its complete range, Pollock said 

The top part of this valve is ex- 
posed to atmospheric pressure and 
thus “breathes.” Room air can get 
into the top section and because this 
is cold, condensation may occur 
which would cause springs of the 
valve to rust. To prevent this the top 
part ia filled with refrigeration grade 
oi This also filla a dashpot and pis- 
ton device, the function of which is 
to prevent valve chatter 

One component of the Temprite 
cooler system that is subjected to 
wear and therefore may have to be 
replaced is the float valve. The float 
itself is hermetically sealed in the 
shell of the cooler but the valve can 
be readily removed and replaced 


‘ ooler 


When you ore called to service @ refriger. 
ated duplay case, o blower coil, o milk 
cooler or a deep freezer - always corry an 
ALCO 402 with you. Chances ore you'll 
find on old tired valve in need of reploce- 
ment. The 402 is built for such o wide range 
of applications thot it will At any equip- 
ment with o capacity up to | ton F-12 and 
2 tons Methyl Chloride 


Built with @ minimum of ports, the 402 is 
sensitive ond speedy in response to chang 
@s in suction gas temperatures. Liquid 
charge permits installation in any position 
in any location. Pressure limiting for motor 
Wide . a 


The procedure was explained by Pol- 
lock as follows 


How To Remove, Replace 

Float Valve 

“First pump down the cooler after 
closing the liquid shut-off valve at 
the top of the cooler (see Fig. 1) 
Then remove the two bolta which 
attach the liquid refrigerant connec- 
tion and valve to the top plate of the 
cooler. Lift the connection up out of 
the way. It's not necessary to dis- 
connect the liquid refrigerant line 

“This exposes the float valve. This 
can be lifted out after screwing in 
one of the two bolts mentioned 
above, which fit the threaded hole tn 
the top of the float valve assembly 
A new float valve is then dropped 
in place and the procedure reversed.” 

Another difficulty involving the 
float valve which sometimes occurs 
results from unusual wear on the 
surface supporting the small lever 
at the bottom of the valve 

‘Tf this happens, a smooth surface 
for the lever can readily be provided 
with a washer,” Pollock suggested. 
“Use a washer %« in. in diameter 
with a \-in. hole and insert it over 
a rod as shown in Fig. 2. Then it 
can be dropped in position and the 
float valve assembly replaced. The 
washer needn't be thicker than ls». 
in.,, and this thickness will make no 
appreciable difference in the valve 
operation.” 

Possibility of freezing beer or wa- 
ter in the Temprite despite the fact 
that the constant pressure valve is 
set for a minimum of 35° F. was 
touched upon by Pollock also 

“This could be caused by the pres- 
sure control valve's being dirty and 
not seating properly. If it didn't seat 
properly, refrigerant might leak 
through when the valve was in the 
closed position and drop the tem- 
perature of the cooler. 

Another possible cause of freez- 
results from a shortage of re- 
the system, 


ing 
frigerant in although 


———¢ 


The spoce-seving ALCO 402 is built to 
umplity valve replocement problems for 
service engineers 
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1—This cutaway view shows the construction and component parts of o Temprite 


“instantaneous” cooler. 


we aren't too certain of just how 
this works. If the level of the liquid 
refrigerant in the cooler becomes too 
low due to the shortage, it is possible 
that when refrigerant is admitted by 
the float valve some of it may spray 
on the top two or three beverage 
coils in the cooler and lower the 
temperature from 35° to possibly 
20° F., which would naturally cause 
the beer or water to freeze. 


Simple Experiment May Reveal 
Lower Temperatures 


“A simple experiment will show 
you that under some conditions much 
lower temperatures can be obtained 
with a given refrigerant than you 
might normally expect. If liquid 
‘Freon-12,’ for example, was allowed 
to drop slowly on the bulb of a 
thermometer, as shown in Fig. 3, the 
temperature registered by the ther- 
mometer can go as low as -70° F. 
And this in spite of the fact that at 
atmospheric pressure ‘Freon-12' will 
be at a temperature of approximately 
-21° F 

“We aren’t absolutely certain that 
this is what happens in the cooler, 
but 
which is difficult to account for 
otherwise,” Pollock suggested. 

“The questien of oil-binding on 
beer coolers is another problem, but 


it doesn’t bother us much today. The | 


design of the system is such that if 


the beer faucet is opened as little as | 


two or three times a day, there'll be 


| enough violent agitation to clear out 
the oil. This is because no beer fau- | 


cets today are set to deliver less 
than 60 gals. per hour, which will 
mean sufficient agitation in the cooler 
to remove the oil. 

“If for some reason the cooler 
should become | ot bound, simply re- 


move it and turn it upside down to 
drain out the oil.” 

In his discussion Pollock also 
touched upon general problems of 
beer systems, particularly that of 
maintaining the proper amount of 
carbonation in the beer. 

“Generally,” he said, “draft beer 
is carbonated to 2.6 volumes, that is, 
a given amount of beer will contain 
2.6 times that amount of carbon di- 
oxide gas. The CO» gas in the beer, 
however, behaves about the same as 
any other gas. 

“This means that in beer lines 
running vertically from the barrel in 
the pre-cooler to the faucet at the 
bar, the resultant loss in pressure 
will cause the CO». gas to come out 
of solution and produce ‘wild’ beer 
at the faucet. Thus it is necessary to 
supply additional gas pressure on the 
beer 


“To do this CO» gas could be used, 
but some of it would be absorbed by 
the beer, should the beer be pre- 
cooled and the pressure employed be 
high. This would again change the 
gas content. So instead, compressed 

(Concluded on next page) 


it could explain the freezing, ® 


know also, they 
are selling motors, belts, pulleys, controls 
ond other allied items for you. 


Write for 
Bulletin AC-171 


CONDITIONING 


KRAMER 


KRAMER TRENTON CO.- Trenton 5, NJ. 
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Application of Temprite Equipment for 


Water Cooling Explained to Servicemen 


Freon I2 


FIG. 2—Even ot pheric pre ° 
refrigerant can produce much lower tom. 
Perotures than would normally be expected, 


perhaps g for | freeze-ups. 


(Concluded from preceding page) 
air is employed to overcome the dif- 
ferences in pressure and deliver the 
beer at the faucet with the desired 
degree of carbonation,” Pollock ex- 
plained. “CO2 gas is used, however, 
where there is no pre-cooler and the 
temperature of the keg is high.” 

Where there is a long run from the 
beer pre-cooler to the bar, it may 
be advisable to cool the beer lines, 
he also suggested. It may be, too, he 
said, that the beer lines may come 
close to a source of heat between the 
pre-cooler and the dispensing faucet. 

Cooling of the beer lines can be 
achieved by running a cold water 
pipe next to the lines, the pipe being 


in direct contact with the lines. 

“In general, watch out for ‘hot 
spots, kinks, and restrictions due to 
yeast growth in beer lines,” he cau- 
tioned. “And when servicing draft 
beer equipment, it's best to first test 
the temperature of the beer at the 
faucet. 

“It may be necessary to draw as 
many as six or seven glasses of beer 
before a true reading of the tempera- 
ture can be obtained. In the case of 
a partially plugged strainer, for ex- 
ample, it would take that many 
glasses before the beer would draw 
off as warm as the bartender said it 
was.” 


Figuring Refrigeration Load 
For Water Cooling 


Application of Temprite units to 

water-cooling applications was men- 
tioned also by Pollock, who declared 
that “it is very easy to figure the re- 
frigeration load on water-cooling 
jobs. 
“Just remember,” he said, “that 
there are 8.3 lbs. of water in 1 U.S. 
gal., and that a B.t.u. is the amount 
of heat necessary to raise 1 ib. of 
water 1° F. If the application called 
for cooling 10 gals. of water per hour 
from 80° to 40° F. you would multi- 
ply the pounds of water times the 
temperature it was to be cooled to 
get the number of B.t.u. required. 

“In this case, then, it would be 83 
(10 gals. x 8.3) multiplied by 40 (the 
difference between 80° and 40°) or 


3,320 B.t.u. per hour. So you would @ 


need a cooling system of 3,320 B.t.u 
hr. capacity.” 

On larger water-cooling jobs, how- 
ever, it may not be necessary to in- 
stall a plant with as much capacity 
as the peak water consumption 
might indicate, he cautioned 

“A bottling plant, for example, 
may require 300 gals. of cold water 
an hour, but drawn off in batches at 
the ‘rate of flow’ of 500 gals. per 
hour. Investigation of the plant's 
method of operation may indicate 
that installation of a storage tank 


and a system that can cool only 300 


for all tubing or pipeQ 
Handy Tube Bender 


= To Bend 


NO KINKS 
OR FLATS PORTABLE 
AT LEADING SUPPLY HOUSES 


T 


gals. an hour will be the answer.” 
| Oil Separators Discussed 


| 

} 

j Brief comments on Temprite’s oil 
| separators were also made by Pol- 
| lock, who told the men in this con- 
nection that he “questioned the ad- 
visability of installing a shut-off 
valve in the oil-return line between 
| the oil separator and the compressor 

crankcase 


| serviceman went away leaving the 
| shut-off valve turned off. Naturally, 
| the machine will eventually go dry 
| under these circumstances. 


KEROTEST 
Irged Brat 
GLOBE VALE 


See Your 
Kerotest’ Wholesaler 
FIRST 
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Chacha The hea a 


V1. FULL FLOW — maximum volume and pressure. 
V2. SELF- ADJUSTING —self-compensating 
“Rloating™ disc. 


V3. POSITIVE SHUT-OFF—seals flow without 
forcing. 
V4&. LEAK-LOK BONNET SEAL—ossures leck- 
proof bonnet joint. 
V5. REPACKS IN USE—positive bock-seating. 
v6. mrp PROOF — withstands sol- 
dering, never develops porosity. 
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FIG. 3—A new sect for the lever mechanism of the float volve 


in @ Temprite can be pr 


“Condensation of the refrigerant in 
the separator is a possibility that can 
be a source of trouble. Low head 
pressures together with long off cy- 


ided by i 


g o washer os shown. 


cles, or the condensing unit installed 
in a low ambient will cause the su- 
perheat stored in the separator to 
dissipate curing the off cycle and 


| 
| 
| 
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| ‘increases sat 


“T've known of cases where the — 


The cost of “Hold-Over” Truck Refrigeration is 
so little that its advantages outweigh its cost . . . 
it pays for itself in a hurry. It increases sales, reduces spoilage, 
permits longer runs and saves handling time . . . 


less than the cost of ice alone. 


Kold-Hold “Hold-Over” Truck Refrigeration increases sales because it keeps 
your truck contents cold, clean, dry and odorless, and improves their sales appeal. 

It reduces spoilage because the temperature of the truck can be predetermined and 
maintained throughout the longest day's hauls. And when the truck returns from its 


truck refrigerati 


and 


It does all chis for 


trip, undelivered loads can be left in the truck to save overtime handling. 


“Hold-Over” Truck Plates reduce the cost of marketing perishable foods. Operating 
either off the existing plant cooling system or with condensing unit mounted on 

truck, they protect your products in transit . . . 
So why pay a premium for inadequate refrigeration when you can refrigerate your trucks at a 


profit, using “Hold-Over” Truck Plates. Write for full details today. 


KOLD=HOLD Os ~~ 


for less than 10 cents a day! 


cause condensation. The separator 
should not be installed near er in the 
air stream of the condenser fan.” 


Effect of Persistent 
Frosthack 


Emphasis, however, was placed by 
Pollock on the effect of a persistent 
frostback where the accumulator 
heat exchanger is not large enough 
or where there is none at all. With a 
frostback the resultant wet compres- 
sion may cause condensation to take 
place in the oil separator 

“With considerable condensation in 
the separator this mixture of oil and 


refrigerant collects in the sump of 
the separator and, raising the float 
ball, allows this mixture to be 
dumped into the crankcase. As it 
enters the crankcase it quickly 
changes into a frothy masa It is 


now easily picked up by the piston, 
and pumped over to the separator 
where again it adds to the refriger- 
ant and oil mixture in the separator, 
and so the cycle repeats itself in a 
dog chasing its tail sequence.” 

Following Pollock's talk, Porter 
of Temprite pointed out to the serv- 
icemen the opportunities they have 
to sell self-contained carbonators to 
many of their refrigeration custo- 
mers. 

“The trend today is away from 
bottled soft drinks to draft dispen- 
sers. This means that you servicemen 
can sell and install these carbonators 
in drugstores, ice cream stands, and 
similar places at a profit.” 


JUST ASK USB! 


Turn to “What's New” Page for 
useful information on new products. 
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dust Chief —— 


{ HAMMONE ina" 
winced the pr 
opp fron 


Hetz Corp has 
ry prtior of <A J 
factory superintendent 
ti pasistant chief 
‘ gt}? oor 

‘hepp has heen 
wot? ihe company 
ite beginning 
1088 and hee 


4 ty thuted 


aieue 


many 
of. ithe 


t. demgning 


used 
Betz 
nite, acoording to 
J Ww Heoet wick 

*; president 


eaneral 


ideas 


and 


manager 


» A. 4, Kop *ttieet wick aaid 
opp will ti ay ail nee to manufac 
uring wmiomers th @eantet their on 
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Laurence Trant Handles 
Acme Line In Virginia 


* . 

’ JACKBON, Mich ¢ Appointment of 
Trant &'(b of Norfolk 

Acie cwntative in the 
fate f Virginia, except Fairfax 

} el and the city jf Arlington, was 

{nneun: ed recently pry K. A 'Weath 


aAurence 


‘ 
ye as 


repr 


rwax, president of “4 me Industries 
™. here ] 
‘The Trant firm hae specialized in 


eandliing heating, ventilating, and air 
Fonditioning equipment in Virginia 
than 14 Hesides 


”“ more years 


Prant Howard BK. Marquart and J 
wb Hagan are sales engineers with 
-iore than five years experience in 


. 
he trade 


a 


at talon 


Seodey Ores, Spansion 
Doubles Service Dept. 


PT WAYNE, Ind..-A major ex- 
pansion move has more than doubled 
the floor space and facilities in the 
service and parte department of 
Stucky Bros, local appliance retailer 
according to Kenneth Stucky, com- 
pany manager 

Btucky said the gives the 
and parte department 1,159 
of floor space compared with 
586 aq. ft. The enlarge- 
ment, he explained from 
Stucky Bros’ rapidly expanding serv- 
kee program and staff, which now 
numbers 11 headed by Depart- 
Manager Siemon Dettmer. In 
the department handled 
16,677 transactions 

Eatablished in 1915, Stucky Bros 
ie said to be northern Indiana's larg 
est Kelvinator and Maytag service 
department and parts distributor 
The company also operates two re- 
tail outleta in Ft. Wayne, carrying 
additional appliance and hard 
good lines as Geneva Kitchens, Sun- 
appliances, Hoover sweepers 
General Mills irons, Bendix washers 
and driers, Duo-Therm and Coleman 
products, Zenith radios, and RCA 
Victor television receivers 

Formal opening of the expanded 
service and parts department was 
celebrated with an open house which 
attracted several thousand visitors 


Perlex Names Hatch 


MILWAUKEE Harold H. Hatch, 
manager of the repair department 
for the Controls Div. of the Perfex 
Corp... waa named service manager 


move 
oervice 
aq. ft 

the previous 
resulted 


men 
ment 
the past year 
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To obtain further information on the literature listed below, 
please refer to key number preceding listing. Please use the 


“Information Center” form on “What's 


New” page. 


Viking’s Engineering ‘Form’ 
Lists Blower Assembly Data 
KEY NO. N-420——— 

CLEVELAND. A new condensed 
engineering data bulletin, Form No 
513, covering complete design dimen- 
sions and performance data of all 
Viking blower assemblies, is an- 
nounced by Viking Air Conditioning 
Corp. here, manufacturer of furnace 
blowers and humidifiers and window 
and attic fana 

The six pages of Form No 
contain all information needed by 
the furnace designer or any engi- 
neer to select a blower of the proper 


513 


size, capacity, and operation for any 
specific job, according to Viking’s 
chief engineer, Philip Borkat 
Printed in two colors the new 
form features dimension drawings 
and halftone illustrations visually 
describing all possible blower ar- 


rangements, types of feet, and motor 


locations in easy-to-read, compact 
atyle 

JUST ASK US! 
Turn to “What's New’ Page for 


useful information on new products. 


Lehigh Engineering Solves 


Automatic Defrosting/ 
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) AUTOMATIC DEFROST “PACKAGE” 
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Ready for installation on practically 
all installations below 32 F 


No guesswork —no fumbling — 
no time wasted! This Lehigh 
package is so simple, so com- 
plete, that all you have to supply 
are the necessary lengths of suc- 
tion and liquid line from the 
condenser to the evaporator. 


EASIER TO INSTALL — 
COSTS LESS— FOOL PROOF 
Any service man con install it! 
Included in the package are such 


components as: Lehigh BLU- 
COLD Condensing Unit with 


Lehigh ; own 4-way valve. Pres- 
sure timer to regulate defrost 
cycle. Low pressure control. Spe- 
cially designed evaporator with 
heated drain pan—complete with 
expansion v 4m and necessary 
by-pass arrangement. Dryer, etc. 
These, and other parts, are fac- 
tory installed to save service 
man’s time. There are fewer parts 
than previous systems. And 
because every part is in perfect 
balance you can GUARANTEE 
ABSOLUTE SATISFACTION, 


Available—Air cooled. 1/2 H.P. thru 3 H.P. (2700 to 12,000 
B.T.U. Hr.) Water cooled systems, to be available shortly, 
up to 24,000 B.T.U. Hr. Write for data sheets and price list. 


4 


A COMPLETE LINE 
OF CONDENSING UNITS 


1/4 to 5 H.P. 


Booklet Explains Techniques 
For Laundering Washables 
———KEY NO. N-421 


MANSFIELD, Ohio — Techniques 
and helpful hints for laundering 
today’s washables are explained and 
simplified in a new booklet an- 
nounced by the Westinghouse Home 
Economics Institute. 

Called a “Reference Handbook on 
Home Laundering,” the 40-page, 
seven chapter booklet was written by 
Mrs. Julia Kiene, institute director. 

Seven cardinal principles of good 
washing are described from sorting 
washing loads to the importance of 
thorough rinsing. Complete informa- 
tion is given on how to launder spe- 
cific fibers including the newer man- 
made fibers—orlon, dacron, dynel, 
and glass fiber. Principle types of 
washers, clothes driers, hand irons, 
and electric ironers are discussed 
and pointers are given for their care 
and use 

Primarily designed as a teaching 
aids reference handbook, the new 
booklet is illustrated throughout with 
sketches and photographs. It is 
written in non-technical terms. 

Copies of “Home Laundering” 
(booklet 1CE-0203) are available at 
five cents each. 


Bulletin Has Data on High 
Pressure Air Distribution 
KEY NO. N-422 


ROCKFORD, IL — Barber-Colman 
Co. here has released a four-page 
bulletin on high pressure air distribu- 
tion 

Bulletin F 4960 includes typical in- 
formation on noise levels and pres- 
sure drop, as well as diagrams and 
a discussion of the application of 
Barber-Colman equipment to meet 
the requirements of high pressure 
installations. 


Nature, Uses of Solders 
—— KEY NO. N-423———_ 

NEW YORK CITY—An educa- 
tional brochure on the nature, pro- 
perties, and uses of solder, said to 
be the first of its kind on the sub- 
ject, has been published recently by 
the Federated Metals division of the 
American Smelting and Refining Co. 

Separate sections of the 36-page. 
illustrated book are devoted to 
thermal effects, mechanical proper- 
ties, principles of soldering, and 
fluxes. The selection of the proper 
solder for a job is explained, fusible 
alloys are described, a list of appli- 
cations and a description of all Fed- 
erated solders are reviewed giving 
specifications and technical data, 
melting ranges of tin-lead solders 
are given, and ASTM, SAE, federal, 
and military specifications are out- 
lined, as are wire tables. 

The catalog is basically an edi- 
torial treatise and is available upon 
request to the company. 


Harry Alter Co. Issues New 
‘Dependabook’ Parts Catalog 
KEY NO. N-424—— 

CHICAGO “Dependabook” No. 
156, for spring and summer, 1952, 
dressed in a multi-color cover, was 
recently issued by the Harry Alter 
Co. and a free copy is obtainable by 
writing to the company. 

Edition No. 156 of the Dependa- 
book illustrates, describes, and 
prices over 9,000 parts and supplies 
in the fields of refrigeration, televi- 
sion, radio, heating, air conditioning, 
and electric motors. The Alter Co. 
sells at wholesale only. 


Meat Industry Items Listed 
In Koch Supplies Booklet 


KEY NO. N-425—— 

KANSAS CITY, Mo.—Koch Sup- 
plies has announced publication of 
a 16-page booklet describing equip- 
ment and materials for the meat in- 
dustry. 

The book contains details on many 
exclusive Koch items, ranging from 
equipment needed in the biggest 
plant to items necessary in the 
smallest meat market. Subject matter 
includes knives, meat smoking appa- 
ratus, lard rendering equipment, de- 
hairing equipment, poultry equip- 
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METHYL CHLORIDE 
SULFUR DIOXIDE 

Ovtribeter of “Knene” Chemests “Freon” refrigerant 
“FREON Ti"—“FREON 12° 
“FREON 21°—“FREON 22° 
“FREON TI3"—"FREON 114° 
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AIR CONDITIONING & REFRIGERATION NEWS, APRIL 1} 14, 1952 


BASIC REFRIGERATION CONTROLS 


By Service Information Division, 
W hite-Rodgers Electric Co. 


This is the fourth in a series of articles prepared by the 
Service Information Division of White-Rodgers Electric Co. to 
review the basic principles of refrigeration controls. The text and 
the illustrations show how these principles are applied to actual 


controls. 


4—How To Calibrate 
Controls In the Field 


The foregoing has pointed out the 
steps necessary to set the White- 
Rodgers adjustable differential, hy- 
draulic action temperature controls. 
This does not only confine itself to 
refrigeration temperature controls but 
covers all White-Rodgers hydraulic 
action controls for refrigeration, air 
conditioning, and heating. 

In the refrigeration industry most 
of the temperature controls that are 
used stop the unit at the lowest 
temperature shown on the dial under 
the fixed indicator. The unit is 
started at the highest temperature 
indicated on the dial under the mov- 
able indicator. 

In the heating industry many of 
the controls operate with switch ac- 
tions that are reversed to those in 
the refrigeration industry. The unit 
will start at the lowest temperature 
indicated on the dial under the fixed 
indicator and stop at the highest 
temperature indicated on the dial 
under the movable indicator. How- 
ever, settings of the control in either 
case are identical. 

There is a difference in the switch 
action. One switch is designed to 
open on rise of temperature, the 
other to close on rise of temperature. 

Now that we have read how to set 
the hydraulic action controls, our 
next step is that of calibrating them. 


MUST FEEL TEMPERATURE 


In foregoing paragraphs we have 
referred to the temperature sensitive 
section of the element as the feeler 
bulb. We have referred to the com- 
plete sensitive element as an auto- 
matic hand. 

If we want to feel a temperature 
with our hand we must place our 
hand directly against the object, the 
temperature of which, we want to 
feel. To prove this point, if you want 
to feel the temperature of the surface 
of a hot stove you would have to 
place your hand directly against the 
side of the stove. 

If this stove happened to be really 
hot you would no doubt receive a 
bad burn. You would undoubtedly 
bring your hand within about *‘, in. 
of the surface of the stove and 
quickly withdraw it to save this bad 
burn. 

This only goes to prove the fact 
that to feel a temperature accurately 
you must contact the temperature. 
This refers to cold as weil as to 
heat. The same procedure applies to 
the feeler bulb used on any tempera- 
ture control. 

You cannot determine whether a 
control is out of calibration unless 
you are positive of the temperature 
that immediately contacts the feeler 
bulb. This can only be determined by 
placing the bulb of an accurate 
thermometer directly in contact with 


the feeler bulb of the control 
Fig. 9). 


USE ACCURATE THERMOMETER 

Do not depend upon an ordinary 
“dime store” thermometer. You are 
dealing with an expensive control. 
You do not need an expensive ther- 
mometer but be sure you have an 
accurate thermometer. 

If the control does not operate the 
unit between the points indicated on 
the dial of the control and compara- 
tive readings on the thermometer, 
then the control is out of calibra- 
tion. 

If the control is out of calibration, 
proceed as follows, being sure that 
the sensitive bulb of the thermometer 
is directly on the feeler element of 
the control: 

(Again let us stress that you make 
sure that you are using an accurate 
thermometer. ) 

With your screwdriver inserted in 
the slot in the center of the large 
dial, rotate the dial until the ma- 
chine stops. On a refrigeration con- 
trol this will be at a point when you 
are rotating the dial in clockwise 
direction. 

Now rotate the dial in a counter- 
clockwise direction until the machine 
starts. Do this one or two times and 
note at which point on the dial the 
machine stops. The point referred 
to will be the temperature indicated 
under the fixed indicator 

Now start and stop your machine 
again but in this instance when turn- 
ing the dial in a clockwise direction 
stop the dial movement at the in- 
stant the machine stops. Do not again 
change the dial position. 


DIAL CAN BE TURNED 


If the dial and the thermometer 
reading do not agree, then loosen the 
two dial screws without changing 
the dial plate or stud nut. When the 
dial screws are loosened about one 
turn, the dial can be turned without 
changing the stud or dial plate posi- 
tion. 

Rotate the dial only to a point 
where the thermometer reading and 
the dial reading under the pointer 
are the same. Then tighten the dial 
screws. 

The controls should now be in 
calibration. 

Hydraulic action controls have ad- 
justable differentials, and can all be 
calibrated in this manner. 

All that you have to do to cali- 
brate these controls is to know the 
temperature immediately in contact 
with the element, or feeler bulb. Then 
by rotating the dial in a clockwise 
and counter-clockwise direction and 
stopping the dial at the point where 
the switch snaps, you can loosen the 
dial screws and set the dial to a 
point shown on an accurate ther- 
mometer and the control will be 
calibrated. 


ANY POSITION OKAY 
Before leaving the subject of hy- 


ready for easy installation. 


of many types of glass or mirrors. 


1028 NORTH LA BREA AVENUE 


“DISPLAY ALL” sliding gloss panels combine beauty, utility and sanitation 
in open top case to cutting room partitions. These smart new sliding 
panels are available, custom built to your requirements. Complete and 


Frames and guides are highly polished, heavy extruded aluminum. Ball 
bearings and cushion rubber stops assure noiseless operation . 


Let ws show you how “DISPLAY All” Doors ond Sliding Ponels 
will mean soles ond profit te you . . 


AMERICAN GLASS REFRIGERATOR DOOR CO. 


— 


. . choice 


tOS ANGELES 38 CALIFORNIA 


1G. %—Colibrotion of 

controls in the field is 

not dificult but requires 

the wse of on accurote 

thermometer to determine 

the tempercture ot the 
feeler bulb. 


FIG. 10 shows front view of heavy-duty line 
voltage thermostat with cover removed. 


FIG. 11 shows beck view of line volioge 
thermostat (left) ond wall mounting plate 
(right). 


draulic action controls we should call 
to your attention the fact that these 
controls can be mounted in any posi- 
tion, vertical, horizontal, or at any 
of the intermediate angles or ae | 
tions. The control feeler bulb can 
be placed above, on a level with, or 
below the control itself. 

This is due to the fact that a me- 
chanical switching mechanism with 
positive snap action is used. Also, 
that the hydraulic action element is 
not affected by its location. 

One point that is of great interest 
in this control is the fact that it is 
not affected by ambient tempera- 
tures, nor by altitudes. The feeler 
bulb itself, on the White-Rodgers 
control, is the only part of the con- 
trol that is vitally affected by tem- 
perature change. There may be some 
very slight temperature effect on ex- 
tended lengths of capillary, but will 
not be noticeable in any normal in- 
stallation. 


LINE VOLTAGE THERMOSTATS 
ARE HEAVY DUTY 


While we are on the subject of 
hydraulic action controls we should 
discuss the heavy-duty line voltage 
thermostats. These thermostats use 
the same hydraulic action element 
that we have been discussing. 

The line voltage control is built in 
a steel case designed and finished to 
harmonize with all surroundings. 
Thermometers are easily broken. On 
this particular control the thermom- 
eter is recessed so that it would take 
a direct blow from the front of the 
control to damage the thermometer. 

The temperature adjustment of the 
control can be easily seen and is lo- 
cated at the top of the control case. 

If you were to remove the cover 
from one of these controls it would 
expose to you the hydraulic action 
element and part of the switch as- 
sembly, as shown in Fig. 10. You 
will note that the switch assembly is 


| entirely enclosed in this control, just 


as it is in all hydraulic action con- 
trols. 

This is an ideal control to use 
where you are confronted with dirt 
or dust in the atmosphere. The hy- 
draulic action element can be very 
easily wiped off with a cloth be- 
cause it is not delicate and will not 
be affected by cleaning. We know, of 
course, that dust, dirt, grease, and 
lint act as an insulator and upset 
the operation of the control. 

Fig. 11 shows a back view of the 
line voltage thermostat. To install 


this control the bracket is mounted | 


——— 


PEELER GAS © AREA BEING CONTRA LET 


against the wall, wires are then at- 
tached to the terminals on the con- 
trol panels. The complete control is 
then slipped over the bracket and is 
held in place by a screw at the 
bottom of the assembly. 

This control does not have an ad- 
justabie differential. The differential 
is set at the factory. 

The electrical ratings of line volt- 
age controls will be discussed later 
in this series. 

_ {Fe Be Continued) 


A 


that Assures 

Dependable, 
Care-Free 

Refrigeration 


DETROIT 
Greater Detroit 


- formed 
Furniture & 


The newly 
Retail 


Appliance Dealers Association has 
launched a “no Sunday operings” 
drive that may produce a new kind 


of picket line, 

Disturbed by the increasing num- 
ber of home goods specialty stores 
that are staying open on Sundays, 
the association has sent letters to all 
such firms asking them to discontinue 
the practice. Those who decline to 
cooperate will be visited by a com- 
mittee of 10 dealers, headed by Mar- 
vin Zanek of Lioyd's Outfitting 

If these efforts fail to bring an 
end to Sunday openings, association 
members will picket the stores still 
doing business on that day, accord- 
ing to William La Vine of Union 
Appliance Co., president 

Reason behind the drive is that six 
days of labor a week is sufficient 
and that remaining open a seventh 
day does not warrant the extra coat. 

The group will also work for im- 


proves corvicing by aupptiors 


THERMOSTAT CONTROLS 


Regardless of the type of hermetically sealed units that 

you use in your cabinets, you simply can't beat the com- 
bination of a Klixon Dome-Mounted protector, Klixon Starting 
Relay, and the new Klixon Defrost Thermostat Control. 

The Klixon protector prevents motor burnouts. It helps to 
provide dependable refrigeration year in, year out by guarding 
the motor from becoming dangerously overheated. It prevents 
food spoilage, reduces repairs and replacements. 

The Klixon motor starting relay starts the motor surely 
and quickly. Its positive action and long life eliminate start- 


ing troubles. 


The Klixon Defrost Thermostat is now used on a number of 
major makes of refrigerators. You'll find it the most positive 
answer to your automatic defrost control problems. 

Manufacturers of refrigeration units are invited to find out 
more about these Klixon products. Write on company letter- 


head for further information. 


KLIxo 


SPENCER THERMOSTAT 
Division of Metals & Controls Corp. 
2404 FOREST ST., ATTLEBORO, MASS. 
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AIR CONDITIONING & REFRIGERATION NEWS, 


Refrigeration 


and their Solution 
by Paul Reed 


i 
i bor Service and Installation Engineers 


é — 
‘ HD sie | 
‘ frost or at worst, with only a thin 
Automatic sn of toe 
The shields are dipped into «a 
4 bucket of water or put under the 
Defrosting (2) faucet. Being light sheet metal they 
warm quickly, and the ice and frost 


owes 


¢ Just an inf the « i of household 
defrigeratorn, rat all the evapo 
‘"" "8 f c‘ommercqal refrigerating 
quipment fille iweo three broad 
Viess 2 

i Kent 

{ oo MASUAL pRMOVAL 

j By SCRAPING 

; Hemoval t trom! by scraping is 
yommonly u wa on fre installations 
wird ever my anal, ones equipped 
i th plate hype e aporators It re 
ejuires «4 Keng! deal,;of work, takes a 


a f time aad we U.erefore relatively 
‘pensive and in at eet a meney job 
Yue far aa’ poani ile the 
feeraping method 
"ny automatic methtava 
2 A variatio , of hy Jgnanual removal 
fnethed in te prov ia the plate 
with tight igtting #y Helis of 
metal The fyomt arti joe forma on the 
thielda instesd of got the evaporator 
Every days, {he shields are 
lipped off the platens and with them 
the frost arat ioe tie 


manual 


being replaced 


coils 


aheet 


few 


alae removed, 


loonen and drop off. The shields are 
then dried and placed back on the 


plates 
Removal of the shields, defrosting 
them and putting them back in place 


can be done in a matter of a few 
minutes. Where removal and defrost 
ing of the shields ia done every few 
days, and particularly if thia job is 
delegated to some one employe, and 
if he does it at regular intervals or 
when the frost becomes heavy 


enough, this method has advantages 
of low first cost removal of 
frost no heat required, 
and no warming of the foods while 
the evaporator is being defrosted 
But the trend has been and continues 
to be toward automatic defrosting 


positive 
no shut-down 


1, SHUT-DOWN DEFROSTING 


This is possible only for defrosting 
commercial evaporators in fixtures 
held at average temperatures above 
or slightly below freezing 

Since the finned type evaporator 


came into common use in commercial 


Problems 


the 
and effective. Coming after each run- 


defrost cycle has been popular 
ning cycle, the defrost is only long 
enough to insure that the evaporator 
completely defrosta before the com- 
pressor starts again. The compressor 
is held off by either a low pressure 
control or a temperature control, set 
to require the coldest part of the 
evaporator to rise above 32° before 
the control closes and starts the com- 
pressor 

With a finned evaporator, the fins 
warm up quickly and carry heat 
quickly to the refrigerant tube or 
prime surface,” so average refrig- 
erator temperatures of as low as 
about 34°, with maximum refrigera- 
tor temperatures of 36° are possible. 

Bare tube evaporators without fins 
can also be operated on the defrost 
eycle, but the amount of surface re- 
quired makes them relatively expen- 
sive and bulky 


THE OPEN “MEAT CASE” 


In some areas of the country, there 
has been quite a demand, especially 
for the past year or so, for open dis- 
play cases to be held at average 
temperatures of around 28 or 29° F. 
These are commonly known as “meat 
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ALWAYS HEED MANU- 
FPACTURER’S INSTRUCTIONS 
Length and frequency of the de- 

frost periods, control settings, air 
velocities, etc, vary with the par- 
ticular make and design of case or 
other fixture, so general conditions 
only can be given here. The installer 
or serviceman should be guided by 
the manufacturer's instructions. 

Moreover, he should always read 
and apply the instructions furnished 
with each individual case, even 
though he has installed a case that 
seems identical, only the week be- 
fore. It must be recognized that the 
commercial fixture business changes 
rapidly. Methods of merchandising 
fresh and frozen foods are constantly 
changing. The merchants’ require- 
ments, and sometimes whims, are 
changing also. 

Fixture designs and construction 
methods are constantly being revised 
to conform to market demands, to 
advances in the art, and to shortages 
and availability of materials. So the 
instructions that applied last week 
may no longer apply, and may be 
superseded. Be sure to read and heed 
the imatructions furnished with each 
individual piece of equipment. Doing 
80 may save you a lot of trouble and 
work, and your customer a lot of in- 
convenience and expense. 


Ill, ADDITIONAL HEAT 
FOR DEFROSTING 


For fixture temperatures well be- 
low freezing and particularly for 
temperatures around 0° F., the shut- 
down method cannot be used. De- 
frosting the below-zero evaporators 
must be rapid-—so rapid that al- 
though the evaporator is defrosted, 
the refrigerator temperature and the 


o 


frost may have to be greater than 
during dry weather and in dry cli- 


To compensate for variations in 
climates, seasons and other factors, 
a control is available that consists 
of a combination timer and low pres- 
sure control or timer and a tempera- 
ture control. 

The control is connected into the 
electric circuit so that at certain 
times during the 24 hours, the timer 
turns off the compressor motor and 
evaporator fans, and turns on the 
electric heaters. 

Then the low pressure control 
takes over, and stops defrosting 
when the pressure in the evaporator 
has reached about 39 p.s.ig. (“Freon- 
12,") indicating that the evaporator 
is fully defrosted. The electric heaters 
are turned off, and the compressor 
and fan motors are turned back on. 

(Concluded on next page) 
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¢ opinion among users as to the value ‘¢W Minutes; and to defrost in a 
; of these temperatures, Although they ™4tter of a few minutes, heat from 
are below 32°, the freezing point of %me source must be applied directly LARKIN HUMI-TEMP UNIT 
t water, fresh meats do not freeze at ‘© the evaporator. Dass afin denies Meek ean , 
% og tat gots eng ks oe —— ELECTRIC HEAT finish, color and overall j 
at some water in the meats does 
{ graces. hawever In a previous instalment we men- ways ~~ unity and per this 
; Some users maintain that their Genes the use of electric heaters at- ance that keeps Larkin ahead. 
' cuts of fresh meats stay fresher and tached ” the evaporators, to defrost 7 
¢ more salable in appearance. Others the new types of household refrigera- Manutacturers of the original Cross-Fin 
} : : tors with compartments for the stor- Coil — Humi-Temp Units — Evaporative 
; maintain that the cuts of fresh meats 
: $ age of frozen foods. and Air Cooled Condensers — Air 
: dry out too rapidly at such low Siestate det - A Units and Coils — Direct 
5 temperatures. Perhaps the original jectric eat rosting is also 
: quality of the meats, their condition used Lend commercial equipment. 
‘ when received by the butcher, the The evaporators are the finned type 
° methods and materials used in pack- ener with gravity air or forced con- 
‘ aging them, and the rate of turnover, ection The heater is usually of the 
: have important bearings. Whatever tubular type, fitted into holes in the 
y the factors, the fact remains that Gas; or in some fixtures, located be- 
Ad some markets demand these cases; low the coil. : P 
ad others ban them An electric clock timer is used to | 
These temperatures of 28 or 29° turn the electric heaters on from | l — - ; a a 
cannot be maintained with a defrost 4 to 8 times per 24 hours and at the Authorized factory 
cycle, that is, a defrost between each **me time turn off the compressor ‘di “ 
, run, The “meat cases” carrying these ™0tor and the evaporator fans if | j) rebui ing service 
i ; | temperatures can be defrosted auto- a At the end of the defrost period, } 
DISYRIBYTORS HAVE MORE TO OFFER _—sticaily however, and by the shut. Wich may be 10 to 20 minutes, the 
down method timer turns the electric heater off 
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Through there dramatic st-Cutting developments: | of these cases operate in a frost pertes | ni om 
; } building cycle, that is, they do not necessary to — a full defrost v it plant 
aiomizged air - eliminates costly waste. defrost between runs. However, a pe ay Pane co | an tae ae in. || COMPLETELY EQUIPPED 
. defrost timer is provided to stop the 2 | 
> } £ | compressor for nee of 15 > 30 heaters, but also with the season and | WRITE BOX 2985 
; directional flow - diminates costly spillage. caged the area in which the fixture is used. | AIR CONDITIONING & 
H 7 minutes, several times a day. | 
' i During these defrost periods, the me ws wee & Oy eee | REFRIGERATION NEWS 
‘ - ° f d len m of the do : —————— 
: ss Woe! onan air - cots case running time case temperatures temporarily rise the frequency and lengt SaRnaan anaes 
wp te 15%. to as much as 40° or even more | 
¢ 4 while the evaporator defrosts. Also, 
ee : the meat temperature rises some- YOUR BEST INSURANCE AGAINST &XPLOSION DANGER / 
b ; $ what above 28 or 29°, even above 
- SHERER USERS REPORT SAVINGS UP TO 82°, but the rise is only temporary, FINE “SEAMLESS” CYLINDERS 
4 $210.00 ANNUALLY, PER 10 FOOT CASE so the quality and appearance of the \\ 
° 4 meat may not be materially affected. ‘/ give maximum safety for only 3 cents a year! Cheapest rar} 
. - y ; In these cases, the evaporator must you can buy against wate Goan from ary Fp 
: Gustomery can apply these remarkable savings to: be quite generous in capacity—more Their extra capacity 4.8 Ibs. compared to 4.0 require- 
: " lower prices generous even than in 35 to 38° —" ments . 2 en ap ne ee 
‘ ou 3 ; : cases, so as to hold the evaporator Heavier metal walls, er at ends. No welded seams safety 
: 2. quick lt pay off original investment temperature as high as practicable, provided as standard equipment. Spring loaded eatery, slighty yur 
y ¥. absovt: cost of loss leaders or special sales | thus assuring the highest humidity . +. Ash your Wholesaler about Fines new 5 lb. — 
: ( @. extn; profits from these savings. possible. Also a generously sized No. 5E, stands erect 
" ? ‘ evaporator makes defrost somewhat VE TS 0 4837 S. WESTERN BLVD. 
| t $ quicker than would be the case with PRODUC C © CHICAGO 9, ILLINOIS 
’ qelwal: SHERER gives wsers these PLUS VALUES: @ smaller evaporator a ——— 
a : Last, eayy servicing — wide-angle, panoramic visibility — Thi Z y/ 4, a e by Ty i / 
: ‘ ‘automatic selling” design features that increase sales aways ore betfer... ano in contro tts V7CO ? 
: wod lower selling costs and many others. Write for 


tram hive) information today. Ranco controls give dependable satisfaction to 


customers and servicemen alike. That's why there 
are over 35,000,000 Ranco controls in use 
throughout the world . . . more in use than any 
other make! Insist on Ranco controls, available for 
more than 4,000 replacement installations. 


SHERMER DISTACAYTORS SELL MORE BECAUSE THEY HAVE MORE TO SELL 
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4 . 
Automatic Defrosting - - 
(Concluded from preceding page) 
This occurs whether the timer is 
ready to stop the defrost or not. 

In some types of equipment and in 
some areas, there may be some diffi- 
culty in getting the evaporator pres- 
sure to rise high enough to stop 
defrosting even though the evapora- 
tor is fully defrosted, so this type of 
control is also available with a re- 
mote bulb temperature control instead 
of a low pressure control. The bulb of 
the temperature control is attached 
to the bottom part of the evaporator 
and thus is affected directly by 
evaporator pressure instead of pres- 
sure. 

The effect in either case is that the 
timer starts defrost at predetermined 
times each day, but that the pressure 
control or temperatures stop defrost- 
ing as soon as the evaporator is de- 
frosted, without waiting for the 
timer to act. Thus the length and 
amount of defrost is varied according 
to need. 


TIMER MAY FINALLY 
TAKE OVER 


As a safety measure, the timer 
can, however, stop defrost at the 
end of a certain length of time, 
whether the control has stopped it or 
not. This is to prevent overheating 
in case of sticking or other failure 
of the low pressure control or tem- 
perature control. 

A variation of this method provides 
an additional switch in the timer, for 
the evaporator fans. The controls or 
the timer may turn off the heaters 
and start the machine but the timer 
delays turning on the evaporator 
fans for a couple of minutes or so 

= —— - = —_ eH 
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PARAGON 


DEFROSTING 
TIME SWITCHES 


STITT E 


CHRONO-SPRAY 
Defrosting Control 
For Water-Spray Defrosting 

IT’S FAIL-SAFE! 


@A completely flexible defrosting 
control for Locker Plants, Brew- 
eries, Dairies, Walk-In Boxes, 
Unit Coolers, Air Conditioning. 


@A synchronous motored combi- 
nation 24-hour Time Switch and 
60-minute Timer especially de- 
signed for water-spray defrosting. 

@ Provides from 1 to 24 defrost 
periods per day. Also controls 
defrost duration in three sepa- 
rate adjustable periods: delay; 
water-spray; drain 

@ “Fail-safe" feature prevents possi- 
bility of evaporator fans running 
while unit is being defrosted 
Complete flexibility with utmost 
simplicity. 


Paragon 300 Series 


For All Types of Commercial 
Defrosting: 
@ COMPRESSOR SHUT-DOWN 
@ ELECTRIC-HEATER 
@ HOT GAS OR REVERSE CYCLE 


An accurate, durable, 
precision-built time 
switch for all types of 
commercial defrosting 
applications where de- 
frost is two hours or 
less. Easy-to-set pin- 
type dial. Heavy has 
case, unbreakable 

lass. Also made in 

eavy-duty outdoor 
type, Series 330. | 


for 
UNIT COOLERS © WALK-IN-BOXES 
FROZEN-FOOD DISPLAY CABINETS 
LOCKER PLANTS © REACH-IN BOXES 
FUR-STORAGE VAULTS 


| 
} 


de-frost-it 


i 
: 


| manager, 


| later 


until the evaporator has cooled down 
enough that warm air from the 
evaporator will not be biown over 
the frozen foods. An additional tem- 
perature control could be used for 
this purpose also. 


HEATED DRAIN 


Although the evaporator may be 
warm enough to defrost, the drain 
pan and the drain line may be below 
freezing, so that the water from the 
evaporator would re-freeze in them. 
To avoid this, electric heaters are 
provided, attached to the underside 
of the drain pan and wound around 
the drain line. 


PREVENTING AIR CIRCULATION 
DURING DEFROST 


Merely stopping the evaporator 
fans is usually sufficient to stop air 
circulation. Not only do the fans no 
longer circulate the air, but when not 
in motion they tend to block what 
gravity circulation there might be 
through the air ducts. In one design, 
a baffle in the air duct is electrically 
operated; closed during defrost and 
opened during norma! operation. 


ELECTRIC HEATER WATTAGE 


The wattage of the electric heaters 
naturally varies with the size and de- 
sign of the equipment, but averages 
about 500 or 600 watts for a 6 to 8- 
ft. open frozen food case, although 
much greater wattages have also 
been used. 


Airtemp Moves Regional 
Office to Pittsburgh, 
3 District Men Added 


DAYTON—Airtemp Div. of Chrys- 


ler Corp. recently announced that it | 


has moved its regional sales office 
from Cleveland to Pittsburgh. 

J. F. Knoff, Airtemp general sales 
said the move’ was made 
because Pittsburgh is more centrally 
located in the region, which includes 
sections of Ohio, Pennsylvania, New 
York, and West Virginia. 

John E. Craig, manager of fhe 
Pittsburgh regional office, also an- 
nounced the addition of three district 
representatives to his sales staff. 
They are Stanley R. Kelly, Arthur E. 
Struck, and Keene L. LeVan. 

Kelly was branch manager of the 
Cleveland Stoker Div. of Pocahontas 
Fuel Co. and Ohio representative for 
St. Louis Automatic Firing Corp. 
before he joined Airtemp. He attended 
Fenn college and Case School of 
Applied Science, in Cleveland. 

Struck joined Airtemp in 1951. Be- 
fore coming with the division, he was 
with Don Fisher Furnace Co. of 
Cleveland. He attended Fenn college 
and the Cleveland Trade school. 

LeVan was with Westinghouse Air 
Brake Co. before he joined Airtemp 
as a district representative in 1951. 


Aires Co. To Represent Acme 
In W. Pennsylvania Area 


JACKSON, Mich.—- Acme Indus- 


| tries has announced the appointment 
| of Aires Co., Philadelphia, as its new 


representative for the western Penn- 
sylvania region. The firm will repre- 
sent Acme exclusively and will handle 


| all products of the manufacturer's 


Contractor and Flow-Cold Divs. 


Aires is headed by M. A. Sheffler | 


and Harold Margulis, both of whom 
have had extensive experience in the 
air conditioning and _ refrigeration 
fields. 

A registered professional engineer, 
Sheffler is a graduate of Drexel In- 
stitute of Technology in mechanical 
engineering. He was formerly with 
Carrier in application engineering and 
in 1948 was made district sales en- 
gineer in the Philadelphia area. He is 
a member of the American Society 


| of Heating & Ventilating Engineers 


and American Society of Refrigerat- 


| ing Engineers. 


Margulis, a graduate engineer, re- 


| ceived his degree in mechanical en- 


gineering from Georgia Tech. He 
attended the University of 
Pennsylvania, taking special engi- 
neering courses. He was plant engi- 
neer for Alexander Young Distilling 
Co. for four years and sales engineer 


| for Williard Sales & Service Co., Phil- 
| adelphia. He has sold and designed 
| all types of air conditioning and re- 


frigeration systems to serve the food, 


chemical, pharmaceutical, textile, and | 


comfort air conditioning fields. 


Fish Frozen at Sea, Then Thawed, Filleted 
And Re-Frozen on Land Retain Their Quality 


BOSTON —- Recent experiments 
here and on the Pacific coast by offi- 
cials of the U. S. Fish and Wildlife 
Service contain the seeds for revo- 
lutionary changes in the coastal 
fishing industry, thanks to modern 
refrigeration and food-freezing tech- 
niques 

The experiments involve the freez- 
ing of whole fish at sea, thawing 
them for filleting at shore process- 
ing plants, and then re-freezing the 
fillets. 

Officials of the Fish and Wildlife 
Service have been conducting ex- 
periments on freezing so-called 
whole, or “round” fish aboard boats, 
for later processing and packaging. 
On the basis of laboratory results, 
these officials foresee major changes 
in the New England cod and haddock 
industry. 


AID TO NEW ENGLAND FISHERS 


Contrary to popular belief, the 
researchers have found that fish can 
be frozen as they are caught, un- 
frozen later for cleaning and filleting, 
re-frozen, packaged and sold to con- 
sumers “with practically no loss” of 
quality or flavor. This discovery sug- 
gests that many of the competitive 
disadvantages between New England 


and other fishing areas —- notably 
Canada may be surmounted suc- 
cessfully. 


Joseph F. Puncochar, technologist 
at the Fish and Wildlife Service lab- 
oratory here, has assembled suffi- 
cient evidence to indicate his belief 
that it may be commercially feasible 

———— EE = - — 


to freeze fish in bulk at sea and then 
process them later on shore 


Fish freezing at sea is not an en- 
tirely new procedure. It has been 
practiced in some areas with success. 
Certain west coast species, like tuna, 
for example, are frozen on shipboard 
for later canning. More recently, a 
Pacific coast vessel has been out- 
fitted to produce frozen packaged 
fish at sea. However, Federal fish- 
eries officials point out it is still too 
early to say whether this freezing 
and packaging at sea will prove 
financially feasible. For instance, 
filleting lines on ship cannot attain 
all the refinements of those ashore 
because of space limitations. It is 
costly to operate a packaging line 
on a vessel. Puncochar and his col- 
leagues concluded it would be sim- 
pler if whole fish could be frozen, 
glazed, stored aboard the ship, and, 
after landing, thawed, filleted, pack- 
aged and re-frozen at the conven- 
ience of the plants on shore. 


CONCLUSIONS FROM 
PRELIMINARY TESTS 


Here are the conclusions from pre- 
liminary tests conducted at Fish and 
Wildlife laboratories: 

1. The re-freezing of fish fillets 
from thawed samples of several 
varieties did not result in adverse 
changes in the color, texture, or 
flavor of the final products. 

2. Quality of fillete produced 
aboard ship may be “significantly 
lower” than those produced ashore, 


due to unfavorable processing condi- 
tions aboard ship compared to shore 
operations 

3. The quality of fillets produced 
from fish frozen whole at sea may 
be improved significantly by freez- 
ing within a minimum time after 
the fish are caught 

Puncochar has reported in detail 
the results of experiments at the 
Boston laboratory of the fisheries 
service, and draws these conclusions: 


ADVANTAGES CITED 


“If handling and preservation pro- 
cedures are instituted by the industry 
for freezing fish in the round at sea, 
a number of advantages would re- 
sult 

“These are: 1. Uniformly better 
quality frozen fish products and pos- 
sible increase in vield of fish fillets 
over iced fish. 2. Larger catches of 
fish, since vessels could stay longer 
on distant fishing grounds. 3. Utili- 
zation of by-products such as livers 
and viscera which are not now uti- 
lized. 4. Less work at sea for the 
fishermen, in that fish would not 
have to be cleaned and iced 5. In- 
creased efficiency at shore processing 
plants, since fish frozen aboard ves- 
sels could be held in commercial cold 
storage and used as needed within 
certain limits.” 


The Boston experiments were con- 
ducted aboard a specially-equipped 
research ship, Albatross IIL. It has a 
high-capacity, still-air room capable 
of maintaining temperatures of -20° 
F. with the temperature rising no 
higher than -10° F. with a full load. 
Fish are frozen on galvanized pans 
spaced 9 in. apart in the lower sec- 
tion of the freezer. Separate, smaller 
storage boxes maintain temperatures 
of 0° F. once the fish are frozen. 


which 
feature 


WILL HELP YOU 
SWING THE SALE... 


DISPLAY 


the BREWER-TITCHENER 


Corporation 
BINGHAMTON + NEW YORK 


FROZEN FOOD 


wT a 
SONAL af 


MODEL $S$-5310-D with super- 
truct Also ilable without 


superstructure. 


_SMART-LOOKING CAB) 


Fish 


@ The SPARKLING GLASS FRONT Watch 
how the Quadruple Thermopane gloss 
front on this new BTC Disploy Case 
appeals to every prospect! It's a traffic- 
stopper that can't be beat for building 
frozen food volume. 


The EXCLUSIVE NEW LID Only the BTC 
Glass Front Display Case offers this con- 
venient, new “Hide-A-Way™ Lid. It's 
self-contained and fully insulated—slides 
under the rear deck, out of sight, when 
the cabinet is opened. 


The ROOMY INTERIOR There's plenty 
of room inside this new BTC Glass Front 
Displa 
cubic 
to pros 
53” x 30”. 


The SMART-LOOKING CABINET No 
ignoring the beauty of BTC's handsome 
ss Front Display Case with brilliant, 
fluorescent-lighte 
white enamel finish — and full-color 
three-dimensional picture! 


All of these BTC features are powerful 
selling points—so be familiar with them. 
Write 


H Case—it actually has a full 10- 
loot capacity! Equally important 
cts, it fits a floor area only 


interior — gleaming 


rewer-Titchener today to learn 


full details on the new Glass Front Dis- 
Case. And be sure to ask about the 
ly profitable BTC franchise. 


SELF-SERVICE 
SALESMAN 


That's this BTC 16 Cubic Foot 
Display Case (Model DOC-16). 
Comes with or without super- 
structure. 
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FACT 
No. 1 


What Kind of a Dealer Are You? 


Do You Yo Big Merchandising, Strictly Specialty, or 2 Combination? Who Are 
Your Customers? What Is Their Income? Why Do They Buy from You? 


- 2 yi 
> WASHINGYON, %! C-“Let’s say 
yom fied Mra Proenert down in the 
anement hatging op her laundry 
leon t apologTically back away and 
«xcure yours?’ for \iterrupting Tell 
mer to get hér mi con, bundle her 
wet waeeh inte your car, and run her 
ters te yousr stan for «a drying 
ies trath 
» We cant talk bey oF finagle our 
volves ut of. the exwting problema 
f ‘ he to ofl) ourselves out of 
ah sla HM OB Price, Jr vies 
yresident of the Netjonal Appliance 
find Mad TY Dedlere Association 
Sold the Blectric Inetitute of Wash 
Rrgetor here 
: "The Prue nehnigation wold 
“ye BOO OH) worth of appliances at full 
s price ine year - The volume ian't 
qanta t th pertel think hard for 
vou to believe is aught a volume being 
Hone at full retail omece ith @ nize 
Sable net ' 
¢ “How did we a Allow me to 
gut fin very sitgly terme 
’ We merchandi A hard, concen 
drauted on exclusive byand lines, ery 
gerd intelligertlhy . our salesmen 
make money. and maintained a bal 
“ance between our poside and outside 
‘activity Piice dd ipred 
I would  ertaicly be naive if I 

didn't recognine th problems aa I 
understand they egiat in the Wash 
Jngton trading oy However, may 
I tell you of one ping? a experience 
which I think w im, vince you I do 


understand your 
erate 
market 
but 
have 
Two years ago 
designed a plan 
philosophy of 
you can get 
up the store's budget by 
left it to the store man- 
sales to sell at the beat 
possible We advertised our- 
the ‘Deal Boys and the 
Appliance and TV Bar- 


problems, We op- 
store in & metropolitan 
not as big as Washington 

cursed with all the turmoil you 


ote 


this May 1. we 
to run a store 
on the ‘the price is 
whatever 

We 
day 
and 


net 
the 
ager 
price 
selves an 
store as the 
gain House 
We proceeded on the theory that 
people would flock to you if you sold 
for leas than the recommended list 


Followed the Leader In 
Price-Cutting 


I am getting ahead of my story 
We justified this change in policy be 
cause we made a survey and deter- 


mined that seven other appliance 
outlets in our immediate neighbor- 
hood were not maintaining list prices 
We convinced ourselves that we could 
out-achiock’ the achlockers. All store 
employes knew the cost of all items 
and the only sin they could commit 
was to let the customer walk out 

All profits on all sales were 
figured at the end of the day and 
the group knew at all times where 
they stood 


“In addition to a salary for all em- 
ployes, which was figured into the 
budget, the corporation split 50-50 
with the employes, when there was 
a profit, The employes split their 
half on « percentage basis among 
themselves 

“This was a very simple and in- 
formative bookkeeping system and 
at first we thought we had the much 
sought after answer to an easy way 
to run an appliance business 


Traded Future Sales for 
A Fast Buck 


‘Remember! May and June of 
1950, two months before Korea, were 
not too good, but this operation 
flourished. Why” Because we were 
sopping up the milk and honey of a 
lot of ploughed-in sales activity. We 
gave up good proven long-term pro- 
cedures for a fast buck 

“Immediately after Korea, war 
scare buying bolstered the volume 
more and then Regulation W came 
back and we stumbled for the first 
time. Sales fell off. There were no 


profits to split, When customers 
stopped coming into the store in 
answer to out-price ads, we had no 
program no follow through no 
vitality. The salesmen had no pros- 


pect lists and no user contacts. 
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I am hard to convince, so I main- 
tained the program through 1951. I 
can report to you that particular 

© 


: ' Straight-from-the-shoulder facts 


euete! LESS TO BUY 


Thclftmester-te give 


* you greeter pewer per . lower 
cot oer loud « POWER JET CARBU- 
RETOR.for emeocth, quick ecceleration 


response «© DIAPHRAGY SPRING CLUTCH 
for easy ection engegyrent «¢ SYNCHRO. 
MESH TRANSMISSION —feor fast, smooth 


Match o "Chevrolet truck against any comporable truck 

copatfie? of handling the same payloads. You'll find 

Chevipls *) trucks list for less, yet bring you ruggedness, 

shaming pod great features not found in the other truck 
. 


SAVéS: MONEY ON THE JOB 


Eaper. enced truck operators know Chevrolet trucks cost 
least @ pwn and maintain. Valve-in Mead economy, in 
the Cige~clet Loodmaster or Thriftmaster engines, soves 
on @@ four-wey engine lubrication reduces weor 
and of corte Rugged construction means long life 


Advance- 
Design 


FACT 
No. 4 


“rT CHEVROLET ADVANCE-DESIGN TRUCK 


* Two OREAT VALVE. HEAD ENOINES — 
i Leedmester or the 


shifting «© HYPOID REAR AXLE—teor 
dependability and long life «© TORQUE- 
ACTION BRAKES— en models « 
PROVED DEPENDABLE DOUBLE-ARTICU. 
LATED BRAKES —on medium-duty models « 
TWIN-ACTION REAR BRAKES—on 

duty models «© OUAL-SHOE PARKING 
BRAKE tor greater holding ability on heavy. 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2. MICHIGAN 


FEATURES 


show you save in every way with 


-CHEVROLE TRUCKS 


RIGHT TRUCK FOR EVERY LOAD 


Chevrolet trucks are factory matched to your payload 
and service requirements. You don't buy 
truck” or “too little truck.” Frame, axles, springs, body, 
brakes and power are bolanced for the job 


“too much 


KEEPS ITS VALUE LONGER 


Records show that Ch i 
more money at resale or trade-in than many other 
makes. Chevrolet's market valve stays up because the 
valve stays in! More proof that Chevrolet is the best 
truck buy! See your Chevrolet dealer soon. 


traditt 


trucks tr 


ly bring 


duty models « CAB SEAT— with double-deck 


springs for plete riding fort « VENTI- 
PANES — tor improved cab sary a ° WIDE- 
BASE WHEELS —for | 7 


BALL.TYPE STEERING — for ane handling 
@ UNIT-DESIGNED BODIES—fer greater lood 
protection e ADVANCE-DESIGN STYLING—for 
H 4 fot end 4 


Pr 


store was the only one in our group 


which didn't show a satisfactory 
profit in 1951. We have learned the 
hard way that you can’t take out all 
the time--you must plough back in, 
or you end up with a barren field. We 


have discontinued the idea, after a 
thorough trial,” Price said. 
“What is this ‘ploughing-in, you 


might wonder. Simply this-——a basis 
of good merchandising for the long 
haul of creating future prospects in- 
stead of concentration on immediate 
sales by special or mark-down prices. 

“Example—-By promoting an item 
such as a dishwasher, freezer, or dis- 
poser where saturation is low and 
consumer resistance high. By educat- 
ing the public to the necessity of 
these additional appliances, you are 
building for future sales and future 
profits. It's ‘ploughing-in.’ 

“I'll wager if I were to ask you 
‘what are some of the things you 
want corrected?’ you would say 
larger discounts, fewer model 
changes, less franchised dealers, 
abolishment of back door selling. 

“I say, ‘what have you done to 
warrant any consideration of the 
manufacturers and_ distributors?’ 
‘More discount’ so you could cut the 
prices deeper and give larger dis- 
counts to your customers? Fewer 
model changes--when a reasonable 
number are needed to stimulate new 
buyers in a normal sale at retail? 
Fewer dealers—when so few of you 
acknowledge allegiance to any manu- 
facturer or distributor? Abolish back 
door selling -when there are ads run 
by retailers saying ‘Buy here at 
wholesale.’ ? 

“Let's be honest with ourselves. 
The clean-up has got to start at re- 
tail level. The newspaper, Better 
Business Bureau, or the Federal Trade 
Commission don't participate with 
you in your profit or loss for any 
fiscal year. 

“It is my opinion there are three 
kinds of appliance dealers. This 
theory accepts the furniture and de- 
partment stores as such, but even 
they must determine in which broad 
class they choose to operate. 


What Type Are You? 


“1. Merchandising Type—-This op- 
eration depends on volume, spends a 
great deal of money advertising, has 
as a general rule a Class A exposure 
to customer traffic, depends on short 
| profit leaders to build volume, and 
has no out-of-store salesmen activity. 

“2. Strictly specialty —- probably 
situated so that newspaper advertis- 
ing is too expensive for their market 
coverage, must go out after business, 
pay higher commissions and depend 
on specialized services to compete 
with larger competitors. 

“3. Combination of the two —with 
inside and outside activity properly 
balanced. 

“There is room for all three, but do 
you realize into just which category 
you fall, and are you operating ac- 
cordingly ? 
character could be costly. All can 
operate legitimately; all can make 
money,” Price asserted. 

“First, qualify your operation and 
plan your program. Regardless of 
your type, you require sales man- 
power. 

“Second, acquire and train adequate 
sales personnel. It is here we have 
failed so miserably. It is here we 
become frustrated. It is on this point 
that our future hinges. Your willing- 
ness to take the time and bring into 
your organization men who can not 
only sell, but have vision and can 
appreciate the opportunities that are 
afforded in this industry and who 
will work with us for mutually better 
profits and greater security. 


Takes Two for One 


“You'll have to design a new pro- 
gram for reaching almost twice as 
many prospects this year as last if 
you hope to equal last year’s volume. 

“Volume of sales or percentage of 
profit can’t come from being overly 
sensitive to what the other fellow is 
doing or how he’s running his busi- 
ness. Without condoning him or feel- 


| ing that any segment of our indus- 
| try should be permitted to run rife 


over any other, I respectfully submit 
that that same energy devoted to 
finding a prospect—-and sticking with 
him until the sale is rung up—will 
| both put more dollars in your pocket 
and put more ammunition against the 


| other fellow in your arsenal. Be- | 


Trying to operate out of | 


Pod 
¥ 


a Se ‘ % : Kye: 


come an important enough factor in 
your distributor's territory and he'll 
listen to you: he'll have to-—-his com- 
petitors want you on their teams 
then, too. 


“Dare to be Different! 


Geiger Counter for Sales 


“Finding new prospects is no more 
a fixed, pre-set pattern of action than 
finding a new location of uranium. Go 
to the same old place with the same 
old methods and you'll find you're in 
territory your competitors reached 
first and mined over pretty thorough- 
ly. Dare to be different, though, and 
they'll come panting onto the scene, 
order books in hand, long after 
you've left that ground for more 
fertile territory. Your first step in 
uranium explorations is getting a 
geiger counter and knowing the 
characteristics of the minerals. Let's 
see if we can’t rig up some sort of 
a customer-finder, a geiger counter 
for sales. 

“Have you looked carefully at 
who's buying your merchandise late- 
ly? I don't mean who's buying the 
other fellow’s merchandise in town 
or who your customers used to be. I 
mean who's the particular customer 
and what's the special customer pat- 
tern now for your store? In what 
part of town do they live? What's 


(Concluded on next page) 


RUDY . 


EVAPORATORS 
fit your needs exactly 


Famous brazed mild steel 
tube-on-sheet type... gal- 
vanized ...super finished... 


prompt service . . . low cost ... 


all types. 


WRITE FOR DETAILS 


RUDY Moore Co. 


walt - °* 


WIRE PRODUCTS 
COMPANY 


: A FOREMOST NAME IN — 
THE MANUFACTURE OF 


STANDARD AND LIGHT valine 
SHELVES OF ELECTRO-POLISHED 


LANEOUS FORMED ANO 
WELDED WIRE ASSEMBL 
“ARC WELDED ASSEMBLIES — 


WALL WIRE PRODUCTS CO. 
PLYMOUTH, MICHIGAN | 
* 
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Make Your Firm a Community Institution -- 


(Concluded from preceding page) 
their income? What's their price 
bracket? Where do they work? Why 
do they buy from you instead of from 
your competitors? 

“We found that wealthy women 
weren't the prospects for the best 
ranges. Middie-class women and 
those from poorer families were. The 
wealthy ones bought equipment for 
their servants to use. The others 
bought what they always called ‘my 
range,’ facilities they used every day, 
three times a day, and in which they 
took real pride. 


Poorer Neighborhoods 
Turn Up Good Customers 


“We found more of our volume in 
the poorer and the Negro section of 
our city than we expected and, once 
we got to cultivating that territory 
and examining it more closely, we 
dared to set a sales contest among 
our men with a quota of 200 ranges 
sold for the months of February and 
March. 

“Don't read into these studies what 
you want to see there. Be objective. 
Maybe you'll find one of your sales- 
men used to work in a factory near 
the store and was popular with the 
men there. If so, convert him to a 
sales closer with an override on all 
the volume he wraps up for you and 
your other salesmen. 

“Too often we dealers tend to think 
of customers in terms of a mass 
rather than as individuals. That’s 
rather unflattering. We all appreci- 
ate the head waiter in a restaurant 
recognizing us when we go in. How 
much more important, then, is it for 
our prospective customer, who thinks 
of us as her partner in planning her 
laundry and her kitchen, to feel she’s 
important to us! How many of us 
know all the appliances in our cus- 
tomers homes, when and where they 
bought them, whether they're satis- 
fied with them, and what they are 
planning to buy next? 


Use Rainy Days for 
House Calls 


“There are many forms of prospect 
cards available. NARDA can supply 
one if you want it. Use them or de- 
velop one of your own. Instead of 
moping around the store when, say, 
it’s rainy and the place is empty, 
assume that the customers are in 
their homes and get out and call on 
them,” Price urged. 

“Re-sell customers on you. Chances 
are good that there's some point in 
the demonstration, some fact about 
operating the appliance the customer 
doesn’t fully understand. Check on 
it. Be solicitous. If you have an ac- 
cessory to offer to make her work 
easier, a toaster cover, a plug-in 
phonograph for a television set, use 
it to gain entry and to get facts to 
make this call into a sale or a future 
sale. 

“Let's say you find Mrs. Prospect 
down in the basement hanging up her 
laundry. For heaven's sake, don’t 
apologetically back away and ex- 


cuse yourself for interrupting! Tell 
her to get her coat on, bundle her 
wet wash into your car and run her 
down to the store for a drier demon- 
stration. 

“If you close the sale, you can 
count on her phoning the store some 
time later saying to run out to her 
friend Matilda's house and pick up 
a bundle the same way. And if you 
remember to sell credit, the hours 
saved each week, the money saved 
from this investment, you probably 
will have found yourself a customer 

“One of the really brilliant distrib- 
utors in this country, Bill Shipley in 
Cleveland, phrased the reason you're 
still here very nicely. He said ‘Don't 
pre-suppose that every customer is 
a shopper and a chiseler.’ 

“Tt really does make a difference 
in the way you greet the prospect, 
the enthusiasm with which you sell 
him and the tenacity with which you 
stick with him until the sale is 
closed. Assume that he’s going to 
buy and that he’s going to buy from 
you, and you'll find a new belief in 
the powers of thought, or, more ac- 
curately, attitude transmission. 


Know the Folks Around You 


“Become a community institution 
Someone from the firm should work 
in your local Chamber of Commerce 
even if it means a few hours a week 
off the sales floor. Be active in Elec- 
tric Institute activities. Attend YMCA 
membership drives and meetings of 
at least one service club. Be a con- 
tributor to your area's civic and 
sociological growth. It will help you 
know the folks around your territory 
better and it will help them to know 
you. 

“After that, if your salesman goes 
soliciting door-to-door, he’s not just 
another peddier; he’s with a firm 
whose head or whose salesman is well 
known to the prospect. If you're a 
community institution, sales come 
easier. 

“All this spadework means little, 
though, if you don’t follow through 
and follow through consistently. Most 
dealers might as well forget about 
new residential folks. They may have 
purchased their appliances as part of 
their home or maybe they’re so 
strapped after getting the down pay- 
ment together that a new washer or 
disposer’s out of the question for 
them. 

“But the fellow who's been trans- 
ferred here by his company, the man 
who's buying the old home, the folks 
living in an apartment and slowly 
gathering together their own things 
before buying a new place, they're 
likely prospects. 

“I often wonder why dealers and 
their salesmen don’t cultivate real 
estate operators, moving men, fac- 
tory personnel managers, and others 
as bird dogs for prospects, giving 
them commissions on leads they fur- 
nish. Who else knows better when 
something needs replacement, when 
someone is moving, or when a major 
deficiency in the family’s appliances 
is apparent.” 


| Nema Firms Sell 44,147 Freezers In Jan. | 


Summary for January, 1952 


Electric Farm and Home 


by Sizes—U nits 


Farm and home freezers complete with high and low side and cabinet, where 
50% or more of the net cabinet capacity is designed for the freezing and/or 


storage of frozen foods. 


JANUARY (24 Companies) 


Domestic 
(48 States 
Sizes and D. C.) 
1. 49 cu. ft. and under 344 
2. 50 to 69 cu. ft. 972 
3. 7.0 to 89 cu. ft. 5,118 
4 920 to 109 cu. ft. .... 2,763 
5. 11.0 to 12.9 cu. ft. ... 10,511 
6 13.0 to 169 cu. ft. . 15,624 
7. 170 to 20.9 cu. ft. . 4,940 
8. 21.0 to 29.9 cu. ft. . 2,581 
9. 30.0 to 39.9 cu. ft. . 130 
10. 40.0 to 49.9 cu. ft. . 
11. 50.0 to 59.9 cu. ft 
12. 60.0 cu. ft. and over 4 
Total—All Models 42,987 


5 


1,384 


Participating companies: 


Other 
Canadian Foreign Total 
344 
134 1,106 
213 275 5,606 
1 131 2,895 
115 105 10,731 
73 78 15,775 
6 21 4,967 
» 2,589 
130 
408 752 44,147 
1,384 


Avco Mfg. Corp.; Ben-Hur Mfg. Co.; Carrier 


Corp.; The Coolerator Co.; Deepfreeze Appliance Div., Motor Products Corp.; 
Frigidaire Div., General Motors Corp.; General Electric Co.; Gibson Refrigera- 
tor Co.; Hotpoint Inc.; International Harvester Co.; Kelvinator Div., Nash- 
Kelvinator Corp.; A. J. Lindemann & Hoverson Co.; Masterfreez Home Locker 


Mfg. Co.; The Maytag Co.; 
frigeration Div.; 


Norge Div., Borg-Warner Corp.; Philco Corp., Re- 
Revco, Inc.; Sanitary Refrigerator Co.; Schaefer, Inc.; Emil 


Steinhorst & Sons, Inc.; Seeger Refrigerator Co.; Victor Products Corp.; 
Westinghouse Electric Corp.; Wilson Refrigeration, Inc. 


Educational Conference} Plans - - 


(Concluded from Page 1, Column 4) 
and is urging all eligible manufac- 
turers who possibly can, to partici- 
pate. Any manufacturer who was 
an exhibitor at the 7th All-Industry 
Refrigeration and Air Conditioning 
Exposition in Chicago last November 
is entitled to a free booth. 

“These educational exhibits are 
designed to give the men who install, 
service, and operate refrigeration and 
air conditioning equipment an oppor- 
tunity to talk with the factory ex- 
perts who design the equipment,” 
declared John H. Spence, Hussmann 
Refrigerator Co., general chairman 
of REMA's Educational Conference 
Committee. 

“It represents a real opportunity 
to keep abreast of the many refine- 
ments and developments in the indus- 
try. We are extending a general 
invitation to all men in the Greater 
Philadelphia area who are identified 
with the installation, service, or 
operation of refrigeration and air 
conditioning equipment to attend this 


frigeration industry, under the guid- 
ance of the National Safety Council.) 

1l to 12 noon-—"The Use of the 
Suction Pressure Recording Gauge in 
Diagnosing and Analyzing Service 
Problems,” John H. Spence, service 
manager, Hussmann Refrigerator 
Co. and Chairman, International 
Educational and Examining Board, 
RSES. ‘(How to save time and work 
and make diagnosis easier and more 
accurate. } 

Exhibits open 1 to 5 and 7 to 10 
p.m. 


SATURDAY, MAY 8 

9 to 10 a.m.--“Information Please.” 

10 to 11 a.m." ‘Freon-22' From 
the Installer's and Serviceman’s 
Viewpoint,” R. L. Williams, Kinetic 
Chemicals Div. of du Pont. (A dis- 
cussion of the properties and char- 
acteristics of “Freon-22" and how it 
is best used in the field.) 

11 to 12 noon-—-“Low-Side Pressure 
Limiting Valves,” William F. Wisch- 
meyer, chief engineer, Sporlan Valve 


Wolverine Tube Division of Columet 


29 
treatment of this important sub- 
ject.) 

Exhibits open 10 am. to 5 p.m 
7 p.m.--Banquet and entertain- 
ment 


SUNDAY, MAY 4 


9 to 10 a.m. “Information Please.” 
10 to 11 am "The 688.1-1950 
American Standard Safety Code,” 
Myron D. Miller, executive secretary, 
Refrigeration Industry Safety Ad- 
visory Committee. (An explanation 


of the provisions of the national re- 
frigeration safety code and how it 
may be adopted) 

11 to 12 noon.“Motor Starters for 
Refrigeration and Air Conditioning,” 
Kenneth M. Nelson, industry special- 
ist, Cutler-Hammer, Inc. ( Across-the- 
line and reduced voltage starters for 
various types of induction motors 
used on refrigeration and air condi- 
tioning equipment.) 

Exhibits open 12 noon to 4 p.m. 


New Hotpoint Outlet Open 


JACKSONVILLE, Fla Marshall 
Martin Appliances, featuring Hot- 
point products, has just opened for 
business at 2042 Blanding Bivd,, in 


conference, and we are looking for Co. (An unusual and interesting the Lake Shore section. 
an attendance of some 2,000 persons.” © SS . — 
Following is the program of educa- 
tional talks scheduled for the con- 
ference: | 
FRIDAY, MAY 2 
9 to 10 a.m.-—-“Information Please” 
Questions from the audience 0 
answered by a board of experts. | 
10 to 11 a.m.-“Safety in the Re- 
frigeration Industry” by William N. | 
Davis, senior engineer, Industrial De- 
partment, National Safety Council. 
(A safety program for the entire re- | H oO U 4 b b ©) L D 
ee | 
| 
. 
List of Exhibitors = REFRIGERATOR 
(list of Exhibitors, 9th All-industry Re- 
Wigeratioe & Air Conditioning Educational | Aye A N U ‘ A ¢ T U be E R Ss 
< , Philadelphi May 2-4) 
Exihibitor 
A-P Controls Corp. 16 
Alco Valve Co. .. wigs ae 
Aminco Refrigeration Products Co. snce  "@ 
Boker Refrigeration Corp. 62 — 
Bell & Gossett Co. 4 
Betz Corp. 75 | 
Brunner Mig. Co. 53 
Bundy Tubing Co. 61 
Bush Mig. Co., The web ies S7 | 
Century Electric Co. . . 7 | 
Chemical Solvent Co. . jeten SI 
Copeland Refrigeration Corp. ..... 2 | 
Curtis Refrigerating Machine Division of e > R M - T | C 8 
Curtis Mig. Co. .. obadbeeabeun 3 
Cutler-Hammer, inc. 14 
Deon Products, inc. 23 AS 
Detroit Lubricator Co. 4) | 
Dole Refrigerating Co. i a 
du Pont de Nemours & Co., Inc, E. 1. 24 STAN DARD E UIPMENT 
Ebco Mig Co., The 38 
Eston Chemicals, Inc. 15 
Fine Products Co. 42 Low initial cost, quiet operation, compactness of design and 
Fogel! Refrigerator Co. k) trouble-free operation, these are the reasons why manufacturers 
Gotes Rubber Co., The 72 of houschold refrigerators, freezers, air conditioners, ete., use 
Generel Conwels Co. 22 Tecumseh Hermetics in their products. 
L . Gilmer Co. a | Here's how these facts about Tecumseh will help you sell 
Halstead & Mitchell ....... 10 | your customers: 
Heat-X-Changer Co., Inc. $5 | 
Henry Valv. 5 
ets Mae ae - i LOW INITIAL COST 
Imperial Brass Mfg. Co. 26 | is passed on in lower price refrigera- 
pan ote yp! = tion equipment or more “extras” at 
don Refrigerator Co., Inc. 
Kerotest Mig. Co. 71 the same price. 
Kramer Trenton Co. 21 
Lehigh Mfg. Co. ..... » > ae 
Linde a Products Co., Division of QUIET OPERATION 
Union Carbide & Carbon Corp. 20 assures customer satisfaction and 
Mcintire Connector Co. 35 good 
Madden Brass Products Co. 45 balids up wih for. em, 
Jos P. Marsh Corp. 2 
Mueller Brass Co. 73 
Mystic Adhesive Products 32 COMPACT DESIGN 
Nolin Mfg. Co. j 33 allows more space for food storage, or 
Sodas tonber Ca, The ” smaller overall dimensions. Result . . . 
ee are - ~ more refrigeration for the money. ‘ 
Reco Products Division of tetrigertion | ; 
Engineering Corp. .......... be 
tangnation Engineaing, In ped LOW OPERATING COST 
Remco, Inc. es a due to efficient design balancing com- 
Resistofiex Corp. Ce ekgseerensesese 5 pressor exactly to the installation. This 
aenta = 2 Ports Co., Inc. 4 factor also minimizes the necessity for 
Snowhill ‘tite, Gis ives a service calls under warranty, saving 
Spencer Thermostat Div. of Metols & money for both the customer and your- 
CU Ga hs nis cicsccesscecic 5) self. 
Sporien Valve Co. Re UES ee 4 
Stondord Refrigeration Co. ... 74 e _ a 
Superior Volve & Fittings Co. ........ 52 | 
Tecumseh Products Co. ......... 43 pany galt sr yy fig eg 2 Bey Bom 
Tenney Engineering, Inc. j 30 | profits you, famous Tecumseh 
Transcire Mig. Co., Division = Pia Compressors in the refrigeration products you sell! 
Electric Motor Co. . ° 7 
United Friguator Engineers ... ne 5 
United States Air Conditioning Corp. .. 25 | 
United Wire & Supply Corp. ........ 1 | 
Velocity Power Tool Co. ............ 54 | TECUMSEH P UCTS 
Virginia Smelting Co. 1 | TECUMSEH, MICH 
WI TIE, Gi onic don ss hrnternce 44 ecattne WE 
Wagner Electric Corp. censenene “ EXPORT DEPT. 2111 WOODWARD AVE. DETROIT, mich 
Wagner Tool & Supply Cosp. Viasrest 9 
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. 1.8 MYLTIFL,£ TEMPERATURE 
BEFRIGERAYION SYSTEM Sigurd Mat. 
jee Backstrom, Mokholn Sweden cs 
-tigner te Abtiebolaget BMiektrotas, Stock. 
thoim, Swedes, & enporston of Sweden. 
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‘ georat omeorwing & cabt 
i * ’ “* nner Leer defining « ster 
Tage aftment and « teddy f inew 
fisting me ‘ 1 i shout such 
tuner retrig ' epareatua tr ing « 
iow ’ t* . +ing loment and « 
Rhtather tenny sture me element ‘ 
-r f hea transfer fluid hav 
Sing @ heat ¢ ting ‘portion in heat com 
. ’ 

oe Gurtive bath with jaid w temperature 
»% ting be nme odte heat ebetrecting 
Cw ' ‘ nm heat mtsactive relation with 
* a nm the Hiper St awl a second eye 
vi » foo beat anafe® fuid having « heat 
Stejectina por ' nh Goat fductive rela 
a ” with wall higher’ ter perature ™ 
~@hettert ote » heat ahetracting pe . 
“having «@ major portion thereof disposed 


lorated in the it 
g mulat net body af @ region which ls spaced 
- m the inne) and o ter surfaces thereof 


val ; eaid liner am 


{4006008 Atm OCYOLE COOLING SYS. 
TEM William FT. OCxrgon, Jr, , 
Wititemece, Jr. Loe 
Angeles, Oailil., aetiguors t Borthrop Air. 
erelt, Ine, Bawthorns, Oailf 

1 te 7 aly lame sbin cooling eysetém 
a sure f wir at leah pressure. an en 


TAKES TIME OUT 


to et ee er Kewe wr 


Pete @ br Ares * 
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‘ 
. F. KE. MORRISON 
bb. Merrison, Appliance Mgr. Rock 
ockford, 


*ford Sandard Furniture Ce. 
Wh, save 


I receive practically all of the trade 
‘publications, but the News is the one 
that | immediately take time out to read 
completely, as it seen the News gives 
Tons the mest complete and most reliable 
wmation on w 


shee 


~~ 


hw few fn oUF 


Aleo vour section on refrig 
ae vlewne annel proe edure te most helpful 
ete our Service Department 


t “When 1 fiest subscribed to the News 
St wee o@ litth cheptical ac to how much 
F value it would be to en appliance depart 
tment euch as ch as we do 
t ery littl commercial or air condition 
“ing, but I find that your complete cover 
gee of the appliance picture brings us 
gwhat is new on our industry first.” 


pansion turbine having an cutiet. and an 
inlet commected to receive air from «aid 
suree end forming one element of « 
heat eachanger « divided duct connected 
at ome end te the outlet of said turbine 
and af the other end to seid cabin, one 
division of said duct conducting air di 
rectly to maid cabin, the other division 
ft said duct forming the remaining ele 


ment of sald heat exchanger, said divided 
duct delivering all of the output of said 
turbine to said cabin only, and means 
for proportioning the output of said tur- 
bine between the two divisions of said 
duct 


166423. COLD WALL BEFRIOERA. 
TOR WITH OFEN.MESH FRODUCE 


1 In refrigerating apparatus, an open 
top refrigerator case having cooling means 
mounted within the walle thereof, and an 
open tmeah produce container diaposed 
within the case, the container having side 
walle apeced from the side walle of the 
cane #0 ae to form unobstructed passages 
therewith adapted to set up circulation 
of chilled air through the container and 
the upper edge portion of the container 
being made solid to encourage such cir 
eulation 


2,006,404 BEFRIGERATING MACHINE 
OR HEAT FUMP UNIT OF THE MUL. 
TIPLE COMPRESSION TYPE. Tore 
Brandia, Finspong, Sweden, aesignor to 
Svenska Turbinfabriks Aktiebolajet Ljung- 
strom, Finspong, Sweden. 


In refrigerating machinery of the com 
pression type for operation at two pres 
combination of a com 
alternate peration as 4 low 


ure tages the 
preaaor for 
pressure ompressor and as a high pree 
eure mpreseor during successive periods 
s cireulation system for the refrigerant 
ompressor, two evapora 
tore included in said cireulating system 


ne for each preseure stage, two concen 
tri ki magazines concentrically sur 
rounding each other, the inner magazine 
being provided for enclosing the evapora 


tor belonging to the low pressure stage 
and for storing the cold developed during 
said stage. the outer magazine being pro 
vided for enclosing the evaporator belo 
ing to the high pressure stage and 
storing the cold developed during said 
hich pressure stage meane for utilizing 
during the low pressure period, at least 
partially the ld stored in the outer 
magazine during the high pressure period 
2 corfdenser provided in the circulation 
yetem in front of the evaporator of the 
high pressure «tage and its magazine, and 
means adapted upon the shifting from 
stage to the low pres 
setting the evaporator of 
the low pressure stage into operation. to 
effect a simultaneous setting of the eva 
porator f the high pressure stage into 
operation to act as a condenser for the 
low pressure stage 


the high pres#ur 
sure etage by 


2,506,506. REFRIGERATOR CONTROL. 


, Marley HM. Bixler, Brie, Pa. assignor to 

% “took twicg— it's worth the price! General Electric Co. 

1 In « refrigerator having a compres 
yllt CONDITIONING 6 REFRIGERATION NEWS wor an electrical cireult having an over 
y The Ne! paper ot the Industry center operated awiteh therein for operat 
5 
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ing said compressor. a food storage com- 
partment and an evaporator positioned in 
the food storage compartment. « fret 
temperature responsive clement positioned 
to be tnfluenced primarily by the tem- 
perature of seid evaporator, and « sec- 
ond temperature-reaponsive element posi- 
themed to be influenced primarily by the 
temperature of said food storage compart 
ment. « firet control system reeponsive to 
said first temperature-responsive clement 


said firet control system comprising 4 
firet expansible bellows, a first spring 
positioned to bias said first bellows, a 
firet operating arm positioned between 
said first bellows and said first «pring 
and « ewitch arm operable in response 
to movement of said operating arm to 
open and close said cireuit for operating 
said compressor, a second control system 
comprising a second expansible bellows 
a second spring biasing said bellows, 4 
second operating arm positioned between 
maid second bellows and said second 
spring. and means responsive to the move 
ment of said second operating arm for 
independentiy opening and closing said 
ewitching arm to energize said compres- 
sor cireuit Yn response to the movement 
of said second operating arm while said 
firet operating arm is in the circuit open 
position 


1 A clear ice cube producer comprising 
a hinged inclined tray provided with a 
plurality of open-topped molds and 
hingedly mounted along one edge thereof, 
means for continuously discharging liquid 
onto the upper portion of said tray dur 
ing the freezing of liquid therein to caa- 
cade the liquid successively over said 
molds to carry the air from the liquid 
being frozen therein and produce substan 
tially clear tee cubes, defrosting means 
for releasing said frozen cubes when said 
tray has been swung on its hinged edge 
to invert said molds, and means for col- 
lecting the cubes when released from said 
molds 


2,506,208. ICE-MAKING APPARATUS. 
Crosby Field, Brooklyn, NW. Y., assignor 
to Plakice Corp., Brooklyn, NM. Y. 


1. In ice-making apparatus, the combi- 
nation of. a vertical freezing tube con 
struction comprising a rigid outer shell 
having top and bottom plates at the ends 
thereof and a concentrically positioned 
freezing tube projecting through said 
shell, said construction having insulating 
material in the annular space between 
said shell and said tube forming a plu 
rality of evaporator chambers around 
spaced zones of said tube, said tubes 
being of different diameters at said 
zones whereby laminae of different diam 
eters may be formed simultaneously 
means to harvest the ice of smaller diam- 
eter and to automatically nest it in the 
ice of larger diameter while the freezing 
operation ia continued on the ice of 
larger diameter, whereby the ice of emalier 
diameter is frozen to the ice of larger 
diameter to form a composite ice body 
and means to harvest the ice body 


2,586,853. TEMPERATURE 
REFRIGERATOR. Evans T. Morton, Chi. 
cago, D., assignor to Admiral Corp. 


MUL’ 
ERATOR. 


1. In @ multi-temperature refrigeration 
system of the primary-secondary type 
having a primary circuit and a secondary 
cireuit including a condenser portion and 
anh evaporator portion, the combination 
of a refrigerant conducting means in the 
primary circuit in heat exchange rela- 
tien with the condenser portion of the 
secondary circuit, a by-pass in the pri- 

| mary cireuvit around said means. and 
| means responsive to the temperature in 


Ss 


the secondary circuit for controlling the 
flow of refrigerant through said means or 
said by-pass whereby « substantially uni- 
form temperature may be maintained in 
the secondary system. 


1 In a thermostatically operated valve 
mechaniem having a housing providing a 
valve seat and « valve member cooperat- 
ing with said seat, means for operating 
the valve comprising a rectilinearly mov- 
able member operatively connected to said 
valve member, three thermostats for sub- 
jection to different sources of tempera- 
ture variation and each including an ex- 
pansible and collapsible chamber having 
a movable end wall, a compound lever 
system operatively connected to said re- 
ciprocating member and including three 
levers, means for positively transmitting 
the movements of one of said movable 
end walls to one of said levers which is 
operatively connected to said reciprocat- 
ing member, a pair of members opera- 
tively connected to two other movable 
end walls and pivotally connected to a 
second lever of said system for positively 
transmitting the movements of said other 
end walls to said second lever, and pivotal 
connections between the third lever of 
said system and both of said first and 
second named levers, said third lever 
being fulerumed on said housing. 


1. In a refrigeration system having a 


compressor for refrigerant, a motor at- 
tached to said compressor, a jacket for 
cooling liquid on said compressor, means 
for cutting off the source of power from 
said motor, a condenser for refrigerant 
connected to said compressor, a receiver 
for liquid refrigerant connected to said 
condenser, and an evaporator connected to 
said receiver and a valve in said connec- 
tion, said compressor, condenser, receiver 
and evaporator constituting a closed sys- 
tem, a single source of cooling liquid 
for said condenser and compressor and 
means for circulating the same around 
said condenser and compressor to re- 
move heat therefrom and an exit pipe 


for said liquid. the improvement which 
comprises a pair of chambers, each cham- 
ber having a float therein. a connection 
from said source of cooling liquid to each 


each of said chambers to the exit pipe 
for said cooling liquid. said Goats being 
buoyed up while said liquid flows through 
said chambers. a mechanical connection 
from one of said floats to said cut-off 
ef said motor. a mechanical connection 
from said other float to said valve, where- 
by on failure of said source of cooling 
liquid said floats drop cutting off said 
power and closing said vaive 


1. A freezing device comprising in com- 
bination, a tray and a grid disposed there- 
in, said grid including a longitudinal up- 
right wall and a plurality of spaced 
apart upright transverse walls interlocked 
together and dividing the interior of said 
tray into compartments, and portions of 
the end transverse walls of said grid ex- 
tending upwardly beyond the uppermost 
portion of the transverse walls of said 
grid intermediate said end transverse walls 
and above the top of said tray to provide 
a support at the top of said device above 
said longitudinal and said intermediate 
grid walls for receiving the bottom of 
the tray of a similar companion freezing 
device. 


*ustn ” 

1. A refrigerating system having an 
evaporator coil, a casing containing an 
expansion valve at the inlet end of the 
coil, connection for supplying refrigerant 
to the coil through the casing and a con- 
nection for conducting it from the coil at 
the outlet end, a coupling at the ou‘ et 
end of the coil, a heat transferring mem- 
ber in said coupling. means in said cas- 
ing for controlling said valve. and an open 
conduit connecting said coupling and 
said means, said coupling having a fitting 
attached thereto, the fitting being hollow, 
and closed by a hollow nut at its inner 
end, the member projecting through the 
nut into the coupling, and having a flange 
at its end engaging said nut. said fitting 
having a spring therein pressing said 
member, and a neck on its outer end 
secured to the conduit. 


(To Be Continued) 


pages. 
readers will testify. 


The greatest book on appliance 
brisk, interesting style 


goods more profitably. 


HOW TO SELL YOUR SALESMEN 
ON SELLING... 


ONE FOOT IN THE DOOR 
by George F. Taubeneck 


The first humorous book on merchandising. You will 

laugh—learn—profit while you relax with this popular 

book for businessmen. 400 entertaining, laugh-provoking 

Immensely enjoyable, as thousands of '$ 00 
A best-selling book..... 300 


THE MARSHAL’S BATON 
by George F. Taubeneck 


Here is another 
Taubeneck—an 
ment as a follow-up to his immensely popular One 
Foot in the Door. The distilled wisdom of 29 of 
America’s top sales-minded executives. Received en- 
thusiastically by industrial executives everywhere—a 
valuable addition to every businessman's 
library. 600 big pages... $500 
- *. . 


— JUST OFF THE PRESS — 
And Now—Brand New—*“The Appliance Dealer’s Handbook” 


BOTH FEET ON THE GROUND 
by George F. Taubeneck 


merchandising 
with a wealth of “case histories” 
HOW —a Chicago Dealer secures pr i 


important book by George F. 
“advanced course” in sales manage- 


ever written. Written in 
showing you 
Pp for 


the salesmen of a large appliance house sell 75% of the electric ranges — 
a 65-year-young firm sells 400 refrigerators a year without an outside 
salesman —to build a profitable service business simply managed . . . and 
many, many more solid, tested, and proven ideas to help you sell more 
eS ee ee ee sales and § 95 
management ideas you can use TODAY! 5 
-— oo = ee CLIP THIS NOW! MAIL TODAY! 


CONJURE HOUSE DIVISION, Business News Publishing Co. 
450 West Fort Street, Detroit 26, Michigan 


1 
Send £) One Foot in the Door, $3.00. CQ) The Marshal's Baton, $5.00. » 
© Beth Feet on the Ground, $5.95. [1 Check enclosed (1 Bill me. 
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PROCUREMENT INFORMATION 


The following is a list of proposed procurements issued by the 
various indicated U. 8S. Government procurement offices. This 
list is compiled and made available daily on a free pick-up basis 
Prospective bidders may obtain complete bid sets by a request 
te the purchasing office under which the purchase is listed in 
this Synopsis. Be sure to identify completely the bid invitation 
you wish by including in your request the item description, the 
invitation number or reference number and the opening date 
This will save time in filling your request. For reasons of 
economy. specifications are normally not included with the bid 
invitations unless the specification is a new one. First time 
bidders on a particular item should request a copy of applicable 
specifications and drawings at the time the request for a bid 
is made 


It is not necessary to refer solely to the issuing office for 
additional data on a bid invitation issued by any of the follow- 
ing U. 8. Army Ordnance Offices: Ordnance Tank Automotive 
Center; Detroit Arsenal; Frankford Arsenal; Picatinny Arsena!; 
Raritan Arsenal; Rock Island Arsenal; Springfield Armory 
Watertown Arsenal; and Waterviiet Arsenal. Complete informa- 
tion on any purchase listed by any of those offices alone can be 
obtained from the Ordnance District Office nearest you. Its ad- 
dress is on file in your nearest Department of Commerce Fieid 
Office. Do not ask an Ordnance District Office for information 
om a purchase unless it is listed by one of the above-named 
offices. Ordnance District Offices do not have information on 
any other purchases. 

Invitations for Bids numbers will be followed by the letter 
“BB.” Requests for proposals or quotations will be indicated in 
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classroom and instructors’ office 
buildings, Fort Benning. Ga 
Precurement Division, Camp 
Modification alterations and 
additions required for the 
fireproofing and air 
conditioning of the telephone 
and signal centers building 
no 1210 
Bureau Of Ships, Washington, D. C. 
Cooling coils 1 549- 382Q % Apr 32 
Contracting Office, Shaw Air Foree Base, South Carolina 
Installing air conditioning Job ‘'LFR 38-601 3 Apr 52 
a = in | oon buildings 52-29 
243. Shaw 


AFB 8 Y ca 
GENERAL SERVICES ADMINISTRATION 


Kilmer, New Brunswick, N. 
Job 5 2 Ke '2 


Deseri y Invitation 
— —<— “ee See 
General Services Administration, Denver, Colerade 
Air conditioning unit Job C and R 101 16 Apr 52 


instrument room, bidg 81. 
Denver Federal Center, 


Denver, Colorado 
Business Service Center, General Services Administration, 575 
U.S. Courthouse, Chicage 5, Ulineis 
Refrigerators 121 ea CH47445 4-23-52 
spec AA R-211B 
VETERANS ADMINISTRATION 
Description Quantity 


“me 


Chief, Procurement Division, Sapply Service, Veterans 
7 te TP Pee Washington 25. ., 


this column by the letter “Q” or, if numbered, the number lato: iow- 8: 
will be followed by the letter “Q.” ms ~~ \eedapeebede ts seta 
1 ripti @ tity tavie ‘ Opening Flow contro! apparatus 36 ca 
°. te » RTM OF MMERCE 
Commenting Officer, wr ~ ee Arsenal, Reck Island, U. S&S DEPA ENT co! 
nois, Procurement Description 
Solenoid in accordance 1104 ea 11-070-52- 29 Apr 52 a —— — Aog me 
with drg B300846 S498 Precurement Branch, Civil Ae é Admini 
Commandant Of The Marine ig baton yg me - Cc., S@ Seventh Street, N.E., Atlanta 5, Georgia 
Attention Supply Depa rocurement Air cleaning, glass fibre, 2400 ea 22-256 8621 Apr 52 
Mechanical units fer 600 cu ft 50 ea 


earre 18 Apr 52 


walk-in refrigerators USMC 
purchase description except 
to be equipped with electric 
motor and automatic control. 


Officer In Charge, Navy Sees Office, Washington, DB. C. 
60518-B 


Sink temperature controlled 
with refrigerated 
cabinet 10 sets onboard repair 
per specifications Mil-8- 
7058 


7 May 52 
Ships 
berg, Pennsylvania 


filter replaceable type in 
6 sizes. 


CONTRACTS AWARDED THROUGH APRIL 8 


Description—Contractor and Address 
Parts Control Center, 


Naval Supply Depot, 


_R. _R. Repair parts for refrigeration equipment.--22,953, $127.199.— 
15137 ao 15071, Mil-R Carrier Corp... 300 8 Geddes St.. Syracuse 1, New York. 
am Valves and repair parts.—1,198, §27,557.—Walworth Co., 60 E 
Chieage Quysteemeaies Depot, Quartermaster Purchasing 42nd St.. New York, New York 
Division, Chicago, Illinois Pressure reducing valves.—72,. $25,794.—-Grove Controls, Inc., 6529 
Refrigerator electric 5100 ea 52-1304B 5 May 52 Hollis Street. Oaxland Colttornte. 
spec Temperature regulating valve: 702, $41,671.—-Robertshaw-Ful- 
Cases frozen food & 347 ea 52-1282G | 22 Apr 52 ton Controls Co.. Fulton- Syiphon Div.. P.O. Box 400, Knox- 
cases display oa Te —_——" P oss 
Purchasing & Contracting Division Benning, Geor emperature regulators and repair parts. .458.— Robert- 
er all plant, a ally = ing, ¢ pe 52 shaw-Fulton Controls Co.., ulton- Ay Div., Knoxville, 


and materials, (other than fans 
and motors to be furnished b 
the government) and performing 
all operations requir for 
mechanical ventilation of 39 


Paragon Cuts Prices 17% on 
300-M Defrost Time Switches 


TWO RIVERS, Wis. — Paragon 
Electric Co. here has announced a 
17% reduction on its line of 300-M 
Series commercial defrosting time 
switches for electric heat and hot gas 
applications. 

New net prices are $16 and $17 for 
115 volt and 220 volt, respectively. 


Pick Harderfreez Distributor 


et scnagapencnne D. C.— Herman 

n, president of Emerson 

nese here, announced his firm’s ap- 

pointment as a distributer of the 

Harderfreez line of home and farm 

freezers manufactured by Tyler Fix- 
ture Corp. 

Other products handled by the 
company include Servel refrigerators, 
Emerson radio and television sets, 
and Webster-Chicago phonographs. 


Tennessee 


Chicage a ey 


West "Pershing Road 


Q spare 
kesha 


3 New Distributors Add 
Sanitary Quicfrez Line 


FOND DU LAC, Wis. — Appoint- 
ment of three new distributors for 
the Quicfrez line of refrigerators and 
freezers has been announced by 
Harry Ryan, sales manager of the 
Sanitary Refrigerator Co. here. 

Morley Bros., with locations in 
Detroit, Saginaw, and Grand Rapids 
has been selected to handle the 
Quicfrez distributorship for the state 
of Michigan. In San Francisco, the 
Pacific Telecoin Corp. has been 
chosen to handle the line in the bay 
area, and the McKee Distributing 
Co. of Indianapolis has been selected 
to represent the Quicfrez line there. 

The Quicfrez refrigerator line in- 
cludes five basic models in 5.5 cu. ft., 
6 cu. ft., 7.2 cu. ft, and 7.4 cu. ft. 
sizes. The Quicfrez freezer line is 
currently composed of four models 
in the 9 cu. ft., 13.2 cu. ft., 16.8 cu. 
ft., and 20 cu. ft. sizes. 


jotor Co., 


M Purchasing Division, 1419 


.c hand Illinois 


rta for refrigeration equip 


This business paper in your 
hand has a plus for you, 
because it's a member of the 
Associated Business Publica- 
tions. It's a paid circulation 
paper that must earn its read- 
ership by its quality. And 
it’s one of a leadership group 
of business papers that work 
together to add new values, 
new usefulness, to make the 
time you give to your business 
paper profitable time. 


With the pushing pace of business today, your 
business problems won't wait. That's why the 
Best Informed Men in your Field so often take their 
business papers home to read. Competition won't 
stand still, or costs stay put; and new products 
come so fast you've got to read every issue. You 
need the news of what's new, what's happening 
.-. the what-to-do-and-how . . . 
do-it-with that you find in the editorial and adver- 
tising pages. It pays to read both . 
. - at home or on the That's what k 
one of the Best informed Men in your Field. 04 


and the what-to- 
. thoroughly 


Arm Conprrioninc & Rerriceration News 


One of 2 series of advertisements prepared by THE ASSOCIATED BUSINESS PUBLICATIONS 


various, $28, 892..Wau- 


1945 Jay-Vee Drive, Waukesha, Wis. 


Cable-Weidemer Plans 
Open House April 27-28; 


ROCHESTER, N. Y.—-Cable-Wiede- 
mer, Inc., air conditioning, commer- 
cial refrigeration, and _ restaurant 
equipment contractor here, will hold 
an open house on April 27 and 28, 
George F. Wiedemer, president, has 
announced. 

Special feature of the open house 
will be the formal announcement 


Mechanics- 


Kansas City Firm To 
Distribute Servel Line 


EVANSVILLE, Ind.—Appointment 
of Townley Metal & Hardware Co. 
as distributor for Servel refrigera- 
tors and water heaters in the Kansas 
City area was announced by W. Paul 
Jones, president of Servel, Inc 

The Townley company has been 
in business in Kansas City for 68 
years. It serves a territory which in- 
cludes western Missouri and eastern 
Kansas 

Officials of the Kansas City firm 
are Webster W. Townley, president; 
James P. Townley, vice president and 
general manager; Lawrence Phister, 
appliance sales manager; and Leon 
Dennison, service manager. 

The company started as a whole- 
sale hardware firm in 1884. Since 
World War II, it has been distribut- 
ing Youngstown kitchen cabinets. 
With the addition of the Servel line, 
the company will now open a new 
appliance division. Other appliances 
to be sold are Chambers ranges and 
Moore heating equipment. 


Seeger Nets $2,066,513 


ST. PAUL ~ Seeger Refrigerator 
Co, reported net earnings of $2,066,- 
513 on net sales of $34,685,244 in the 
six months ended Feb. 29. 

For the corresponding period a 
year ago, net profit totaled $1,796,770 
and net sales $39,639,248. 

Although sales decreased and Fed- 
eral and state income taxes increased 
($2,250,000 compared with $1,879,- 
500), cost of goods sold declined 
nearly $6,000,000. 


| AIR CONDITIONING, 


lay-out, 


Detroit Asrt Spring Party 
Will Be Held May 23 


DETROIT...The Detroit section of 
the American Society of Refrigerat- 
ing Engineers has announced that it 
will hold its annual spring party on 
Friday, May 23 in the Park-Sheraton 
hotel, Woodward at Kirby here 

The party is open to members, their 
wives, and invited guests. Starting 
a 7 p. m., it will feature dinner, 
color movies, prizes, and bingo 
Tickets are available at $3.96 per 
person 

The section also announced the 
unanimous election of George Kings- 
ton as chairman for the 1952-53 
season. Kingston is a sales engineer 
for the Nash-Kelvinator Corp 

Other officers also unanimously 
elected were: David S. Faik of the 
David 8. Falk Co., vice chairman; Roy 
Burns of the Detroit city bureau of 
buildings and safety engineering, 
secretary-treasurer ; and Stanley 
Janczarek of Refrigeration Service, 
Inc., assistant secretary-treasurer. 


Appliance Firm Opened In 
Jacksonville by Mulhall 


JACKSONVILLE, Fla.--George H. 
Mulhall, a veteran of nearly 20 years 
in the appliance and radio fields, has 
opened the Mulhall Appliance Co, at 
24 Broad St. here. 

Mulhall, who has 
Frigidaire in sales 
many years, said the new firm 
carries a complete line of Frigidaire 
appliances; Motorola, Phileo, and 
RCA radio and television sets; Apex, 
Easy, Maytag, and Thor washers 


represented 
capacities for 


CLASSIFIED ADVERTISING | 


RATES for 
per insertion. 
word over 50. 

RATES for all other classifications $7.50 
per insertion. Limit 50 words. I5¢ per 
word over 50. 

ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send a payment with order. 


“Positions Wanted" 


Limit 50 words. 10¢ per 


heating and refrig- 
engineer experienced in 
selling and installation. Formerly 
operated own business. Just completed 
installation of five Chrysler 50 ton units 
for theater chain. References. Will move 
anywhere. Florida preferred. Ed Felver, 
Cole Theaters, P.O. Box 121, Rosenberg, 


eration service 


| Texas. 


that the firm is now franchised to | 


sell Frigidaire commercial refrigera- 
tion equipment and air conditioning 
up to 10 tons. The firm has actually 
had the franchise for the past three 


Rochester. 


| needs men with refrigeration, 


MANUFACTU RERS OUR organisation is 


qualified to represent you in following 
states: Ohio, W. Va.; Ky.; Indiana, Tenn 
Also Miss.; Texas, Louisiana, Missouri, 


Oklahoma. Your sales promotion problems 
are our specialty. All inquiries confiden- 
tial if so desired. BOX 3969. Air Condi- 
tioning & Refrigeration News 


OLD ESTABLISHED Southern California 
refrigeration manufacturing company 
cabinet de- 


| sign experience to assist in the develop- 


During the event, which is becom- | 


ing a bi-annual affair with the firm, 
there will be live displays of soft 
ice cream making machines, open 


| ment of new t f equi t a - 
months. It covers 11 counties around © ee ee 6 ee ee 


ucts. Permanent position. Salary 
mensurate with ability. Write WARD RE- 
FRIGERATION AND MFG. CO., 6501 So. 
Alameda Street, Los Angeles 1, California, 


com- 


j SALES ENGINEERS. Experienced in air 


frozen food cases, commercial cook- | 


ing equipment, air conditioning units, 
beer coolers, water fountains, and 
ice cube makers. Factory representa- 
tives will be on hand to demonstrate 
their products. Refreshments will be 
served. 


| Reply stating full 


conditioning and refrigeration—for West- 
inghouse Electric Corporation, Air Condi- 
tioning Division. sales offices in midwest. 
qualifications. experi- 


| ence and salary to BOX 3926. Air Condi- 


| refrigeration background, 


Some 4,500 invitations are being | 
| sent out to customers and prospects 


in the restaurant, soda fountain, meat 
market, and institutional trades. 
Wiedemer declared that open- 


| houses are good business builders and 


| the electric housewares field, 


create a lot of good will in the trade. 
Mainline Distributors 
Enters Housewares Field 


TOLEDO Marking its entry into 
Main- 
line Distributors here recently signed 
a franchise for the Westinghouse 
line of electric housewares, electric 


| bed coverings, and vacuum cleaners. 


Officials of the northern Ohio dis- 


| tributor include Joseph Cohan, presi- 


dent; Bernard St. John, 
general manager; and Elmo Shaus- 
ten, sales promotion manager. 

Jack Schmitt, Westinghouse Elec- 
tric Appliance Div. appliance spe- 
cialties factory representative, and 
Earl Hartley, central appliance dis- 
trict sales promotion manager, con- 
ducted sales training meetings for 


| Mainiine’s 18 salesmen. 


| NEW—% and %-hp 


tioning & Refrigeration News 

JUNIOR PROJECT engineer—with some 
to work on 
various problems connected with design 
and development of compressors and 
allied equipment. Our men know of this 
opening. Write full resume to BOX 3960. 
Air Conditioning & Refrigeration News. 


REFRIGERATION SHOP foreman 
have compressor rebuilding 
Excellent opportunity for right man 
$2.37% per hr. Location Cleveland, Ohio 
Write and state full qualifications to BOX 
3968, Air Conditioning & Refrigeration 
News. 


Must 
experience 


open type refrig- 
erating units, air cooled. Price: % hp.- 
$54 % hp.-$10260. These units are 
equipped with Chieftain compressor bodies 


| and Century capacitor type motera with 


| tinuous freezers for soft 


assistant | 


| 1750 RPM. 


built-in thermal protection. Freight al- 
lowed on quantity erders of 10 units or 
more, may be assorted sizes. Write for 
literature and specifications, ARCTIC- 
AIRE, 1621 Grand Ave, Kansas City, 
Mo. 


SOFTIE MACHINES--Money making con- 
jee cream or 
frozen custard, famous make. Two are 
new in original crates. two used in good 
condition. Back in service so must sell at 
real sacrifice. This is really too good to 
miss! Write Lt. P. F. BERNHEIM, 2324 
Humbolt Ave., El Cerrito 9. Calif. 

FOR SALE~ 0 ‘ton cooling equipment as 
follows: with magnetic starters and auto- 
matic controls; 2 Frick 4 cylinder Freon 
Compressors 44% x 4% Model F.W.-44; 
20” HP.—208 volt-3 phase—@0 cycle 
motors; 5 Aero fin coils, 4 


$5.00 | pipes deep, 18 


| Street 


| erator 


| FOR SALE—brand new 4% LP. | 


pipes high 81" «x 

80 ton Buffalo fan 33° x 42° Gaticary in’ 
000 C.F.M.; 3 new American coile model 
20000, BOVAL REALTY CO.. 312 S8th 
Union City, New Jersey 
SACRIFICING 18 cu. ft. display freesers 
with superstructure and Thermopane glass 
sliding doors. Only $871 each, Lob. New 
York, List price §714. For complete details 
write or call MANN REFRIGERATION 
SUPPLY CO, #0 Lafayette 8t, New 
York, Gramercy %-8000. 


$2 BUYS standard brand \-HP open 
type or sealed type complete units. Other 
sizes up to 3 HP. Write for complete list- 
ings on units and parts, including Klixon 
overload relays @ ls. MANN REFRIG- 
ERATION SUPPLY ©CO., 440 Lafayette 
Street, New York 3, N 


SENSATIONAL VALUE--Close-out on re- 
frigerator-freezer combination with stein- 
leas steel top, 2% ft. freezer. 6 ft refrig- 
originally priced at $320.96. Will 
sacrifice for $150.00 each in quantities of 
2% or more. Also available \ h.p. sealed 
unite at less than distributor cost--$88.50 
in lots of 56 or more. SEABOARD DIS- 
TRIBUTING ©CO., 1421-28 N. W. Tth Ave. 
Miami, Florida 

hermetic 
compressors. Model 8-88 -8%” high. Com- 
plete with relay and overload $44.50. Send 


| for your list on driers, valves, belts, pres- 


sure controls, fittings, relays. Supplies 


| and parte at great savings. Sold on money 
| back guarantee. WALTER W. STAR, 


Chicago 138, Illinois 


FRANCHISES AVAILABLE 


DEALER FRANCHISE available for com- 
plete line of Frigidaire appliances in one 


2833, Lincol n Ave 


| of the fastest growing cities in southwest 


| City has population of 150,000, 


immediate 


trading area 250,000. At present only 


| two Frigidaire dealers. Want to add one 


| more 


| write 


who will specialize in outside sell- 
ing and servicing of appliances. Will re- 
quire $15,000.00 to $20,000.00. Investigate 
this unusual opportunity and advise as to 
your business experience and capital. BOX 
3961, Air Conditioning & Refrigeration 
News. 


FOR SALE—rapidly expanding re frigera- 
tion business—eales and service. Located 
Red River Valley, Grafton, North Dakota 
intersection highway #1 and 17. % by 46 
building includes stock display room, shop 
and S-room modern living quarters. Wil! 
sell for $15,000.00 which includes cost in- 
ventory stock $3,000.00. Owner G. A Galle, 
Grafton. 


FOR SALE—collection of approximately 
1650 classified electric hand leundry tron 
patents, complete thru 198 Approximate- 
ly 90 automatic type electric toaster 
patents. Approximately 380 vacuum type 
electric coffee maker patents. Approxi- 
mately 300 electric roaster and hot plate 
patents. C R. McKINLEY, 635 Griswold 
St., Detroit 26, Mich 


NORGE SEALED units remanufactured or 
exchanged. Immediate delivery from stock 
2 year warranty. Freon refrigerant. Write 
for prices and shipping instructions 
Genuine Norge terminals for Norge sealed 
units. Set of three. $1.15 plus postage 
MODERN REFRIGERATION CO., INC. 
12641 BE. McNichols Roed, Detroit 5, Mich- 
igan 


OLD ESTABL ISHED manufacturer of 
commercial refrigerators interested in 
building a line of equipment for you 
under your brand name. For particulars 
BOX 3970, Air Conditioning & Re- 
frigeration News. 
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Supermarkets, G-E Dealers In Freezer-Food Plan - - 


(Concluded from Page 1, Column 2) 
$200 worth of famous brand meats, 
poultry, fish, fruits, vegetables, des- 
serts, juices, pre-packaged direct 
from the frozen food lockers of Big 
Bear Markets 

“For the first time, you will be 
able to buy both food and freezer 
in one combination package at one 
store with a minimum down pay- 
ment and many, many months to 
pay.” 

The ad urged readers to “see your 
nearest G-E dealer today,” and listed 
the locations of the dealers. 


FOOD AVAILABLE 
UNDER REG. W TERMS 


According to G-E Supply, the 
freezer and food can be paid for on 
Regulation W terms. The freezer and 
the food are written up on one note, 
which is a limited recourse deal. 
The freezer is then paid for in the 
usual 18 months and the food in six 
months. 

When the customer buys a G-E 
freezer under the plan, he is entitled 
to a choice of approximately $200 
worth of foods at “marked savings.” 
This amount will fill an il-cu. ft. 
G-E freezer, it was found. 

The customer can select the foods 
he wants from a lengthy list. Selec- 
tion can be made at the dealer's 
store, at a Big Bear Market, or at 
home. 

Purchase of the freezer and food 
automatically makes the customer a 
member of the G-E Food Freezer 
Club, and he receives a certified mem- 
bership card. 


WEEKLY SPECIALS 


The original freezer-food offer is 
to be followed by a “Buy-of-the- 
Week” plan featuring various Big 
Bear specials. From time to time, 
club members will receive lists of 
these special offers from the Big 
Bear Markets. They can then place 
their orders by filling out an order 
blank or by going to the market. 

The G-E Supply-Big Bear-Ned’s ad 
said, in part: 

“It started in California! It spread 
like wildfire to Chicago, to Cleve- 
land... . and now Detroiters, too, can 
share in the same savings. Through 
the combined facilities of General 
Electric Supply Corp., Big Bear Mar- 
kets, and Ned's, thrifty Detroit fami- 
lies can now enjoy marked savings 
on food bills. 

“From these savings you will be 
able to buy a wonderful G-E home 
freezer that will make it possible for 
you to buy meats and frozen foods in 
quantity and keep them right in your 
own home to eat as you wish... . 

“Because of their reputation for 
handling only the very finest quality 
brands, the 25 Big Bear Markets 
were chosen to supply G-E Food Club 
members with freezer quantities of 
meats and frozen foods. 

“With the initial ‘package pur- 
chase’ of a G-E home freezer, you 
will receive frozen foods of your 
choice right from Big Bear's huge 
variety. These foods will be fresh- 
frozen, table-trimmed, individually 
wrapped and marked... .” 


AD CARRIES COUPON 


Readers were urged to phone Ned's 
and ask for the “Club Secretary” to 
get the details on the plan, or use a 


coupon included in the ad. Repre- 
sentatives of Ned's will call on those 
who mail im the coupon. Readers 
were also urged to listen to a disc 
jockey program on a local radio sta- 
tion the following day for more in- 
formation on the plan. 

The ad also listed the locations of 
the 10 Ned's stores, and carried pic- 
tures of three local women who own 
G-E freezers and their testimonials on 
the benefits they have derived from 
the units. 

In addition, the ad listed the names 
of some of the “famous-brand” foods 
included in the plan and cited figures 
on savings possible through use of 
a G-E freezer. 


AMANA PLAN OFFERS FOOD 
AT WHOLESALE PRICES 


Under the local Amana plan, pur- 
chasers of Amana freezers automati- 
cally become entitled to buy food in 
minimum quantities of $50 worth at 
wholesale prices from Thomas J. 
Thompson Sons, a long-established 
hotel, club, and restaurant food sup- 
ply firm. 

The Amana dealer takes the cus- 
tomer’s first food order at the time 
the freezer is delivered. If desired, 
this initial order can be paid for in 
six instalments with no down pay- 
ment. 

The food supplier guarantees to 
provide Amana freezer purchasers 
with food at wholesale prices for a 
minimum of five years, according to 
Max Lipin, head of Allied Music 
Sales Co., Amana distributor. 

Second and all future food orders 
are placed by the customer directly 
with the food supplier. The latter 
delivers the food to the customer's 
home and will arrange time pay- 
ments on request. 


ALTERNATE FOOD SUPPLIERS 
LINED UP 


Lipin said other food supply 
sources have been lined up in the 


event the present supplier becomes © 


overloaded with orders. 

Meanwhile, Motorola-Detroit Co., 
Deepfreeze distributor, is planning to 
announce shortly a broad freezer- 
food plan of its own, a spokesman 
said. Other Detroit distributors and 


dealers were said to be working on | 


plans, too. 


Canadian Rsés Elects 
John Roberts President 


MONTREAL, Que., Can.—Refrig- 
eration Service Engineers’ Society, 
Interprovincial Association, at its 


13th annual educational conference | 


at the Mount Royal hotel here, April 
7 and 8, elected John Roberts, Sidney, 
N. 8&., president for 1952-53. Other 
officers are: first vice president, Ken 
Wood; second vice president, E. W. 


Ridsdill; secretary, R. G. Henderson; | 


and treasurer, G. A. Burns, all of 
Toronto. Guy Forget, of Montreal, 
was made sergeant-at-arms. 

New Chairman of the board of 
directors is A. Gendron of Montreal. 
Also elécted to the board are: W. J. 
Marshall, Toronto, education; K. C. 
Robinson, Ottawa, and M. Rudka, 
Oshawa, Ont. 

Guest speaker at Monday’s lunch- 


LECTRIC - 
mW RING 5 


4 
v 
| 


eon was James H. Mackey, public 
relations manager, Industrial Accep- 
tance Corp., who spoke on the subject 
“Canadian Outlook for 1952.” 

Other speakers during the Monday 
session were: H. M. Kelso, service 
manager, Tecumseh Products, “Ap- 
plication and Servicing of Hermetic 
Units”; K. M. Newcum, president, 


| editor and publisher, Aim CONDITION- 
ING & REFRIGERATION News, “Refrig- 
eration Economics and Future.” 

| conducted Sy Ei. ©. Susteh, otter of 

| Canadian Refrigeration Journal high- 

| lighted the afternoon session on Tues- 


“External Equalizer Valves,” and S. 


AIR CONDITIONING & REFRIGERATION NEWS, APRIL 14, 1952 


MANSFIELD, Ohio-—-The appoint- 
ment of J. J. Anderson as manager 
of the laundry equipment depart- 
ment for the West- 


gent, who was re- 


; . ance 

4. 3. Anderson will be responsi 
for product development, distribu- 
tion, advertising, and promotion for 
laundry equipment and will report 
to Sargent. 

A native of Falfurrias, Texas, An- 
derson was graduated from Texas 
A. & M. He joined the Westinghouse 
student course in 1937 and special- 
ized in air conditioning. In 1942, he 
was assigned ordnance work, han- 
dling products made by Westinghouse 
for the Army Ordnance Department. 

In 1944, Anderson was assigned to 
the division's New York office as 
supervisor of refrigeration specialties 
and in 1945, he was transferred to 
Mansfield as assistant manager of 
the service department. 

Prior to his present appointment, 
Anderson was merchandise man- 
ager of the household refrigeration 


Commission following a conference 
with industry members and a public 
hearing. 

Promulgated April 4, the rules con- 
stitute a revision of those issued for 
the industry on Nov. 9, 1931. Numer- 
ous changes embodying clarification 
of the applicable requirements of 
laws administered by the commission 
have been made. Industry members 
have asked that the rules be revised. 

The rules are divided into two 
groups. Group I covers deceptive is- 
suance of warehouse receipts, deliv- 
ering goods when a negotiable ware- 
house receipt is outstanding and 
uncanceled, general deception, com- 
mercial bribery, solling below cost, 
including breach of contract, 
devamation of competitors or false 
disparagement of their business, 
procurement of competitors’ confi- 
dential information by unfair means 
and wrongful use thereof, prohibited 
forms of trade restraints, and aiding 
or abetting use of unfair trade prac- 
tices. 

Group II rules pertain to publish- 
ing of rates and charges, excessive 
extension of credit and unsound col- 
lateral or unsecured loans, and dis- 
semination of credit information. 

The FTC noted that according to 
available information, there are over 
700 public refrigerated warehouses 
which are valued at about a billion 
dollars and which provide more than 
450,000,000 cu. ft. of space. 


Midwest Mfg. Plans To 
Market Self-Contained 
Cooler Line In 3 Sizes 


MINNEAPOLIS — Midwest Mfg. 
Co. here, manufacturer of “Chill” 
walk-in coolers and refrigerators, will 
soon market a self-contained unit to 
be available in three sizes—',, %, 
and 4% hp., according to Robert F 
Strupp, general manager. 

Strupp also announced that Clar- 
ence E. Nord, formerly with United 
Refrigerator Mfg. Co., Mi ‘ 
has been appointed superintendent, 
and that additional machinery, in- 
cluding a drum sanding operation, 
has been installed at the factory. 


Regarding the new unit, the com- 
pany said this plug panel will have 
an expansion valve and _ control 
mounted on an insulated wood panel. 
The cooler will be of kiln-dried 
Douglas Fir, 1 by 4 flooring with gas- 
keted joints, and the “Lockseam” 
system of connection. Sizes will be 
standard of 6 ft. by 6 ft. by 6 ft. 6 in. 
and 6 ft. by 8 ft. by 6 ft. 6 in. 


Metal plug covers, which close the 
opening for the Lockseam system, 
have been used since the first of the 
year, the company reported, adding: 
“They are more easily removed and 
replaced than the wooden ones 
formerly used.” 


Midwest said that coolers are avail- 
able with plywood exterior and metal 
linings, and that another caulking 
system has been inaugurated to caulk 
the joints around the tops and bot- 
toms of the refrigerators with an 
EC 152 compound. 
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in the HAND... 


@ @ @ A TUBE OF KNOWN QUALITY is the 
all-important factor in reaching top production peaks. 
Penn tubing has held the title of ‘constant quality’ 

for over a quarter of a century. Carefully inspected 

to detect any flaws or impurities which might 
hinder production or cause rejections, Penn tubing 

nets greater output and gains a point for your side. 

You can depend on Penn for first quality— 
for installations that are right the first time. Take advantage 
of Penn’s knowledge and experience in helping you 
choose the right type of tubing for your needs. 

Write for new specification literature 
and send along your tubing problems—Penn is always 
ready to serve. You need first quality tubing to 
make production soar—you need PENN. 


QUALITY TUBING HAS A “PENN NAME” 


PENN BRASS & COPPER COMPANY 


ERIE - PENNSYLVANIA ~- TELEPHONE 3-1164 
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